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weg Eternal Vigilance Is Price of Business 


OWADAYS INVENTION cuts as much figure in methods of 
lan. merchandising as in the field of mechanics. As makers of 
machines must be constantly improving them, so merchants 
| must find new ways to sell if they would keep the eye of the public 

and get its patronage. Competition is always just around the cor- 
ner if it is not squarely at the door, and there is no knowing from 
what direction a sally from the outside may be made inte a new 


experi- 


but though price may often be a potent factor in turning a trade its 
rival, service, is giving price a run for the money. Service may 
mean anything from adequate stocks of building material to com- 
plete financing of construction with a turnkey job. Nowadays the 
merchant’s job appears to be not only to make the prospective cus- 
tomer want to buy, but to show him how he can buy without hav- 
ing the money. Apparently, it’s a buyer’s world, and the seller if 
he hopes to find a place in the sun must be prepared to do a lot of 
things that until lately have not been deemed a part of the seller’s 





f Cali- 


/ ae trade territory until it is too late for the home merchant to meet 


it fairly. That is to say, no merchant can feel secure in the pos- 





wan session of the patronage of his community unless he is prepared job at all. 
io to meet every kind of competition from every source. In the Realm of the Retailer of this week the editor of that de- 


Price ordinarily is the first kind of competition that is thought of, partment tells about the selling of more than two hundred build- 
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ing jobs in a single Michigan county by mail order houses, and 
every sale turned, not on price, but on financing the purchase. It 
is hardly to be expected, of course, as the Realm editor intimates, 
that any one mail order house or even several of them can cut 
a very big swath in the building business of the country as a 
whole. Neither is there any way of knowing where any one of 
them will step in and make a cleanup before the local retailers 
know what has happened. 

Lumbermen who have hitherto felt that they have done their 
full duty when they have carried in open accounts a good part of 
their current jag sales will not welcome with a great deal of en- 
thusiasm the prospect of financing the house, barn and garage bills 
of their communities. But if straws show the way the wind blows 
there is an abundance of evidence that instalment buying is not 
only on the increase in the fields it has long occupied but that it is 
being introduced into new fields. Of course speculative builders 
have long sold houses in that manner, but there are pretty strong 
indications that in the early future the lumber dealer must either 
take on this new function or find a way to provide his house-bill cus- 
tomers from some other source with the money they need to buy 
and build with his lumber. It will be a sorry day if the outsider 
steps in to supply both the money and the building material. 





A Problem for Convention Program Makers 


OR THE MOST part the programs for the various retail con- 
CH ventions are already made up, and the meetings themselves 
too near at hand to permit of much substitution or revision 
of those programs, hence the following suggestion which has just 
come to the AMERICAN LUMBERMAN from a well-known retailer of 
the Southwest is presented more with a view to its consideration 
in connection with next year’s programs than with relation to 
those of the 1928 conventions. The dealer referred to writes as 
follows: 

“For several years I have attempted, but without very much 
success, to have the discussion of important problems at the asso- 
ciation meetings separated. Usually a number of subjects are of 
vital importance to city dealers, but mean nothing to those of 
the small towns, and likewise many are interesting to the small 
town dealer and not to the city dealer. 

“I suggested last year, but without success, that one session 
be devoted to the special problems that confront a city dealer, 
such as the financial proposition from A to Z, and the status of 
the so-called speculative builders. These two problems are oc- 
cupying 85 percent of the time of the city yard executive. Through 
the influence of the AMERICAN LUMBERMAN it might be possible to 
have these two problems discussed by competent persons.” 

In the nature of things, it seems inevitable that many of the 
subjects scheduled for discussion at any given session of a typical 
retail convention are of direct interest to only a part—and pos- 
sibly a small part—of the membership. A small town dealer can 
not be expected to follow with any great degree of interest dis- 
cussions that concern the big city yards only. Nor can the dealers 
of the large cities be expected to sit patiently through discussions 
that, while of vital interest to the smaller dealer, do not touch 
their own interests. 

Probably this situation in part explains the meager attendance 
at some sessions and the well-filled hall at others. Lumber deal- 
ers are like other folks, in that they willingly listen to those who 
have something to tell them that is of direct benefit to them, but 
are not much inclined to do the other fellow’s listening for him. 

Possibly devoting separate sessions to the problems of the city 
dealer and those of the small town retailers would be an improve- 
ment, but, on the other hand, it might raise some troublesome prob- 
lems. For instance, those of the delegates supposedly not inter- 
ested in the discussions scheduled for any given session might 
avail themselves of the opportunity for sight-seeing, entertainment, 
etc., and forget to be on hand when their own innings came around. 
A convention crowd is none too easy to hold together at best, and 
programs, so far as possible, should be framed to preserve con- 
tinuity of attendance and interest. 

However, that objection, even though valid, does not alter the 
fact that, either in separate sessions or interspersed with other 
items of the program, those subjects which are of greatest interest 
to metropolitan dealers and to those of the smaller towns should 
alike have an airing, and all possible light be turned on the prob- 
lems of dealers of both classes. 


Swedish Forest Owners Look Ahead 


RACTICAL EXPERIENCE in tree growing over the period 
“Dp required to produce one crop, at least, may be expected to 
contribute more to reassure timber land owners than any 
amount of theorizing and mathematical computations. In the 
absence of that experience, however, the best that can be asked 
is that the forecasts and estimates shall be based upon all the facts 
available and shall be carefully made. It is generally conceded that 
there is some hazard in taking European forestry experience ag 
a guide in the United States. Nevertheless, the general policies 
that have become established abroad as the result of practical 
experience ought to contain matter of a suggestive character for 
Americans, 

Because more than one-half of the area of Sweden is better 
suited to the growing of trees than to any other purpose, neces- 
sity has compelled that country to engage in timber production 
in a systematic manner and on a large scale. One consequence 
of that policy has been the putting of Swedish timber and other 
forest products into the principal markets of Europe arid to some 
extent into American markets. A recent report of a representa- 
tive of the United States Department of Commerce shows that 
the exports of Swedish forest products in 1925 were valued at 
$175,000,000, about one-half the value of the total exports of that 
country. During the period from 1912-1925 lumber production prac- 
tically doubled, the value in the later year being $95,000,000. Dur- 
ing the same period the wood pulp output increased in value from 
$25,000,000 to $84,000,000, and the paper output grew from a value 
of $17,000,000 to $50,000,000. 

When it is realized that this aggregate contribution to the wealth 
of that country is the product of soils useful for no other purpose, 
and that it represents a crop as truly as do America’s outputs of 
corn and wheat, the possibilities of forestry when it is once estab- 
lished as a national industry are readily understood. Lumbermen 
will of course note, and perhaps with some surprise, that other 
products of the forest appear, in Sweden, to be outdistancing 
lumber. In fact the report already referred to contains the state- 
ment that there is more or less general contention in Sweden that 
the timber production of the country should be concentrated as 
much as possible on pulpwood, because of the demand and price 
and the possibility that lumber in many instances can be replaced 
by substitutes more readily than pulp. 

In this connection the fact should not be lost sight of that 
the bulk of Swedish forests is in private hands. Another fact to 
be remembered is that the timber grown is in general more suited 
to paper manufacture than to conversion into lumber in competi- 
tion with America, for example. Still another element to be con- 
sidered is that there are many sections of the United States in 
which successive crops of trees probably can be grown in much 
less time than in northern Europe. Perhaps the experience of 
Sweden suggests for the future a closer alliance between the pro- 
ducers of lumber and the producers of paper and other forest prod- 
ucts than has generally been established in the United States. 
Developments that already have taken place in the principal tim- 
bered sections of the United States also indicate the growing im- 
portance of such an alliance in this country. 





Efficiency Demands Better Farm Structures 


P ORCES OVER which man has no control cut so large a figure 
4h in agriculture that it is hardly practicable to systematize 

and organize farm production as manufacture is systema- 
tized. It may be said, however, that in times past there has been 
little relation between the sales value of good farm lands and 
their earning capacity, reckoned in the returns in crops and farm 
animals raised on them. Unquestionably, before the deflation, 
which it is hoped is about over, a considerable part of the 8o 
called values of farm lands was speculative. 

For many years good farm lands were in active market. There 
was frequent change of ownership, repeated change in fact, be- 
cause each buyer hoped soon to sell at a price higher than he 
paid. As a consequence, many owners of farm lands became 
more interested in the prospective profits on the sale of their 
farms than in the prospective profits from the sale of the crops 
raised on them. This may be somewhat of an exaggeration, but 
it is essentially true. 

Deflation of farm land prices, terribly costly though it has been, 
has at least the merit of having put farm ownership and opera 
tion on something like a sound basis. It will be better for the 


farmer as well as for the country when it is necessary for the 
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owner to handle his land in such a manner as to protect his cap- 
It will be better for him 
when he conducts his farming operations in such a way as to 
return an adequate income on his investment, an adequate and 
as nearly as possible a certain return for his labor, while per- 
mitting the accumulation of a reserve for lean years, as is done 


ital; that is, the fertility in his soil. 


in other industries. 


Despite much that is still said about the shortcomings of farm 
life, it is practicable to make the farm home, the farm work, the 
farm profits, and farm life generally, attractive and satisfactory 
The plain truth is that today, aside 
from some superficial and nonessential facilities, the farm offers 
more of health, of permanent interest and of real satisfaction than 


to the right type of farmer. 





ares eee 








does the city for a great part of mankind. When the majority of 
the farm owners have become convinced of this truth they will 
set about making real homes on their farms. 
to consider them merely disagreeable places to get away from, 
and will see the wisdom if not the necessity of building into the 
farm house the comforts and conveniences that must be built 
into the modern home, wherever it is. 
that many farmers already are looking: upon their farms as home- 
steads, as did their fathers before them, and not as corner lots, to 
be knocked down to the highest bidder. 
ness but patriotic service to encourage this attitude and to pro- 
mote in every practicable way the building of efficiency into farm 
homes and other structures.. 


They will cease 


There are, happily, signs 


It is not only good busi- 





Big Increase in Lumber Production 


[Special telegram to American LumsBerman] 


Wasuincton, D. C., Jan. 19.—Reports re- 
ceived today by the National Lumber Manu- 
facturers’ Association from 457 of the larger 
lumber mills of the country indicate that pro- 
duction for the week ended Jan. 14 was about 
40 percent larger than for the week before, and 
appreciably larger than for the same period of 
1927. The total reported production was 227,- 
742,000 feet, as compared with the normal for 
the week of 242,858,165 feet. Shipments in- 
creased over those of the preceding week by 
50,000,000 feet, and were somewhat larger than 
in 1927. Orders gained over the preceding 
week by more than 50 percent, and were well in 
front of those for the same week of 1927. 


The advance in the volume of the movement 
was chiefly due to the softwood group, which 
showed tremendous gains over the previous 
week, and satisfactory gains over the 1927 
figures. As compared with the normal pro- 
duction of 221,641,165 feet, the actual softwood 
production was 210,515,091 feet. The hard- 
wood group showed some increase in produc- 
tion and shipments and a heavy apparent in- 
crease in new business, but with 116 mills re- 
porting as against 106 for the week before, 
actual production for the week was 17,227,000 
feet, as against a normal of 21,217,000 feet. 


The unfilled orders of 221 southern pine 
and West Coast mills at the end of last week 
amounted to 571,198,305 feet, as against 541,- 
124,332 feet for 219 mills the previous week. 
The 106 identical southern pine mills in the 
group showed unfilled orders of 219,998,592 
feet last week, as against 201,336,160 feet for 
the week before. For the 115 West Coast mills, 
the unfilled orders were 351,199,713 feet, as 
against 339,788,172 feet for 113 mills a week 
earlier. 


Altogether the 341 comparable reporting soft- 
wood mills had shipments 102 percent, and or- 
ders 121 percent, of actual production. For 
the southern pine mills, these percentages were 
respectively 90 and 118; and for the West Coast 
mills, 96 and 106. Of the reporting mills, the 
341 with an established normal production for 
the week of 221,641,165 feet, gave actual pro- 
duction 95 percent, shipments 97 percent, and 
orders 115 percent thereof. 


The softwood figures for last week, the week 
before (revised) and the same week last year, 
follow: Production—210,515,000 feet, against 
153,200,000 feet the week before, and 198,383,- 
000 feet last year. Shipments—213,923,000 feet, 
against 165,453,000 feet the week before, and 
200,409,000 feet last year. Orders—255,102,000 
feet, against 159,973,000 feet the week before, 
and 242,086,000 feet last year. 


The hardwood figures for last week, the 
week before and the same week last year, fol- 
low: Production—17,227,000 feet, against 14,- 
673,000 feet the week before, and 16,362,000 feet 
last year. Shipments—16,512,000 feet, against 
15,225,000 feet the week before, and 14,485,000 
feet last year. Orders—19,217,000 feet, against 


15,241,000 feet the week before, and 14,200,000 
feet last year. 

The West Coast Lumbermen’s Association 
wires that new business for the 115 mills re- 
porting for the week ended Jan. 14 was 6 
percent above production, and shipments were 
4 percent below production, which was 99,383,- 
914 feet, as against 104,639,047 feet normal. Of 
all new business taken during the week, 49 per- 
cent was for future water delivery, amounting 
to 51,296,260 feet, of which 31,954,656 feet was 
for domestic cargo delivery and 19,341,604 feet 
export. New business by rail amounted to 50,- 
985,867 feet, or 48 percent of the week’s new 
business. Fifty-four percent of the week’s 
shipments moved by water, amounting to 52,- 
025,849 feet, of which 30,959,374 feet moved 
coastwise and intercoastal, and 21,066,475 feet 
export. Rail shipments totaled 40,425,710 feet, 
or 42 percent of the week’s shipments, and 
local deliveries, 3,332,865 feet. Unshipped do- 
mestic cargo orders totaled 112,357,129 feet; 
foreign, 98,408,210 feet, and rail trade, 140,434,- 
374 feet. 

Increased activity in Douglas fir logging and 
lumber manufacturing during the last week has 
somewhat reduced the numbers of unemployed 
men in cities on the West Coast, according to 
the 4L employment service. Deep snow has 
held up many operations since the first of the 
year and one week ago not more than 25 per- 
cent of the Douglas fir logging camps were 
running; this week the industry is more than 
50 percent active. There has been little change 
in operating conditions in the Inland Empire 
and other parts of the western pine territory. 
Most of the sawmills are still closed; woods 
work is more active. There is still consider- 
able unemployment in all parts of the Pacific 
Northwest. 

The Western Pine Manufacturers’ Associa- 
tion reports that the production of 33 mills 
was 9,845,000 feet, as compared with a normal 
figure for these mills of 15,400,000 feet, and a 
production the immediately preceding week of 
7,371,000 feet. Shipments were 6,000,000 feet 
larger and new business increased by prac- 
tically the same amount. 

The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekly 
reports, but they have been found not truly 
comparable in respect to orders with those of 
other mills. Consequently, the former are not 
now represented in any of the foregoing fig- 
ures nor in the regional tabulation below. 
Twenty-two of these mills, representing 67 per- 
cent of the cut of the California pine region, 
gave their production for the week as 13,572,- 
000 feet, compared with normal production for 
this week of 11,242,000 feet. Last week 22 
mills reported production of 10,469,000 feet. 
Shipments were considerably larger and new 
business almost doubled. 

The California Redwood Association reports 
that the production of 16 mills was 8,588,000 
feet; as compared with a normal figure for 
these mills of 6,577,000 feet, and production 
the previous week of 5,986,000 feet. Shipments 


were somewhat larger and new business well 
in advance of the week earlier. 

The Northern Pine Manufacturers’ Associa- 
tion reports from eight mills a total production 
of 6,742,000 feet, compared with a normal pro- 
duction for the week of 4,228,100 feet; and 
somewhat larger than that reported from seven 
mills for the week before. Shipments showed 
some increase, and a slight advance in new 
business. 

The Northern Hemlock & Hardwood Manu- 
facturers’ Association (in its softwood produc- 
tion) reports that the production of 18 mills 
was 1,288,000 feet, as compared with a normal 
figure for these mills of 2,121,000 feet, and a 
production the preceding week of 1,178,000 feet. 
Shipments showed a noticeable increase and the 
new business more than doubled. 

Reports from 18 hardwood mills of the 
Northern Hemlock & Hardwood Manufactur- 
ers’ Association show that the production was 
4,788,000 feet, as compared with a normal fig- 
ure for these mills of 4,753,000 feet, and a 
production for the week earlier of 4,344,000 
feet. Shipments showed some increase, and 
new business a notable decrease. 

[The barometer of the Southern Pine Asso- 
ciation appears on page 51.—Enrror.] 


[Special telegram to AmMeRIcAN LumBERMAN] 
NorFoLk, VA., Jan. 19.—For the week ended 
Jan. 14, twenty mills reporting to the North 
Carolina Pine Association, and having a normal 
production of 6,960,000 feet, manufactured 4,- 
951,790 feet, shipped 4,297,325 feet, and booked 
orders for 5,157,000 feet. 





[Special telegram to AmMertIcAN .LuMBERMAN] 
MEMPHIS, TENN., Jan. 18—The Hardwood 
Manufacturers’ Institute preliminary report for 
the week ended Jan. 14 covers operations of 
98 units. Each unit represents a normal daily 
capacity of 28,000 feet, so that total normal 
production of these units during the six days 
of the week is 16,464,000 feet. Their actual 
output was 12,439,000 feet; shipments, 13,002,- 

000 feet, and orders booked, 17,068,000 feet. 


West Side Hardwood Club Meets 


[Special telegram to AMERICAN LumBERMAN] 


Pine Buiurr, ArK., Jan. 18.—The West Side 
Hardwood Club met here today at the Hotel 
Pines, with President E. H. Elsberry in the 
chair. There was a good attendance. Statis- 
tics as reported by 25 mills showed stock on 
hand 85,000,000 feet; orders, 13,000,000 feet, 
and logs, 10,000,000 feet. Everyone was opti- 
mistic and there was a good feeling over the 
prospects for this year. 

Oak flooring prices have advanced $2 to $3 a 
thousand feet during the last two weeks and 
flooring plants are buying freely. 

Practically every member of the West Side 
Hardwood Club will attend the called meeting 
of all hardwood producers, to be held in Mem- 
phis on Jan. 24. 
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gga iste ioe ee ie 
Yard Machines for Contractors’ Use 


Can you give us any data on a shop for 
contractors in connection with a yard having 
no mill? We do not have any machinery and 
do not care to employ anyone to run ma- 
chinery, but have been considering putting in 
a saw and a few other machines for con- 
tractors and carpenters to use if they so de- 
sire. We realize that there would be consid- 
erable trouble and expense, and possibly some 
liability in case of an accident, and we are 
wondering if we could expect an increase in 
trade enough to justify this. We shall ap- 
preciate any information you can give us.— 
Inquiry No. 2,078. 


{This inquiry comes from a retail lumber 
concern in Indiana. The proposal made by 
this inquirer in some respects appears to be 
unusual, While there are many retail lumber 
companies throughout the country that have 
installed machinery for cutting up and for 
other work connected with the fitting of lum- 
ber for use in construction, there may not be 
many that have installed such machinery 
solely for the use of contractors. A number 
of articles somewhat along this line have been 
published in the American LMuBERMAN and 
this inquirer has been given the names and 
addresses of the concerns whose operations 
were referred to. 

In view of the benefits realized from co- 
Speration between the various factors in the 
lumber trade, this proposal should have con- 
siderable interest to lumbermen generally. It 
is published with the hope that readers who 
have had experience or who have been think- 
ing along this line may be prepared to offer 
some suggestions. The name of the inquirer 
will be supplied on request.—Eprrtor.] 


Methods of Logging Mahogany 


I have been referred to you as a source of 
information on lumber. I have been looking 
for some material on the subject of logging 
mahogany. If you have any such information 
or can refer me to a good authority where I 
can get it, I shall greatly appreciate it. I 
have worked in a local lumber yard during my 
school vacation and I have become interested 
in mahogany lumber. I am a senior at the 
local high school and want the material for 
a midyear test. Material of any kind on the 
subject of mahogany will be greatly appreci- 
ated.—Inquiry No. 2,081. 


[This inquiry comes from Kansas. Mahog- 
any, as is commonly known among lumbermen, 
is produced in the tropical regions of America 
and in tropical West Africa. Mahogany trees 
do not grow in dense stands but individual 
trees are found here and there scattered 
through the forest. It is owing to this fact, 
largely, and to the fact that the trees grow 
in undeveloped regions that methods of log- 
ging are rather crude. In times past native 
labor has been largely utilized in woods op- 
erations but during more recent years Amer- 


_ jean operators, at least, have utilized machin- 


ery to a considerable extent. 

So far as known to the AMERICAN LUMBER- 
MAN, there is little published information avail- 
able regarding methods of logging mahogany. 
Some of the operating companies have pub- 
lished something along this line that likely 
would be helpful to this inquirer. He has 
therefore been given a list of the names and 
addresses of dealers, importers and others en- 
gaged in the production of mahogany lum- 
ber, some of whom are known to be operators 
in the tropical forests. 

In this connection reference has been made 
to several bulletins published by the United 
States Department of Agriculture. One is 
bulletin No. 1,050, entitled “The Identification 
of True Mahogany, Certain So-called Mahog- 
anies, and Some Common Substitutes.” Still 
another is No. 474, entitled “True Mahogany.” 
This inquirer has also been referred to Samuel 


J. Record, professor of forest products, Yale 


University, New Haven, Conn., author of 
“Timbers of Tropical America,” the most re- 
cent and comprehensive work on the subject 
which is supplied by the American LuMmBER- 
MAN at the publisher’s price, $10 a copy, de- 
livered. He has been referred also to Clay- 
ton D. Mell, tropical forester, who collaborated 
with Prof. Record in the preparation of the 
book mentioned.—Enror.] 


Wagon Oak Plank Export Rules 

Referring to inquiry No. 2,079 in the Amerr- 
CAN LUMBERMAN of Jan. 14, page 36. the rules 
= inspection on wagon oak planks are as fol- 
ows: 


1—The planks shall be sound oak, sawn full 
to ‘size and trimmed square on edges, except 
that wane not to exceed 1% inches wide in the 
aggregate on one face at extreme point one- 
third from both ends of the plank shall be 
— gee in not exceeding 10 percent of the 
pieces. 


2—To be free from grub worm holes, rotten 
knots and rafting pin holes. 


3—Sizes 5-inch and up thick admit heart cen- 
ters, hearts to be well boxed. Sizes under 5-inch 
to be clear from heart centers. 


——— 


The inspection rules for railway oak scant- 
ling are as follows: . 

Scantling shall be cut from white oak spe- 
cies. They shall be cut full to sizes, be well 
manufactured, sound, square on edges, free 
from heart centers, wind shakes, rot, unsound 
knots and defects impairing the strength. Ex- 
cept that heart on one face, which does not 
penetrate more than one-half inch and does not 
exceed one-sixth the length of the piece in the 
aggregate, shall be allowed in not exceeding 15 
percent of the pieces, 3% inches and thicker. 

Wane not exceeding in the aggregate one- 
sixth the width of the piece shall be admitted 
in not exceeding 10 percent of the pieces. 

Grub worm holes which will not affect the 
strength or durability of the piece shall not be 
considered defects. 

Scattering spot worms, occasional pin worm 
holes, bright and/or sound discolored sap shall 
be admitted. 

Straight splits not exceeding in length the 
width of the piece, ordinary surface cracks and 
season checks shall not be considered defects. 

In this connection I may say that at the pres- 
ent time there are no definite and established 
rules that have been mutually agreed upon by 
the exporter and receiver.—INqQuiry No. 2,079-A. 


[The foregoing rules have been supplied by 
John L. Alcock & Co. of Baltimore, Md., in 
response to the request made by a reader of 
the AMERICAN LUMBERMAN and published as 





4—All planks must be clear from wind : : : : 
shakes. Ordinary surface cracks shall not be ‘dUuiry No. 2079 in the issue of Jan. 7— 
objected to. Eprror. ] 
NEWS AND VIEWS OF 


From 





50 YEARS AGO 


the AMERICAN LUMBERMAN 








The European governments 
are considerably exercised over 
the cost of the wooden cross 
ties used on their railroads, and 
are looking about them for a 
substitute for this too expen- 
sive material. An experiment 
with ties made of metal is now 
being made in Belgium, on the 
railroad running from Brussels 
to Liege, the result of which is 
looked for with no little in- 


terest. 
_ * . 


Logs sell at Wausau, Wis., 
for from $3.50 to $6 m 
thousand, which on the olf 
River would be worth from $6 
to $13. The booming expenses 
on the Wisconsin are rather 
larger than on most streams, 
as this river is a swift one, 
without any lakes or natural 
reservoirs to make the handling 
of logs easy. These might be 
artificially constructed at sev- 
eral points if the lumbermen 
would only unite and make an 
earnest effort. 

* 8 ® 


There are eighty-eight lumber 
yards within the city limits of 
Chicago, with millions of dol- 
lars invested and thousands of 
men furnished with employment 
all the year round in unload- 
ing vessels, loading cars, piling 
and assorting lumber, ete. 
Thousands of cargoes are 
yearly received from the va- 
rious shipping points on the 
lake, the bulk being shipped 
from Muskegon and other ports 
on Lake Michigan, although a 
very considerable amount is re- 





ceived from Lake Huron points. 
When, as is sometimes the case, 
the Wisconsin lumber supply 
falls short, Saginaw is apt to 
have a surplus, and thus the de- 
ficiency is made good and deal- 
ers are able to fill their orders 
without delay. 
* 8 * 


The lumber business at 
Green Bay, Wis., is almost a 
thing of the past. It has gone 
west. The present stock of 
manufactured lumber does not 
exceed 200,000 feet at Green 
Bay and its neighbor, Fort 
Howard. , 

*s 8 ® 

One of our consuls to Eng- 
land suggests that the choice 
wood of the United States 
might be disposed of in that 
country to a much greater ex- 
tent than is generally believed, 
if energetic steps were taken 
to introduce them. Wooden- 
ware, it appears, is almost un- 
known in Great Britain. Here 
seems to be an opportunity for 
some enterprising lumberman, 
with the requisite amount of 
Yankee enterprise and persis- 
tency, to build up a paying 


business. 
* @# 


D. Dingwall, who has been 
logging on the Samish River, 
W. T., for some years, turned 
out recently the largest boom 
of logs ever seen in that sec- 
tion. It was about one-third 
of a mile long, and contained 
about 2,000,000 feet. It was 
sold to the Port Madison 
Mill Co. 





Anson Eldred & Son, of 
Oconto, Wis., made quite an 
amount of deals for the Glas- 
gow market in 1877 and claim 
to have made money thereby. 

s 6s & 


The new sawmill of Schulen- 
berg, Boeckeler & Co. at Still- 
water, Minn., will be capable 
of cutting 200,000 feet of lum- 
ber, 60,000 shingles, and 100,000 
pieces of lath every ten hours. 

s o ia 

According to advice from 
San Francisco, Cal., the Pine 
Lumber Manufacturers’ Asso- 
ciation, as well as an organiza- 
tion of the redwood lumber 
manufacturers is expected to 
start functioning immediately. 
Both organizations have for 
their object the fixing of rates 
and regulation of the supply. 
Meetings are to be held weekly, 
and the details of the two or- 
ganizations have been nearly 
agreed upon. 

° s 8 6 

On Jan. 1, 1878, there was in 
stock at Mississippi River 
points a total of 394,302,000 
feet of lumber, compared with 
a total of 662,664,000 on Jan. 
1, 1877, this being a decrease 
of 268,362,000 below a year ago. 
This is certainly a most en- 
couraging exhibit. Now. that 
stocks have been reduced to a 
point where the manufacturers 
of lumber can, in a measure at 
least, control prices, the putting 
in of such a stock of logs this 
winter as is contemplated looks, 
to an ordinary observer, like 
sheer madness. 
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Southern Pine Bookings Increase; Prices Stronger 


The highest point since as far back as the present method 
of figuring by units goes, was reached by bookings of south- 
ern pine mills during the week ended Jan. 13, the average 
being larger than at any time since Oct. 14. A large part 
of the business comes from yards in the middle West, and 


all items of yard stock are in good request. Boards and 
dimension are in especially active call, and prices of these 
items have advanced $1 to $2. There is not much compe- 
tition from smaller mills on these items, as they had ceased 
to operate when prices were at bottom. Flooring, siding 
and ceiling are also moving more readily. Domestic de- 
mand for special cutting has continued strong, but ad- 
vancing prices have caused an easing up in the export 
movement. Mills believe the market trend is upward, 
and are unwilling to book ahead at present list. 


Heavy Demand Causes Price Advances in Coast Stock 


Business in West Coast fir made a striking improvement 
during the week ended Jan. 14, and though production had 
increased, bookings exceeded it by six percent. With 
only two more mills reporting than for the preceding week, 
domestic cargo and foreign orders gained about a hundred 
percent each, and rail orders increased fifty percent. The 
Atlantic coast is coming in for spring supplies now that 
freight rates are steady at $12, and overseas buyers are 
placing orders before prices advance further. In the rail 
trade there have been some big bookings of car material, 
with more to come, and retailers are more eager to sort 
up their stocks. The cessation of woods operations is caus- 
ing a shortage of No. 1 logs, and these are needed for rail- 
road cutting, so that uppers are becoming hard to secure. 
Car material is up around $3, uppers, $2, and commons, $1, 
compared with quotations at the end of the year. 


California Redwood Mills Are Rounding Out Stocks 


California redwood mills speeded up their production 
during the week ended Jan. 14, as they had ended last year 
with shipments four percent in excess of their cut, and 
found that stocks were getting broken. California trade 
has remained slow, but so far the northern part of the State 
has shown more activity than the southern. Eastern busi- 
ness has been well maintained, a large part of it coming 
from the millwork industry. Retailers in the middle West 
have been sending in a fair inquiry. The mills have car- 
ried low order files over the year end, but see every pros- 
pect of building these up, and hold prices firmly. 


Southern Cypress Mills Revise Their Price List 


The cypress manufacturers are girding themselves for 
an effort to enlarge the movement of their product, and 
have recently made further revisions in their price list that 
put it on what is practically a competitive basis with other 
woods. In boards, No. 2 common 8- and 10-inch have both 
been marked down $2, and No. 1, 12-inch, $5, while reduc- 
tions in select factory, 4/ to 8/4 range from $3 to $1. The 
strongest item on the list is tank. Mill stocks are a little 
heavy, despite the fact that output has been kept below 
capacity, but they are now in such good condition, and 


their prices so much more attractive, that the mills expect - 


to reduce their holdings greatly. during spring. 


Northern Pine and Hemlock Trade Fair for Season 


Northern pine demand appears to be rather good for this 
season. A considerable part of the business is coming from 
industrial consumers, call for box lumber being a feature. 
Both in the East and in the middle West, buyers have 
begun to sort up their stocks. They continue quite con- 
servative, however, and most orders are for small lots. 


Lumber Statistics Appear on Pages 50 and 51; 





Though there has been considerable accumulation at mills 
during the year, and total stocks are heavy, some wanted 
items are becoming scarce, especially in boards and dimen- 
sion. Quotations tend to firm up. 

The large shipments of northern hemlock last year have 
not caused accumulation of retail yard stocks in Wisconsin 
and Michigan, for the dealers have had a good year’s trade. 
Their current takings are fairly good for this season, and 
they will probably be in the market soon for larger quan- 
tities. Mill stocks are low, and quotations firm at # off. 


Shortleaf Trade Shows Signs of an Improvement 


Production in North Carolina pine territory continues 
low, partly because of bad weather and cold. Business 
gave signs of picking up during the second week of Janu- 
ary, and some of the mills that have succeeded in filling 
out their order files are now asking slightly stronger prices 
than they were willing to accept recently. Shed and yard 
items appear to be in better call, but stocking up has not 
yet been started by the retail yards. Most box items are 
slow, for factories want lower prices than mills. are willing 
to grant. The general expectation is that there will be an 
early gain in the movement, and firmer prices. 

The larger mills in Georgia roofer territory are operat- 
ing below normal capacity, partly because of very unfavor- 
able weather recently, and partly because of unsatisfactory 
returns, so that a large part of present output comes from 
the smaller plants. Demand from the eastern markets is 
fair, but low prices prevail, there being attempts to buy 
for less than the prevailing $17.50 for 6-inch. 

Northern Hardwoods Strengthen; Log Input Reduced 

Early estimates as to the log input of northern hard- 
woods are being revised downward, it being reported that 
at best the quantity will not amount to over seventy-five 
percent of that originally estimated, with further reduction 
probable in case present soft weather continues. The mills 
have been quite active for so early in the season, as they 
find the outlook for spring demand very favorable. Auto- 
mobile manufacturers have been sending in a fair amount 
of business, and more is expected. There is also prospect 
of larger buying by the furniture industry, which has been 
sending out feelers. Northern hardwood flooring plants 
appear to be reducing their stocks, and may soon be in 
the market for replenishment, though naturally both floor- 
ing and trim makers find business seasonably slow. Prices 
on dry soft elm, soft maple and basswood are inclined to 
firm up. Thicker stock is becoming scarce. 


Southern Hardwood Bookings Exceed Normal Output 


The week ended Jan. 14 was one of the best in a long 
while for southern hardwood manufacturers, new bookings 
having risen well above normal production. Actual output 
was approximately twenty-five percent below normal. In 
some parts of producing territory, the weather has been 
favorable, but recent rains in others have put a stop to 
woods work. Mill stocks can hardly be considered exces- 
sive for a period of good trade, for during 1927 the ship- 
ments exceeded the cut by three percent. And prospects 
are for early increase in takings by all the larger consuming 
groups. Automobile manufacturers have been sending in 
a fair amount of business for current needs, and furniture 
men are being heard from as they go over the results of 
their recent shows. Oak flooring bookings were double 
the factory output during the week ended Jan. 14, so, of 
course, the flooring people are again in the market for 
rough stock. There has not been much change in the mar- 
ket in general, but some hardwood producers have pointed 
the trend by slight mark-ups in their lists. 


Market Prices and Reports on Pages 93 to 97 
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Remodeling Looms as “TX” Activity 


Demonstrations and Literature to Spread Message of Homes Renewed— 


W orking Model Will Make Round of Retail Conventions : 


Wasuincton, D. C., Jan. 17—John M. 
Gibbs, manager of the trade extension depart- 
ment of the National Lumber Manufacturers’ 
Association, delivered the first of a series of 
trade extension addresses to retail lumbermen 
today when he spoke before the annual con- 
vention of the Northwestern Lumbermen’s As- 
sociation in Minneapolis. In this and other 
addresses scheduled for the next two weeks 
Mr. Gibbs expects to reach more than 5,000 re- 
tailers with a spoken outline of the work of 
the trade extension department. 


Beyond doubt, he told the Northwestern as- 
sociation, the National lumber trade extension 
campaign represents the organized lumber in- 
dustry’s most important activity. Through 
this medium the lumbermen literally are tell- 
ing the world all about wood. And that is a big 
and important job, because we, as lumber pro- 
ducers and distributers, only lately have come 
to appreciate to a fuller degree the product we 
handle, The trade extension campaign is unit- 
ing the lumber industry in all of its branches 
for greater and more complete service to the 
users of wood. What is more, it is paving the 


perpetu- 
ation of our 


tension department therefore has decided to 
concentrate on remodeling at retail lumber- 
men’s conventions. A miniature model, which 
by the addition of various units can be con- 
verted from a plain one-story cottage to an 
attractive, modern story-and-a-half or even 
two-story dwelling, has been constructed. This 
model will be first shown at the Pennsylvania 
Lumbermen’s Association meeting this week. 

The quantity of lumber required for each 
unit of the remodeled house and the hours of 
labor necessary for construction have been 
carefully worked out by engineers so that the 
cost of each step in remodeling can be readily 
given. A booklet bearing the caption “New 
Homes from Old Houses” has been prepared 
and will be distributed free at all conventions 
where the exhibit is shown. The booklet has 
21 illustrations showing the progress of the re- 
modeling. 

In converting the original one-story dwell- 
ing into a story-and-a-half bungalow, a new 
roof is put on, and twin dormers, a front 
porch, breakfast room, sunroom and fire place 


packing and shipping methods of the textile 
and canning industries will be started in the 
immediate future. Two new men will be em- 
ployed in February and will start work imme- 
diately on a nation wide survey of the textile 
and canning industries. They will make Chi- 
cago their headquarters. Mr. Grady was here 
last week conferring with Manager John M. 
Gibbs and members of his staff on box promo- 
tion activities. While here he attended a con- 
ference of technical men of the Interstate 
Commerce Commission concerning the revision 
of box specifications for the shipment of high 
explosives. 

Mrs. Marion Teal, trade extension field 
worker, who is lecturing under the joint aus- 
pices of the American Farm Bureau Federa- 
tion and the county farm agents on home 
improvement, will speak at meetings of the 
ag Farmers’ Week, Columbus, Jan. 30 to 

eb. 3. 

C. E. Close, of the central division, is 
here conferring with F. P. Cartwright, chief 
engineer, on material for the proposed publica- 

tion on air- 
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especially the Billboard designed by General Outdoor Advertising Co. 


part the retail- 
er is to play and the plans for closer codper- 
ation all along the line. 


From Minneapolis, Mr. Gibbs will return to 
the East, addressing the Pennsylvania Lumber- 
men’s Association in Philadelphia on Jan. 20. 
Four days later he will speak at the convention 
of the Northeastern Retail Lumbermen’s Asso- 
ciation in Boston. From the Hub, Mr. Gibbs 
will proceed to Kansas City for the meeting of 
the Southwestern Lumbermen’s Association. 


The activities of the western division staff 
for the last week have been largely confined 
to the anti-shingle ordinance now under con- 
sideration by the San Francisco board of 
supervisors. Final decision of the board is 
looked for on Jan. 23. There has been much 
discussion and many meetings, with Manager 
A. C. Horner and his staff actively in the 
fight for wood. 

The advertising agencies in codperation with 
the central division office, Chicago, are plan- 
ning a pretentious booklet on farm building 
and farm remodeling. An outline will be 

resented to the trade extension committee at 
its February meeting. All advertising in agri- 
cultural publications, soon to begin for the 
1928 season, will carry coupons that can be 
cut out and filled in by readers who desire 
copies of the booklet. 


The “used house” is rapidly becoming al- 
most as much of a problem as the “used car” 
and its renovation undoubtedly offers a fertile 
field to the retail lumberman. The trade ex- 


added. The size of the old-fashioned kitchen 
is reduced by the addition of built-in cabinets, 
thus enlarging the original bedroom and con- 
verting it into a dining room. An arch is 
cut between the living room and dining room, 
giving the appearance of greater size and 
adding much in attractiveness. 

With a second-story unit added, the house 
is given a colonial appearance. In this type of 
dwelling the same units are added to the first 
story, the rear of the second story over the 
breakfast room forming a screened sleeping 
porch. Furthermore, the plan is so worked 
out that all the changes need not be made at 
one time, but one unit may follow another as 
the owner desires. 

After the Philadelphia convention adjourns 
the exhibit will be shipped to Cincinnati for 
the convention of the Ohio Association of Re- 
tail Lumber Dealers, Jan. 25-27. It will next 
be shown at the convention of the Michigan 
Retail Lumber Dealers Association, Feb, 1-3. 
When the Illinois Lumber & Material Dealers’ 
Association meets in Chicago, Feb, 8-10, the 
exhibit will be shown there, going thence to 
Milwaukee for the Wisconsin Retail Lumber- 
men’s Association, Feb, 21-23. R. F. 


now will be in charge of the exhibits and 
copies of the booklet will be distributed free 
as part of the trade extension campaign. 

P. L. Grady, director, joint box promotion 
campaign of the trade extension department and 
National Association of Wooden Box Manu- 
announces that a study of the 


facturers, 


at ewth| ABR Mine. Willi —we~ Gin Slr dee An 


way, manager 
of the Port- 
land district 
office, also is 
here conferring with headquarters staff. mem- 
bers. He stopped in Kansas City en route and 
will visit the New York and Chicago offices be- 
fore returning to the West Coast. 

Edward J. Fisher, of the Minneapolis office, 
reports that wood ‘will be used for the in- 
terior finish of two big office buildings in that 
city upon which work is to be started imme- 


diately. The new buildings are the Foshay 
Tower, 30 stories, and the Yeates Building, 18 
stories, 


Hardwood Trade Extension 


Donald R. Brewster, hardwood specialist of 
the central division, has received from M. W. 
Stark, president of the American Column & 
Lumber Co., Columbus, Ohio, the following 
suggestions concerning activities in the interest 
of hardwood trade extension: 


1. Standardization of hardwood grades so 
that the yield value of a given grade will be 
more uniform. (Two cars of the same grade 
may show as much as 35 percent difference in 
utilization value under present rules.) 

2. Revision of hardwood grades so that 
they are better suited to the needs of the 
different consuming industries. 

3. Development of moisture content stand- 
ards acceptable to both consumers and manu- 
facturers, together with a satisfactory quick 
method of testing. 

4. Education of purchasers, distributers 
and manufacturers of lumber on the technical 
properties and uses of wood and the furnish- 
ing of technical information to architects and 
engineers. (This educational work should be 
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principally through technical talks to groups 
with the subject matter published for refer- 
ence.) 

5. The supplying of adequate books and 
reference material on wood, to public libraries, 
high schools, technical schools and universi- 
ties and the use of exhibits, samples of wood 
and charts. 

6. The furnishing of an impartial service 
to purchasers of lumber in connection with in- 
formation, purchase specifications and adjust- 
ment of complaints. 


Distribution of Wood Samples 


Plans for extending the distribution of wood 
samples, an activity of the National Lumber 
Manufacturers’ Association carried on here- 
tofore by the Chicago office are now under 
way at headquarters. It is believed that the 
distribution of such samples to schools and 
colleges at a nominal charge will prove an 
effective educational measure. In the past 
sets of 32 samples of commercial softwoods 
and hardwoods have been distributed at a 
cost of $10. Revised plans contemplate ar- 
ranging sets containing a larger number of 
woods in such a way as to permit of distri- 
bution at a nominal charge. One feature of 
the revised plan is to pack these sets in at- 
tractive wood boxes in which they can be kept 
permanently... In this way it is thought addi- 
tional publicity will be given both to wood 
and wooden boxes. 

Hereafter “Natlumber News,” issued by the 
trade extension department will be known as 
“National Lumber News.” The change in title 
is being made at the suggestion of a trade 
extension member, whose. suggestion that the 
shorter title be abandoned was approved at 
headquarters. 

Edward J. Fischer, of the Minneapolis dis- 
trict office, reports that a feed concern which 
had planned to build a large hay and alfalfa 
barn of steel has now reversed its decision and 
will build of wood. The wood barn will cost 
approximately $10,000. The proposed steel 


structure would cost about $3,000 more. With 
insurance rates on the all-wood structure and 
the installation of a sprinkler system the cost 
will still be lower than if steel had been used 
in construction. 
Selecting Right Wood 

_ “How to Select Your Lumber” is the cap- 
tion over a comprehensive and attractively 
illustrated article appearing in the February 
number of Popular Science Monthly. The 
author, John R. McMahon, was furnished 
much of the material for his article by the 
information service of the National Lumber 
Manufacturers’ Association. The article lays 
particular emphasis upon the importance of 
choosing the right wood for each part of the 
house, and Mr. McMahon illustrates his points 
with a diagram showing where the different 
species should be used. The first page of the 
story carries the picture of a house at Elm- 
hurst, Queensborough, New York, built in 
1660. “After 268 years,” the caption reads, 
“there is no evidence of decay in a plank or 
beam of this quaint old structure, built when 
Uncle Sam was yet unborn.” Mr. McMahon 
conducts the home building department of the 
magazine and frequently calls upon the in- 
formation service for material. 

Bruce Russell, agricultural engineer, for- 
merly with the Clay Equipment Corporation, 
has joined the headquarters staff. At present 
Mr. Russell is on a tour of the northeastern 
States, visiting all agricultural colleges, to 
obtain information as to what farm building 
plans are available. He is a graduate of Iowa 
State College. 


Preliminary Judging in Slogan Contest 


The executive committee of the board of | 


directors, National Lumber Manufacturers’ 
Association, will hold a meeting in Washington 
Jan. 31 and Feb. 1. The trade extension com- 
mittee will meet in Chicago Feb. 15. 
Preliminary judging in the $15,000 slogan 


‘ steel tower. 





GENERAL 


PRICES 


STEEL 


of demand for raw material. 


_ FUELS 





Business in Brief 
With few exceptions the major industries of the country show substantial recovery from the 
year-end let-down. Production and distribution have for so long a time been evenly balanced 
; that there is no reason for expecting violent fluctuations in values or out- 
In fact, the business situation has for many months been one of 
strength, rather than weakness; concessions in price being few in number 
and expansion of production waiting quietly upon enlarged demand. Lately, however, there 
have been increases in unfilled orders in some of the important industries and in others 
buyers have shown a disposition to look farther ahead in making requisitions. Revenue 

freight loadings for the week ended Jan. 7 were 754,062 cars. 


Harvard Economic Society’s weekly wholesale commodity price index, on the 1926 base, rose 
to 98.3 for the week ended Jan. 11 from 98 for the week ended Jan. 4 Dun’s Review 
recorded 50 price advances to 32 declines. During the fore part of last 
week the price of call money, during a period of large tradings, rose to 
4% percent, but the price dropped back to 4 percent later. Probably the 
outstanaing advance in price has been in hides, increases in this raw material being reflected 
in the prices of leather and in the products of the shoe industry. Cotton is about 6 cents a 
pound or $30 a bale above that of the corresponding period in 1927. 


Rather important developments in the steel using industries have contributed to much- 
needed improvement in this major mdustry. In the middle West particularly the current and 
immediately prospective demand for structural steel indicate further expan- 
sion in volume of output, which already in the Pittsburgh district is rated 
at 75 percent of capacity. The rail carriers of the country have appropriated 
large sums for equipment and betterments that forecast steel demands beyond those of 1927, 
and the automobile makers also are indicating a more favorable attitude toward enlargement 


Soft coal production for the United States, including lignite and coal coked at the mines, 
for the week ended Jam. 7 is estimated by the bureau of mines at 9,803,000 net tons. Anthracite 
output for the latest week was 1,286,000 tons. Coke produced during the 
week ended Jan. 7 amounted to 83,000 tons, compared with an output of 
170,000 tons for the corresponding week of last year. The average daily 
output of crude oil reported by the American Petroleum Institute for the week ended Jan. 14 
was 2,373,100 barrels, compared with 2,379,050 barrels for the week immediately before. 








contest closed Wednesday night, Jan. 18, and 
shortly a list of eligible slogans will be sub- 
mitted to an advisory committee consisting 
mostly of magazine writers and newspaper 
men, The advisory committee will meet here 
Jan. 31 and will have the benefit of the coun- 
sel of the executive committee of the board. 
The job of the advisory committee will be to 
choose a list of the best slogans found eligible 
by the preliminary judges, which, in turn, will 
be laid before the trade extension committee 
in Chicago for final decision. The winning slo- 
gans will be announced shortly after the Chi- 
cago meeting. ; 

Several hundred slogans are on the eligible 
list, including the best ten from every State 
in the Union. The advisory committee must 
go through the long list and determine which 
are most promising. It is expected that when 
the trade extension committee comes to pass 
finally upon the slogans the list will not exceed 
150, which again will be boiled down. 

Attention of headquarters has been called 
to an item published in a London lumber jour- 
nal stating that in Germany the tendency is to 
turn to the wooden radio tower instead of the 
It has been found, for example, 
a rather large wooden tower in Munich is 63 
percent efficient, against an efficiency of 20 per- 
cent in steel towers of the same relative size. 
This means that the steel framework of the 
tower absorbs some 80 percent of the electrical 
energy that should go out in the radio waves, 
while the wooden tower absorbs only 37 per- 
cent. 

Headquarters announces the appointment of 
Winfield Scott as public relations counsel for 
the western division of the trade extension 
department, National Lumber Manufacturers’ 
Association. Mr. Scott is a well known West 
Coast newspaperman and lecturer and has 
long been identified with the lumber industry. 
He has done considerable work for the Cali- 
fornia Redwood Association and has been ac- 
tive in reforestation, Mr. Scott has worked as 
an editor in both San Francisco and Los 
Angeles. 

Donald R. Brewster, of the central division, 
has suggested that the trade extension depart- 
ment cooperate with the manufacturers of 
hickory golf clubs. Mr. Brewster will attend 
the next meeting of the manufacturers. 


Promotes Wood Through Library 


CLEVELAND, On10, Jan. 16.—The Cleveland 
Lumber Board, through Secretary V. L. 
Lloyd, is obtaining some excellent advertis- 
ing for wood home construction in codperation 
with the main public library. A free exhibit 
has been given to twelve of the drawings en- 
tered in the West Coast Woods Architectural 
Competition. In the lobby at the head of the 
steps to the second floor, the drawings are 
exhibited in seven wall-cases that are illumi- 
nated inside just like street display windows. 
Fo add further to the silent argument for 
wood construction, Mr. Lloyd has placed ad- 
vertising literature on the floor of each case. 
And the library has added a number of its 
books and periodicals dealing with economical 
home construction, gardening and other similar 
subjects. Mr. Lloyd went ahead and secured 
the drawings first, which are full-sized copies 
of the originals, then let their appearance 
speak for them. The literature and book ideas 
were second thoughts. And the public library, 
which is located in the heart of downtown 
Cleveland, thinks enough of the exhibit to con- 
tinue it for two solid months. 





THE second special course in tree trimming 
to be conducted by the University of Wisconsin 
will be held at Madison, Wis., on Feb. 7 to 10. 
J. .G. Moore, head of the horticultural depart- 
ment, is director. The course will consider 
identification of trees, care and treatment of 
wounds and diseases, pruning problems and 
some of the public relations of service organ- 
izations. 
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How Complete Financing Brings the Business 


Mail-Order Concerns Revise Old Methods and Now Offer the Customer 
the Opportunity to Build a Home on Easy Terms 


Several times lately this department has 
mentioned the efforts of our mail-order com- 


petitors. One of our friends has said he 
thought we ought not to do this; perhaps 
on the theory that if we pay no attention 
to the mail merchants they’ll get tired and 
go away. This policy works pretty well with 
Hallowe’en prank players and with other 
infantile minded persons whose one purpose 
is to annoy. But it doesn’t work with the 
mail merchants. Of course they annoy us, 
and they must be aware of that fact; but 
this isn’t their primary object. They want 
to make money, even as you and I. Time 
was when a few of their advertising mana- 
gers picked quarrels with local stores, for 
the purpose of getting local customers to 
take sides in a sporting event. 

But much water has gone under the bridge 
since then, and the mail merchants have 
worked out sober mercantile methods that 
suit their peculiar conditions. No doubt they 
pay close attention to the methods of local 
dealers, the better to adapt their own sales 
policies to local conditions. But if we were 
guessing about it we’d say that letting them 
alone would suit the catalog men perfectly. 
One reason for this is the fact that they no 
longer try to meet us on our own ground 
with our own special methods. They have 
their own ways, and they are very glad of 
a chance to exploit their ways in peace. 

The time has gone by when it is profitable 
for us to get mad about this competition 
and to claim local trade as a right. That 
right will not be acknowledged by these out- 
of-town competitors or by their customers. 
As we see it, the time is here to study the 
situation carefully and dispassionately for 
the purpose of improving our own service 
to the point where we can forget outside 
competition by reason of having methods 
that will stand on their own foundations. 


A Case in Point 

To indicate that these things are true, 
this department proposes to mention a good 
business town where, through no fault of 
local dealers, the mail merchants have made 
a rather remarkable showing. It might have 
happened anywhere; for these local mer- 
chants are good dealers. I imagine that 
their efficiency is notably above the average. 
And while they are sorry that this outside 
competition has come to them in such large 
doses they are neither scared nor sore. They 
are working along carefully, studying the 
local situation and preparing to make the 
enemy teach them how to regain the control 
that they want. The Realm was impressed 
with the fact that these local dealers are 
taking the wise attitude; neither losing 
their tempers nor despairing about the fu- 
ture. Otherwise we wouldn’t mention the 
town by name. It is Ann Arbor, Mich. 

This city is a wealthy and rather con- 


servative place, located in a thrifty agricul- 
tural county. According to the old ideas the 
mail merchants would have given it a wide 
berth and would have been content with the 
little trade that would crumb off to them 
without special effort. But the old ideas 
were formed in the days when mail mer- 
chants imitated the methods of the local 
dealer, abused him and talked about their 
own low prices. The fact that they now 
pick on such a city and county is sufficient 
evidence in itself that these outsiders have 
started out on independent lines. 

Two or three outside corporations have 
been making special efforts here, and per- 








You can build your own 


Just as you want it! 
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Your ideal home can be realized 
in but one way, and that is to 


Build it Yourself. 


We can help you carry your 
ideas out to the finest detail, and 
also help finance you—Plans, 
specifications and arranging for 
bids, are only a part of our serv- 
ice to you. For expert advice 
on building problems, ask any 


Panhandle Lumber Co. 




















Note that this Amarillo (Tex.) retailer offers 

to build a home for the prospective customer 

—will draw up the plans, arrange for bids and 

will hetp finance the proposition. No question 

but what this concern offers every service that 
its mail-order competitor can give. 


haps some others have been getting in to a 
lesser degree. Local dealers tell me that 
during 1927 more than 200 mail-order jobs 
have been sold in the county, and these jobs 
in nearly every case have been complete 
buildings or large remodeling undertakings. 
Jag trade, of course, has figured to but a 
slight extent if at all; for jag trade does not 
fit in with the new mail methods. This is 


a pretty large block of business to be lifted 
out of one county in one year. And when 
we add that one concern sold something like 
110 of these buildings the fact becomes even 
more clear that for some reason or other 
the new methods have attracted buyers. Not 
all nor indeed very many of their customers 
could have been confirmed mail buyers, since 
the building of a house or a barn doesn’t 
come often in any one family’s experience. 


High Trump Is Complete Financing 

The high trump in this selling, so the 
local dealers tell me, is a rather complete 
financing scheme. We don’t know in exact 
detail just how this financing is applied; but 
in general it seems to involve a quite thor- 
oughgoing job. The prospect, we are in- 
formed, must own his lot. Then he buys the 
building material for an agreed-upon build- 
ing plan. This material includes everything 
except mason supplies. Lumber, hardware, 
plumbing, heating, electrical supplies and 
paint are in the shipment. All this stuff 
is bought on credit, according to a definite 
monthly-payment plan. 

And this isn’t all. Suppose the prospect, 
whose earning capacity and moral risk have 
been looked up and approved, says to the 
local agent: “This is fine as far as it goes, 
but I can’t build a house. I’ll have to have 
money to pay the building labor. I haven’t 
got it, and I don’t know that I can borrow 
it locally. This credit for material is all 
right, but unless I can pay masons and car- 
penters and plumbers and the rest of them, 
I‘m just as badly stuck as though I couldn’t 
get materials on time.” 

That sounds reasonable, and the mail 
merchant has thought it out in advance. 
So in addition to the materials on credit he 
makes a building loan of such a size that 
with care it will actually build the house. 
This money is not advanced in a lump sum; 
but as the work progresses it is paid to the 
contractors on the certification of a sort of 
district manager or inspector. Suppose the 
materials on the job amount to $2,500. A 
building loan is added that may amount to 
as much as $2,000, giving the mail merchant 
an equity of $4,500 in the undertaking. His 
interest is protected by a first mortgage, 
and of course he has control over the loca- 
tion and design and the quality of work- 
manship. Location and design are agreed 
upon beforehand, and workmanship is as 
sured by exact specifications and periodic 
inspections. The Realm is not sure that all 
these details are precisely as stated, but 
with certain variations they do present a 
rough outline of the scheme. 

The first fact to be noted in this situation 
is that the old war cry of the catalog men 
about cheap prices has been retired. Several 
Ann Arbor dealers told me that they have 
figured out estimates with care and exact- 
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ness and found that the mail prices in prac- 
tically every case ranged higher than regu- 
lar local retail prices. One dealer said the 
lumber prices ranged from 15 to 25 percent 
higher than he was asking for the same 
kinds and grades. Another told of a few 
jobs he had figured out that averaged around 
$300 more for the lumber than he was ask- 
ing. He added that on the basis of price 
he had persuaded several local buyers to 
make their purchases at home; but, he added 
with a shake of his head, that in as many 
or perhaps more cases the customer bought 
out of town when fully informed that he 
was paying more than he needed to pay for 
his material. 

The explanation is of course the financing 
feature. This is testimony from a source 
which we had not anticipated—that low 
prices are not the deciding factor in mak- 
ing the sale. Other things being equal, of 
course prices are decisive. But other things 
are not equal when one proposition allows a 
man to build and pay out the whole debt by 
the month, while the other requires that he 
finance the venture as best he can. If he 
can’t finance the undertaking through inde- 
pendent channels, the question narrows 
down to a choice between dealing with the 
mail merchant or not building at all. 


What of the Future for the Retailer 


Readers of this department presumably 
are interested in what this may foreshadow 
for the retail lumber industry. One of the 
first questions asked is whether this method 
may not involve so high a hazard that it 
must fail because of bad credit risks or a 
too extensive tying up of capital for long 
series of years. No one of the Ann Arbor 
dealers seemed at all sure that either of 
these things was likely to cause the catalog 
men to come to grief. In the first place 
several if not all of these outside corpora- 
tions have been in business for years and 
have gotten rich by understanding and han- 
dling unusual financial and. selling prob- 
lems. All of them apparently have plenty 
of money or plenty of credit with which to 
get money. Risks are chosen with some 
care, and ‘investments are protected and re- 
sale value guaranteed. Without doubt some 
bad risks may be taken on; but the extra 
profit which seems to be included in each 
sale will take care of some losses, and in no 
case will there be a complete loss. We heard 
of no more than two such houses being taken 
over locally, and if we remember correctly 
in each case this happened before the house 
was completed. Domestic trouble or removal 
to another city was the cause. It seems 
that the policy of our friends, the enemy, 
in such an event is immediately to price 
the house so that it will be sold at once. 
They decide what loss they probably will 
have to take and then take it immediately. 

Another question, of course, is what can 
be done about such competition; and this is 
a huge question that might be answered 
differently in different localities. This de- 
partment doesn’t pretend to answer it; but 
there are a few obvious factors that may be 
mentioned. First, we need hardly expect 
these few mail-order corporations to work 
with equal thoroughness over the whole 
country. Suppose that each of these 200 
houses involves a credit of $3,000. This 
guess probably is a wild pitch, but it will 
do as the basis of a supposition. In that 
case, there would be $600,000 invested in 
one county in one year. That figure can be 


cut in two, and still it would be formidable. 
Since it takes about ten years to pay out on 
a house, and if an equal amount is invested 
each year, it means that a full five years’ 
accumulation is constantly invested. If we 
take $300,000 as the yearly investment, that 
would mean $1,500,000 constantly at work 
in one county. 
guess, it would be twice that amount. Well, 
that’s too much money for one company or 
for half a dozen companies to cover many 
counties intensively. 

But, you say, if the idea is a winner, 
there will be other companies organized. 
Granted. But in that event we see no rea- 
son to think that retail lumbermen will not 
get into the game, too. This undertaking 


is not like the manufacture of an automo- - 


bile that requires millions of investment in 
a plant and tools and a vast monthly pay- 
roll. The only advantage the catalog men 
can claim is the advantage of financing. 
Even that up, and local lumbermen will 
again be in the lead. If experience shows a 
continuing demand for this kind of service 


All in the Day’sW ork 


Was this little incident of 
Customer-Service 


This little story is about “Easy Payments,” 


To begin with—there isn’t any such thing. 
But that doesn’t matter. The ads all say 
there is, so that’s how the lady in this story 
came to call us about a new garage. We 
gave her both the cash and payment prices. 
(No, that’s all bunk about your getting the 
same price at “‘A-Dollar-Down-and-a-Dollar- 
a-Week.’’) 
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We went further and suggested where she 
might borrow the money and take advantage 
of our cash price. She did it. and is getting 
far better value than any offered by the fly- 
by-night fellows whose only argument is 
“Easy Payments.” 


We don’t SELL folks who come to us— 
they BUY, on their own judgment. That’s 


why so many of them come to us for build- 
ing advice. 


Send for Our Garage Folder 


The Kelsey & Freeman Lumber Co. 


“Helpers to» Home Hunters” 
1225 Indiana Ave. Phone FOrest 6231 
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The incident mentioned by this Toledo (Ohio) 

‘concern serves to illustrate that while it could 

sell on terms payments, it succeeded hy good 

salesmanship in selling for cash and also made 
a satisfied customer 


so that it can be operated safely, retailers 
can organize and operate their own finance 
corporations. 


But it is not a sure shot that there will 
be a continuing demand for such a service. 
The Ann Arbor dealers, who see this thing 
operating to their disadvantage, are not con- 
vineced that such a demand will continue. 
They have considered a joint financing com- 
pany and so far have decided against it. 
They are able to get their custmers a rea- 
sonable volume of loans through established 
local channels, and they are inclined to 
think, at least some of them are, that there 
will presently be a local return to those 
methods. Such a wholesale financing 
method is almost sure to sweep in some 
undesirable risks; and many of these risks 
will not reveal their weakness for some 
time. Local dealers are reasonably sure 
that within two or three or four years their 
outside competitors will be trying to resell 


If we take our original ° 





quite a few of their houses. Local dealers 
are willing that bad risks should be taken, 
if they are taken at all, by someone else. 
This isn’t saying that all families who buy 
away from home are bad risks. Many are 
perfectly good. Nor is it saying that risks 
taken by local dealers are all good. Some 
are perfectly bad. But on a general average 
the bad risks gravitate toward the seller 
who offers the most credit. 


Probably one of the most serious factors 
in this situation is the fact that families 
who are struggling along toward capital 
investments are picked off by the outside 
merchant before they quite reach the point 
of being able to finance a house in the old- 
fashioned way. This, we’d say, is the place 
where the local dealer needs to have his 
eyes open. If he can detect in advance the 
family that is working steadily toward a sur- 
plus and can interest them in saving for a 
house, through the building and loan or in 
other ways, he can then make his superior 
merchandising service count in his favor. 
For there remains no doubt but that the 
service of a local yard is of real value and 
is recognized as of value both by home own- 
ers and contractors. The mail merchant 
doesn’t attempt to duplicate these services. 
His materials all come in a single shipment, 
for the customer to unload and store. If 
there isn’t enough lumber to build the house. 
or if the carpenter wastes some of it, that 
is the customer’s problem. He can go ahead 
and get the rest wherever he can. If some 
is left over it belongs to the customer. Stor- 
age in a proper warehouse and delivery 
when needed are not in the mail merchant’s 
bright lexicon. This local service, if it goes 
no farther than these elementary things, is 
of real and recognized value. 


Suggest Taking Codperative Steps 


But most of the dealers to whom we talked 
admitted that they didn’t like the situation 
and thought that some codperative steps 
ought to be taken to meet the special prob 
lem created by this outside financing. Sev- 
eral thought there should be a more uniform 
standard of local service. One or two thought 
that more even retail prices would help. 
Prices usually even themselves up when a 
complete bill is figured; but a variation of 


‘prices on a.given item gives the scout who 


is considering a mail-order purchase the idea 
that. the outside figure is lower; or at least 
that he can’t be sure of local prices when 
they vary this way from yard to yard. 

Then, finally, several of them said there 
was room for better financing, even if the 
system did lack the completeness of the out- 
side offering. They were of the opinion that 
most of the risks that the yards cared to 
take on at all ought to have it made possible: 
for them to get loans and be allowed to 
repay them by the month. Unless there is 
a sharp reversal of public feeling, this policy 
of monthly payments has come to stay; 
whether or not it covers the complete cost 
of the house. To make such a repayment 
system possible there has to be special finan- 
cial organization. 

These matters are something to be talked 
about at conventions; both in the sessions 
and around the lobby. The fact that we 
don’t want such a situation to overtake us 
is no guaranty that it will not do so. The 
wise way seems to be anticipating these 
things before they happen and having some- 
thing prepared, ready for use. 
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Two model house fronts, built against the walls of the display room, the one at left showing three different widths of bevel siding, while 
the one at right demonstrates the use of stained wood shingles for wall covering. Note table with plan books 


Opens New Down Town Lumber Store 


Burrato, N. Y., Jan. 16—The results of 
weeks of careful planning and preparation were 
manifest when, early last month, the doors of 
Buffalo’s first building materials store were 
thrown open to the public. 

For some time the Elmwood Lumber & 
Shingle Co. (Inc.) has felt that a downtown 
store of this character would perform a useful 
function and stimulate interest in home build- 
ing. Among the main objectives of this venture 
were those of providing a place where prospec- 
tive home owners might see together, and dis- 
played to the best advantage, the various ma- 
terials and accessories of home building, and 


the finished effects that can be had from the 
various materials, and to enable architects, 
builders and contractors conveniently to explain 
the varieties and uses of building materials to 
their clients. 

The location of the store, at 505 Delaware 
avenue, though not exactly in the business sec- 
tion, is on one of the main thoroughfares, and 
is considered by the company very satisfactory 
for the purpose desired. 

The accompanying photographs will give a 
more complete idea of the new establishment 
than could be conveyed by printed words. At 
either side of the inviting front entrance is a 


large plate glass display window, which win- 
dows are utilized for attractive displays; at the 
present time miniature houses of different de- 
signs being featured. 

Through the windows, also, are afforded 
views of the interior of the large and very at- 
tractive display room, in which are demonstrated 
various types of construction, interior wood- 
work, built-in conveniences etc. Entering the 
room from the street, the visitor finds himself 
in hospitable and inviting surroundings. A 
large table covered with plan books and litera- 
ture regarding various materials and products, 
with comfortable chairs drawn up thereto, 


Front of new downtown building materials store of Elmwood Lumber & Shingle Co. (Inc.), Buffalo, N. Y. 
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Displays of interior woodwork, including flooring, doors, corner cupboards, kitchen cabinets, and other built-in conveniences 


facilitates inspection and selection, aided by em- 
ployees who are competent to give advice and 
answer any questions that may be asked by the 
prospective builder. ~ 

The greatest interest is accorded the two 
striking displays of house fronts shown in the 
photographs at top of preceding page, dem- 
onstrating two different types of construction, 
one showing the walls covered with regular 
siding or clapboards, of three different widths, 
while the other dem- 


shown, such as breakfast nooks, corner cup- 
boards, telephone cabinets, medicine cases, 
built-in ironing boards etc. 

_ Preliminary to the opening, a large adver- 
tisement was carried in the local daily news- 
paper, announcing the opening and outlining 
the character of the displays, which include a 
complete showing of Curtis woodwork as well 
as Beaver products and other nationally ad- 
vertised lines. “Whether you come to select 





onstrates the use of 
stained wood shingles 
for wall covering. 
Moreover, one roof is 
covered with wood 
shingles, of variegated 
colors, while the other 
has asbestos shingle 
covering. These ex- 
hibits also afford op- 
portunity for display- 
ing very attractive 
front entrances, doors 
and windows, all Cur- 
tis designs. 

Various types of in- 
terior trim are shown 
throughout the store. 
These displays include 
staircases, built-in 
bookcases, mantels, 
doors of different 
types, various styles 
of molding and base- 
boards, and also dif- 
ferent methods of fin- 


3 
6 
' 


attractive accessories 
for the home are 





Display and service room as seen by the visitor upon entering the establishment 


materials for a complete home,” said the an- 
nouncement, “or to find only a piece of wood 
or two for some job around the house, or 
merely to look around, you will always find a 
courteous welcome awaiting you.” 

In addition to the newspaper advertising, let- 
ters were mailed to all of the city’s architects 
and contractors, inviting them to use the store 
for meeting and conferring with their clients, 
or in any other way that might suit their con- 

venience, 


“We do not want 
this to be considered 
a store in the ordi- 
nary sense, as a place 
where people go only 
when they are think- 
ing of buying some- 
thing,” said T. W. 
Mitchell, manager of 
the downtown store. 
“We want everyone 
to feel that he is per- 
fectly welcome to look 
over our displays at 
any time, or to use our 
plan-books and serv- 
ice, even though he 
may have no imme- 
diate intention of 
building. In other 
words, our primary 
interest is to make 
this a sort of home 
builders’ bureau, rele- 
gating the actual sale 
of building materials 
to a position of sec- 
ondary importance.” 








Lumbermen Elected Bank Officials 


RHINELANDER, WIs., Jan. 16.—At a meeting 
of the directors of the Oneida National Bank, 
held here last week, J. H. O’Melia was re- 
élected president. Mr. O’Melia is president of 
the J. H. O’Melia Lumber Co.,. the Kelley- 
O’Melia Lumber Co., and Oneida Retail Yards. 
Two other lumbermen who were elected as 
members of the board of directors are H. C. 
Collins, treasurer C. C. Collins Lumber Co. and 
vice president Oneida Retail Yards, and A. 
on president of the Robbins Flooring 


Elected President of Retail Firm 


New Rocuette, N. Y., Jan. 17.—At the an- 
nual meeting of the directors of the J. A. Mahl- 
stedt Lumber & Coal Co., Robert A. Mahlstedt 
was elected president. Mr. Mahlstedt has been 
connected with this business, which was 
founded by his father, for seventeen years, hav- 
ing entered the business immediately upon his 
graduation from Yale. He is prominent in 
various trade organizations, is president of the 
Retail Coal Merchants’ Association of West- 


chester County, vice president of the Building 
Material Men’s Association, and vice president 
of the New Rochelle Realty Co. The new 
president announces that there will be no 
change in the policies of the company, which 
enjoyed a prosperous year in 1927 and, based 
on January sales and general conditions, ex- 
pects to do a larger business in 1928. 


PESRESEEEEEEEAAEE: 


Pioneer Club in Annual 

INDIANAPOLIS, IND., Jan. 16.—Pioneer em- 
ployees of the E. C. Atkins & Co., saw manu- 
facturers of Indianapolis, who have served 
more than twenty years, held their twenty- 
second annual banquet in Indianapolis re- 
cently with Charles Fenton, who has been with 
the company fifty-five years as guest of honor. 
The men’s club held its banquet in the roof 
garden of the Severin Hotel and the women’s 
club held its dinner in Parlor A of the hotel. 
The women were guests of the company at 
a theater party following the bznquet. The 
pioneer’s club was organized in 1906 and the 
auxiliary in 1924. Twenty-four new members 
were admitted to the organization at the last 
meeting. 


Lumberwoman Breaks Ankle 


LansInG, KAn., Jan. 19.—Retailers and their 
wives planning to attend the convention of the 
Southwestern Lumbermen’s Association at 
Kansas City next week will be sorry to learn 
that Mrs. G. R. Benedict, who successfully 
conducts a retail lumber business at this place, 
and who is on the program to address the con- 
vention on the subject “How a Woman Oper- 
ates a Retail Yard Successfully,” has suffered a 
broken ankle, which acident will prevent her 
from attending the convention. Mrs. Benedict 
is at present at Leavenworth, recuperating from 
her injury. 


THE FORESTRY committee of the Cattaraugus 
County (New York) board of supervisors has 
made plans for the planting of a 40-acre dem- 
onstration forestry tract on the Salamanca- 
Little Valley highway, near the latter village. 
It is proposed to plant 50,000 trees, using red 
pine and larch alternately, with 1,280 trees 
to the acre. Volunteers are expected to do 
the planting, though the board has voted $500 
for fencing in the tracts and also for plant- 
ing, if paid help should be needed. 
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Retailers’ Idea Exchange 


Bring What You Can = Take What You Need 


If two men swap Dollars neither profits — but if they swap Ideas both profit 

















Things That Interest Retailers 


The retail convention season is on and sub- 
jects of great importance to lumber dealers are 
scheduled for discussion at the various meet- 
ings. Many of these subjects are on the pro- 
grams as the result of the pre-convention 
questionnaire which the AMERICAN LuMBER- 
MAN sent out to representative retailers all 

















Commends “Idea Exchange” - 


The spirit of service and helpfulness 
that prompts the AmericaAN LUMBERMAN 
is to be commended, and we congratu- 
late you upon both your ability and 
your inclination to gather and distribute 
information of proven merit in one lo- 
cality for use in another. After all, you 
have the consciousness of rendering a 
worthwhile service, which in itself is 
quite a compensation—Wauiace D. 
Wotre, vice president Lafayette Lum- 
ber Co., Lafayette, Ind. 
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over the country, inviting their opinions as to 
the relative importance of the twenty-six sub- 
jects listed thereon. 

In a very interesting letter just received, 
Howard Conklin, who is connected with 
Conklin & Cummins, of Goshen, N. Y., and a 
half-dozen affiliated retail organizations in that 
section, comments upon the vafious subjects 
scheduled in that questionnaire. “Believing that 
his clear-cut comments will be of interest to 
retailers generally, especially to any who may 
be scheduled to participate in discussions of 
these subjects, the following -excerpts are 
quoted : 

Personal Solicitation—“We are very much 
in favor of this and consider it of prime im- 
portance. We would not attempt.to get along 
without it.” 

Central Warehouses and Planing Mills —“Of 
first importance, and a great deal can be ac- 
complished that way.” 

Remodeling and Repairing Campaigns.—“This 
is a subject of great importance. Much can 
be done in an educational way along these lines. 
I think it is a good idea for dealers to remodel 
one old, run-down house in each section, as an 
example of what can be done with these old 
ey thus getting other people interested in 

em.” 

Handling Substitutes—“We handle a great 
many now and expect to add every good sub- 
stitute offered us for which we can find. a 
market.” 

“The importance of Home Financing de- 
pends on the community. In urban and subur- 
ban communities it is of much more importance 
than in rural communities. So far as our own 
company is concerned, it is of secondary im- 
portance, although it is something that is in- 
creasing in importance very rapidly.” 

“Selling Homes Complete is a movement 
toward which progressive lumber dealers are 
aiming, but so far as our own operations are 
concerned this is not of first importance. 

“Neat and Attractive Yards and Offices are 
distinct assets, and should be encouraged and 
maintained. 


“Anything that improves Retail Merchandis- 
ing Methods is worthy of the dealer’s atten- 
tion. 

“Window Displays and Service Rooms are 
very important. We use them to quite an 
a now, and expect to make greater use of 
them.” 

Handling Cement with Profit—‘“This is one 
of the building materials that a dealer is obliged 
to handle, and there is nothing to justify han- 
dling anything without a profit.” 

Other subjects which this dealer specified as 
being of primary importance, but made no 
special comment upon, include: Reducing Op- 
erating Expenses, Handling Side Lines, In- 
creasing Winter Sales, Reducing Credit Losses, 
Meeting Mail-Order Competition, Lien Law 
Changes, Handling Short Lengths, Maximum 
Dealer Distribution, and Reducing Operating 
Expenses, 


Show Will Feature House of Wood 


_ Inpranapouis, Inp., Jan. 16.—Plans concern- 
ing the house which is to form the center-piece 
of the Home Complete show in Indianapolis, 
April 7 to 14, were discussed at a conference 
recently by Joseph W. Paddock, New Or- 
leans, representative of the Southern Pine As- 
sociation; J. F. Cantwell, director of the show, 
Meritt Harrison, architect, of Indianapolis, and 


members of the Indianapolis Home Builders’ 
Association. 

The house will be allotted a space 58x140 
feet in the huge Manufacturers’ building at the 
State fair grounds, a size corresponding to 
the ordinary city lot, thus providing unusual 
opportunities for landscaping. The house will 
be of frame construction, built of material 
supplied by the Southern Pine Association. 
This is the first year that the exterior of the 
house will be entirely of lumber, and the 
industry is planning to make the most of its 
opportunity. 


Timely Publicity of a Live Concern 


Boston, Mass., Jan. 17.—The Dix Lumber 
Co. (North Cambridge) under the management 
of U. M. Carlton, has been putting over some 
very interesting publicity of late. One plan has 
been to tie the advertising up in some striking 
way with news events prominently in the public 
eye, such as a special display window featuring 
relics of “Old Ironsides,” and aiding in raising 
funds for the restoration of the famous old 
vessel. 

The Dix concern also is putting out some in- 
teresting and attractive literature which has 
real value for the prospective home builder. 
One of the latest publications issued by the 
Dix Lumber Co. is a handsomely printed 








sack. 
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~ This Week’s Timely Tip 


Sack Filler Saves Labor and Waste 


This idea for a handy sack filler is contributed by Paul J. 
Brehmer, of the Rosholt (Wis.) branch of the Wisconsin Building 
Material Co., who originated and is regularly using the device. 
Describing same, Mr. Brehmer writes: 

“I am enclosing a sketch of a handy sack 
filler that I have made, which is very simple, 
and saves the labor of another man when you 
find that you have a lot of broken cement 
sacks, or have plaster, hydrated lime etc. to 


| “All that is necessary is to have a local hard- 
.| Ware store make a pipe of galvanized iron 
* about 30 inches long and about 10 inches in 
diameter, with a funnel shaped top. Simply 
slip this pipe into the empty sack, which will 
cause the sack to stand upright, and you are 
ready to go ahead and shovel in until the 
pipe fills up, when you simply pull it out of 
the filled sack. 
sacks easy work for one man, and does away with all waste and 
dirt. The cost of making this handy filler should not be more than 
a dollar or two at any hardware store or sheet metal shop.” 


Watch for Next Week’s “Tip” 


It makes the job of filling 
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booklet six by nine inches in size entitled 
“Shopping for a Home.” The unique and 
artistic cover is very effective, being printed in 
three colors on a mottled brown sheathing 
paper. Many buildings and homes for which 
the Dix Lumber Co. furnished the materials 
are shown in the attractive illustrations, in- 
cluding the new Ritz Carlton Hotel, of Boston, 
the Motor Mart—said to be the largest garage 
in the world, and a number of very attractive 
private residences, 

A map on one page shows the location of the 
Dix plant on Harvey street and the display 
and publicity department nearby on Massa- 
chusetts avenue. A coupon is included for the 
use of any persons interested in home building, 
repairing or remodeling. Opposite the coupon 
is printed a list of the many lumber products 
and other building materials handled by the 
company. 


Fertilizers and Feeds as Side-Lines 

Few subjects are of more vital interest to 
retail lumbermen doing business in agricultural 
communities than that of maintaining soil 
fertility. Upon this factor largely hinges the 
success and prosperity of their farmer custom- 
ers and, therefore, of their own. 

Hence, in a recent editorial the AMERICAN 
LUMBERMAN advised retailers thus situated to 
inform themselves with regard to the properties 
and uses of commercial fertilizers, and also the 
closely allied line of feed concentrates, in order 
to be in position to disseminate such informa- 
tion among those who should profit by it. In 
connection therewith, it also was suggested 
that in some communities, conditions might 
make it advisable for retailers to carry stocks 
of fertilizers and concentrated feeds. Some 
dealers are already doing this, and have found 
these goods to constitute a profitable side-line, 
besides being a convenience to farmer cus- 
tomers. 

The foregoing reopening of this subject is 
prompted by a letter received this week from 
R. I. Buckingham, of the feed department of 
Armour & Co., Chicago, which we believe is of 
such interest to retailers as to warrant quoting, 
as follows: 

“We noted in the AMerICAN LUMBERMAN of 
Dec. 17 [page 32], with much interest, your 
editorial under the heading “Fertilizers and 
Feeds as Side Lines.” 

“We feel that you have expressed a most 
useful truth to your readers when you state 
that it is possible for the lumberman to per- 
form a valuable service by informing himself 
and passing along to his farmer neighbors in- 
formation pertaining to fertilizers and feeds. 
We also feel that where the lumberman is 
located in a community in which there is no 
established feed dealer he can also perform an 
added service to-his farmer neighbors by carry- 
ing in stock a supply of fertilizers and animal 
protein feeds. Where there is no established 
dealer, farmers who would like to use small 
quantities of feeds for their stock are put to a 
great deal of unnecessary expense, because of 
the fact that they must order in local shipments 
at 1. c. 1. freight rate, which makes the de- 
livered cost of the product almost prohibitive. 

“The lumberman, on the other hand, is in 
constant touch with his clientele and can read- 
ily gauge the demand for feeds, making pos- 
sible the handling of a carload, and making 
the delivered cost to his community much 
cheaper. 

“There is no doubt as to the benefit to be 
derived from animal protein as a feed. This 
has been conclusively proven and at the present 
time is accepted by most feeders as an estab- 
lished fact. Agricultural experiment stations 
have investigated the value of these feeds, and 
almost without exception recommend their use 
in the balancing of a ration for hogs. 

“Where you know of lumber yards located 
in communities in which there are no feed 
dealers we will be very glad to furnish their 


_executives with any information they may re- 


sire pertaining to feeds and fertilizers. We 
have made a study of such situations and will 
be pleased to give the managers of lumber 


yards located in agricultural centers the benefit 
of our experience. 

“May we not again express our appreciation 
of your article, as we believe it to cover a most 
vital need in the agriculture of today.” 
“Build Home” Campaign Under Way 

Burrato, N. Y., Jan. 18.—The “Build a 
Home First” campaign undertaken by local 
lumbermen and dealers in other building ma- 
terials several months ago, is still under way. 
Thirty retail lumbermen are codperating in the 
campaign, together with numerous real estate 
men, dealers in building material and associated 
dealers, the last mentioned including some of 
the leading wholesalers of the city. The head- 
quarters of the campaign committee is at 
1112 Prudential building, with C. Ashton 
McNeil as chairman. 

One of the display ads running in local 
papers this month asks the question: “Why 
pay rent for another year?” A free book is 
offered which tells how to avoid rent paying. 
The ad says: 

Perhaps you are another Buffalonian who 
has witnessed the passing of 1927 without 


realizing your fondest ambition for a home 
of your own. 

Undoubtedly you have consoled yourself 
throughout the year with the excuse that you 
could not afford to build right then and you 
didn’t know how to go about it anyway. 


But that is no longer an excuse, You are 


This Week's 
AD-IDEA 














Give Your Ads a Convention Flavor 


What use are you going to make of the in- 
formation and ideas that you will pick up at 
the annual meeting of your association? 

Of course you will endeavor to utilize any 
ideas you may be able to gather for increasing 
sales or cutting down expenses; but, in addition 
to that, why not liven up your advertising, and 
gain prestige as an uptodate merchant, by let- 
ting the public know that you are going to 
attend your State or regional convention, and 
that upon your return will have some interest- 
ing things to say in your advertising about the 
latest developments concerning lumber and 
building materials? 

Then when you get back, use your newspaper 
advertising space to tell about the interesting 
new developments you have heard about, such 
as the economy and convenience of end-matched 
lumber, especially flooring; the use of insulat- 
ing and sound-deadening materials; the beauti- 
ful new color effects in hardwood flooring; 
how old homes can be modernized and beauti- 
fied; the uses of stained shingles, in various 
hues; the latest styles in built-in furniture, in- 
terior woodwork etc., and a great deal more 
that would be real news to your public. 

Merchants in other lines let their trade know 
when they are going away to conventions and 
expositions to secure the latest ideas in their 
fields. Why should the lumberman take a back 
seat? He has as much of interest to tell, con- 
cerning his own field, as have merchants in any 
other lines—especially after attending one of 
the big retail conventions, hearing the discus- 
sions, and viewing the numerous exhibits of 
wood products and building materials. 


Another Ad-Idea next week 


now offered a book crammed full of informa- 
tion that will tell why and how you can afford 
a home, and the best ways to plan for it, as 
well as hundreds of other helpful hints that 
every prospective home owner should have. 
It is free for the asking—just phone or call 
on any of these dealers. 

The list of dealers published in the ads in- 
cludes nearly all of those engaged in the re- 
tail trade here. 


St. Louis Firm Opens New Yard 


St. Louis, Mo., Jan. 16.—A new retail lumber 
yard will be established by the United Lumber 
Co., in the 4,000 block on the south side of 
Easton avenue, where the company has pur- 
chased 150 feet of frontage, running through to 
“Cozens avenue. The United has yards at Sixth 
street and Chouteau avenue, and at Market 


street and Ranken avenue, established in 1924 


and 1926 respectively, and these will be con- 
tinued. J. E. Goldstein is president, and F. A. 
Goldstein vice president, of the company. 


Redwood for Interior Trim 


An illustrated folder, printed in colors, just 
issued by the Pacific Lumber Co. of Illinois, 
332 South Michigan Ave., Chicago, conveys in- 
formation of interest to lumber retailers regard- 
ing the qualities that make redwood so accept- 
able for interior woodwork in fine homes, as 
well as in those of moderate cost. Comment of 
architects is quoted as follows: 


“Redwood is easy to fabricate and therefore 
insures economical results. It may be used 
advantageously in every manner in which other 
finishing woods are customarily used, It is re- 
nowned for its durability. Structural and artis- 
tic effects are obtainable, differing from and 
surpassing in quality many so called hard 
woods, 

“It has many of the excellent qualities of 
white pine, with the added individuality in 
color and figure which suggests its use for 
paneling, not as a substitute for or imitation 
of other woods, but for its own decorative 

In the bulletin several of the popular styles 
of door and window trim etc. produced by the 
Pacific Lumber Co. of Illinois are illustrated by 
detail drawings that show the manner of ap- 
plication and the harmonious effects gained. 
Larger illustrations of three beautiful interiors 
paneled in redwood carry a strong appeal to 
prospective home builders who desire an atmos- 
phere of beauty and refinement. 


To Hold Annual Meeting and Dinner 


New York, Jan. 18.—The annual meeting of 
the Dykes Lumber Co. organization will be held 
Jan. 28. <A business session of representatives 
of all the yards wili be held at 1 p. m. in the 
afternoon, at the general offices, 137 West 24th 
Street. At 6:30 p. m., all employees of the 
several offices will assemble, at a hotel not yet 
designated, as the guests of Andrew H. Dykes, 
president. There will be a dinner and a dance, 
with a number of vaudeville features. 


Draws Trade From Wide Area 

Gatiup, N. M., Jan. 16—Few cities of its 
size have so large a trade territory as Gallup, 
in the heart of the west New Mexico coal 
region, extending north 125 miles to Farming- 
ton, east 150 miles to Albuquerque, south even 
farther to Silver City, Clifton, or Globe, and 
west to Holbrook, the nearest, and even then 
100 miles. Business of $1,000 a day is common 
with one of its lumber dealers, it is said, and 
they carry large stocks, buying sash and door 
supplies in carload lots. J. R. Lane is manager 
of the O’Malley Lumber Co., which bought the 
Home Lumber Co’s interests; George Bubany 
is assisted in the management of his lumber 
company by Mr. Diggs, and the Henderson 
Lumber Co. is run by Paul and Albert Hender- 
son, the former with the McGaffey company 
and associated with George Bubany in lumber 
retailing before engaging in the present busi- 
ness. 
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This 83-year old house was remodeled, with result seen at right, winning first prize of $1,000. Total cost of job was $801 


Remodeled House Contest Closes 


The remodeling movement is marching on. 
Not only is it marching, but steadily gain- 
ing in volume and momentum. If proof of the 
accuracy of this statement were needed, it 
could be supplied from many sources; but 
perhaps in no more striking way than by cit- 
ing the tremendous interest in, and practical 
results from, the nation-wide house remodel- 
ing contest conducted during 1927 by the 


hundreds of others actually remodeled their 
homes and entered the contest for the cash 
prizes. 

The contest was an open one; that is, anyone 
who remodeled his home and used any brand 
of stained shingles over the old siding was 
eligible. The contest was advertised very 
extensively in periodicals of general circulation 
throughout 1927, and also directly through the 








charge to any dealer or contractor wishing sug- 
gestions to help him close with prospects for 
remodeling. 

A remarkable thing about the first prize win- 
ning job, shown at top of this page, is that the 
owner, Clifford J. Foster, Rives Junction, 
Mich., did most of the work himself, evenings 
and holidays. Moreover, the wonderful trans- 
formation effected was secured at the remark- 




















This poorly proportioned house was transformed into one of architectural beauty (right), winning second prize of $500. Total cost $6,600 


Weatherbest Stained Shingle Co. (Inc.) of 
North Tonawanda, N. Y., which contest has 
very recently drawn to a close. 

In this contest, 39 cash prizes aggregating 
$2,750 were offered by the Weatherbest com- 
pany for the best examples of old homes re- 
modeled and insulated by re-covering the side 
walls with edge-grain red cedar stained shin- 
gles. These prizes range from “first” of $1,000 
down to twenty “honorable mentions” at $15 
each. This contest interested thousands of 
old home owners, who wrote in for informa- 
tion, and many of these are promising pros- 
pects for remodeling in the near future; while 


dealers. This advertising resulted in the com- 
pany receiving many thousands of inquiries, 
those resulting in actual entries totaling away 
up into the hundreds. 

The Weatherbest remodeling service depart- 
ment rendered impartial service in the way of 
supplying ideas, sketches etc. to those who 
desired to take advantage of such assistance. A 
great many calls were received from contestants 
for suggestions for remodeling homes, and a 
very considerable number of sketches were 
supplied. This service of the Weatherbest 
company is offered gratis to any person wish- 
ing to remodel an old home, and also without 











Remodeling changed this old shack into the attractive cottage 


ably low cost of $801.49. Of this amount, $135 
was for the fourteen squares of 16-inch gray 
Weatherbest stained shingles used to cover 
the old siding, while $50 went for labor to 
apply them. The increase in value of this 
home as a result of the remodeling is es- 
timated at $3,700. The house winning first 
prize is about 83 years old. The stained shin- 
gles and other materials used for remodeling 
it were furnished by the Holaday Lumber Co., 
of Leslie, Mich. " 

The second-prize example, owned by Wil- 
liam M. Miller, Paterson, N. J., shows how 
a poorly proportioned house was changed 








shown at right, and won fourth prize of $100. 











Total cost $1,500 
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into one of architectural beauty. The exterior 
walls of this house were covered with 24-inch 
Weatherbest stained shingles, in Colonial white, 
which also were used for the walls of the new 
section. The entire remodeling cost was $6,600, 
quite extensive changes being made, as will 
be noted from the photographs, while a con- 
servative estimate places the increased valua- 
tion as double the total cost of the remodeling. 

The judges selected the second-prize winner 
because of the remarkable way in which what 
might be termed an architectural atrocity was 
made over into a wonderfully attractive coun- 
try home, with some slight remodeling of the 
structure proper, the building of two wings, 
and the covering of the old narrow siding with 
Of the 
$6,600 spent in remodeling this home, $260 
was for the shingles. 

The third-prize example shows what can be 
done with an old “L” type house, many of 
which are to be found in every community. 
This home is owned by Madison Gilbert, 
Owosso, Mich. The suggestions for remodel- 
ing it were furnished by the service depart- 
ment of the Weatherbest company, the owner 
following out the suggestions almost exactly. 
The material for the job was furnished by 
the Sturtevant & Blood Lumber Co., Owosso, 
Mich. Of the total remodeling cost—$920.91, 
only $322.06 went for Weatherbest stained 
shingles, felt, nails and labor for applying the 
shingles over the old siding, the walls of the 
new part, and for the roof. Increase in valua- 


spell profit to him. There is no question but 
what the remodeling of old homes has helped 
us immensely in keeping our sales for last 
year ahead of those of the preceding year, and 
we have record of many cases where the retail 
lumber dealer has taken off his coat, rolled up 
his sleeves, and gone in for remodeling busi- 
ness, coming out with both hands full of sales 
that would not otherwise have materialized. 


“One of the interesting pieces of data which 
we have gathered from the results of this con- 
test is the low cost of remodeling old homes. 
We find, in checking through the data fur- 
nished us by the many hundreds of contestants, 
that the average cost of remodeling was less 
than $1,000 per house. This is going to be very 
good news for those who think that remodeling 
always runs into a great deal of money.” 


Favors House-to-House Canvass 


CLEVELAND, Ou1o, Jan. 18.—“The only place 
we made any profit last year was in the small 
job business,” says Carl Haag, president of the 
Suburban Lumber Co., Cleveland. “And 
ninety-five per cent of this business was sold 
on the time basis that we offer for the con- 
venience of such customers.” 

This is particularly interesting, coming from 
Mr. Haag, since several other lumber dealers 
in Cleveland seem to feel he has in business 
something similar to what Elinor Glyn calls 
“It” in love. Whatever “It” is, Carl Haag is 


given credit for maintaining what appeared to 
be - even flow of business during the year 
1927. 

As the name of his company implies, it caters 
especially to one of the middle-class suburbs of 
Cleveland, located at the edge of the city 
proper. 


Mr. Haag started the business seven 














‘ distance of our yards. 


key-note of success in all business, to the people 
we call on, we can not help but do ourselves 
a lot of good. 

“So we are going out ‘cold turkey’ and calb 
at every home within a convenient delivery 
Five of our regular 
employees, salesmen and office men, who know 
lumber and its uses in building, are going to 
do the job. 

“We intend to get the name and address of 
the head of each household, find out whether 
he rents or owns his home; and if owner, in- 
quire about possible lumber needs. This in- 


formation is to be put on small file cards that 
also contain a list of the probable home uses 
for lumber; garage building, room addition, 
attic, porch, etc. which the solicitor will check, 
showing what the home owner does not have. 

“Aside from the active prospects that our 














How an old “L” type house was modernized and beautified, winning third prize of $300. Total cost $920. 


tion of this home as a result of the remodeling 
is placed at $2,000. 

The fourth prize was awarded to the Syra- 
cuse Land & Development Co., which concern 
remodeled an old but sturdily constructed 
residence on its Franklin Park tract, East 
Syracuse, N. Y. Covering the old siding with 
Weatherbest Colonial white stained shingles 
made a wonderful transformation. The shin- 
gles and labor of applying them amounted to 
$150, while the entire cost of remodeling was 
$1,500. 

Some very interesting information regard- 
ing the ages of the homes that were remodeled 
was gathered, it being found that 9 percent 
of the homes entered in the contest were less 
than 10 years old, 7% percent were 11 to 
25 years old; 30 percent were 25 to 50 years 
old; 45% percent were 51 to 100 years old, 
and 8 percent were more than 100 years old. 

Another “sidelight” is the fact that quite a 
number of replies to a questionnaire sent out 
by the company stated that the contractors who 
did the work had originally been very skeptical 
about the idea of placing stained shingles over 
old siding, but that after completing the jobs 
they were enthusiastic boosters for this method 
of remodeling. 

Commenting upon the contest, and its results, 
E. B. Allen, of the Weatherbest organization, 
said: “We feel that the retail lumber dealer 
can make remodeling go a long way toward 
keeping his sales up to the level where they 


years ago. While it is not what might be con- 
sidered a big business, it has that spick-and- 
span, well-painted, and progressive look, with 
up-to-date display windows and show rooms 
that would do credit to downtown Cleveland. 

To go on with what this dealer has to say 
about business, he denies that he did even an 
interesting volume in 1927. But then, under 
the conditions, he claims that he was not as 
eager to get volume as he was to get his 
money for what was sold. 

“From our experience last year, I am con- 
fident that the immediate future of the lumber 
business is dependent on the little job that is 
done thoroughly,” Mr. Haag points out. “We 
can no longer look to the $1,500 and $2,000 
orders that were so easily obtained for the 
four or five years prior to 1927. Too often 
the smaller business was not considered worth 
bothering with. Plenty of chances to figure 
on the competitive jobs will come in anyway. 

“Tt is the little order from the home owner 
for lumber to build a sun-room, finish the attic, 
put on a porch, and such home needs that we 
are taking a deeper interest in. In the past 
we attracted quite a bit of this business through 
our ninety-days-to-pay terms. Now we are 
going out after it. 

“The fundamental method of selling, it 
seems to me, is house-to-house solicitation. Real 
estate dealers do not hesitate to ring door belis 
in looking for prospects. Why should we? 
If we add-a sincere desire to give service, the 


men will undoubtedly pick up during the can- 
vass, we will have a future prospect and mail- 
ing list that should prove of considerable value 
to us. One section of our trade territory is 
the older part of Cleveland. There we should 
find some prospective repair business. Wher- 
ever a prospect or customer does not have 
someone to do his carpenter work, we will 
naturally recommend a competent mechanic. 

“The same ninety-day terms will be offered 
to these customers of course. We shall continue 
to insure our risk where the customer’s credit 
standing may be questioned the same as we 
have in the past, either taking a mortgage 
or filing a mechanic’s lien. Fifty percent of 
our ninety-day business was secured in this 
way during 1927. 

“By following up such delinquents weekly, 
by personal call, our losses in the past have 
been very small and in no way stand as a 
barrier against going after small job business 
intensively.” 


A FIELD that forty years ago was so run 
down and washed with gullies that the owner 
refused to pay taxes on it has been reclaimed 
by pines and is today earning in lumber more 
than enough to pay the taxes on the whole 
farm of which it is a part. Joseph Tickle of 


Alamance County, North Carolina, bought the 


farm forty years ago and the planting was 
begun in 1887, 
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National Production, Shipments and Orders 


WASHINGTON, D. C.; Jan. 17.—The following statistics were compiled by the National Lumber Manufacturers’ Association : 


Softwoods: 

Week ended: 1928, Jan. 7; 1927, Jan. 8— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California Redwood Association 
North Carolina Pine Association 
Northern Pine Manufacturers’ Association 
Northern Hemlock & Hardwood Manufacturers’ 


Total softwoods, one week 
California White & Sugar Pine Manufacturers’ 
Sardwoods: 

Northern Hemlock & Hardwood Manufacturers’ 

One week 
Wardwood Manufacturers’ Institute— 

One week 
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Production ents 
1927 1928 1927 1928 1927 

iienwakeaente 54,121,146 61,090,838 50,349,472 47,534,040 48,641, 49,729,512 
ohne boehenen 70,986,881 68,365,560 64,041,372 64,681,074 72,762,589 
eedebendeonw 7,371,000 13,695,000 16,465,000 21,100,000 16,959,000 21,204,000 
veedqekangh era 5,986,000 6,220,000 4,985,000 6,022,000 ,988,000 
cbetneseeedee 3,488, 5,520,999 4,015,726 5,774,636 2,013,000 4,140,300 
Pe ere 5,806,900 4,865,200 5,627,200 5,644,000 5,635,000 
Association. . 1,178,000 2,160,000 1,156,000 1,556,000 1,006,000 1,335,000 
ee eee 41,828,375 164,538,918 1283,358 151,655,248 144,596,738 161,794,401 
Association.. DOO | oc getcdecces | ss (gs re eee re 
Association— 

risevectecees 4,344,000 2,627,000 3,120,000 1,954,000 2,991,000 1,970,000 
seaeerethEees 10,329,000 12,186,395 12,105,000 13,646,560 12,250,000 10,757,021 





National Analysis 


Wasuincton, D. C., Jam 17.—The National 
Lumber Manufacturers’ Association issued the 
following analysis for the periods ended Jan. 
?7—orders and shipments being shown as per- 
centages of production: 


62 Weeks, 

One Week Revised 
OTF 

No. of Ship- Or- Ship- Or- 


Association— mills ments ders ments ders 
fn} South. Pine...104 93 90 99 99 
n) West Coast...113 107 101 96 97 
(n) Western Pine. 33 223 230 104 104 

Calif. Pines*.. 22 146 140 109 104 
fn} Calif. Redwd. 16 83 94 104 106 
(n) N. Car. Pine.. 22 115 58 100 86 


Northern Pine 7 68 97 91 87 


N.Hem.& Hdw. 18 98 85 112 99 
All softwds.335 108 105 99 99 
N.Hem.&Hdw. .. 72 69 95 90 
Hdw. Mfrs.’ 
Inat.t ...-. 113 117 119 103 106 
All hardwds. 104 104 102 103 
All woods.. 108 105 99.6 99.3 


*Sixty-seven percent of cut in region. 


tUnits of production, each representing 
aormal daily output of 28,000 feet. 


The five softwood manufacturing associa- 
tions marked “(n)” have a standard for nor- 
mal production, and for the week 335 of their 
members gave actual production as 71 per- 
cent; shipments, 76 percent, and orders, 74 
percent of normal production. Figures for 
normal last year included reports of 307 mem- 
ber mills of the above associations and showed 
production 75 percent; shipments 68 percent, 
and orders, 73 percent of normal. 

Only the Hardwood Manufacturers’ Institute, 
whose figures for 1927 included 84.5 of the 
total reported hardwood production, has a 
standard for normal production of hardwoods, 
and for the week it gave actual production as 
67.8 reent of normal, against 79.3 percent 
for the corresponding week of last year. 





Hemlock and Hardwood 


Osukosu, Wis., Jan. 16.—The following fig- 
ures were supplied to the Northern Hemlock 
& Hardwood Manufacturers’ Association by 
twenty to twenty-five firms that ordinarily 
make about one-half the total monthly ship- 
ments : 


HARDWOOD 
Firms Cut Shipments Orders 

Weekly average— 

Oct. ..... «+ 2,886,000 4,609,000 $8,899,000 

MOVs cecee 6s ,774,000 3,936,000 3,023,000 

Dec. ..... .- 38,753,000 3,334,000 3,385,000 
Weekly average, year to date— 

ee -» 4,746,000 4,357,000 4,109,000 
Weekly report— 

Dec. 8... 26 3,809,600 3,997,000 2,779,000 

Dec. 10... 25 2,921,000 2,665,000 3,429,000 

Dec. 17... 24 4,107,000 3,547,000 5,826,000 

Dec, 24... 22 4,176,000 3,472,000 2,368,000 

Dec, 31... 22 3,753,000 993,000 2,524,000 

Jan. 7... 21 5,183,000 3,511,000 3,233,000 

HEMLOCK 

Weekly average— 

Oct. .....+-+++ 2,112,000 3,562,000 3,158,000 

Nov, .... «+ 2,304,000 3,263,000 2,556,000 

i antes -- 8,098,000 1,876,000 1,420,000 
Weekly average, year to date— 
a. sttee -» 38,191,000 3,575,000 3,175,000 

Weekly report— 

"ee Ae 2,061,000 3,501,000 3,630,000 
Dec, 10. 25 1,826,000 4,093,000 2,063,000 
Dec, 17. 24 2,244,000 3,363,000 2,172,000 
Dec, 24. 22 2,558,000 2,622,000 2,743,000 
Dec, 31. 22 3,019,000 1,297,000 1,541,000 
Jan, 7 21 1,378,000 1,243,000 1,031,000 


North Carolina Pine 


NorFotk, Va., Jan. 17—The North Caro- 
lina Pine Association makes the following 
analysis of figures from twenty-four mills for 


the week ended Jan. 7: 
Per- 
Percent Percent cent 
Normal Actual Ship- 


Production— Feet output output ments 
Normal*® ..... 8,856,000 ai 
MERGER ‘cicdces 3,477,056 39 ar “ 
Shipments ..... 4,047,874 46 116 = 
EL 3,029,000 34 87 75 


+tAs compared with preceding week, there is 
a decrease in orders of 8 percent; but that 
week twenty-six mills reported. 

*“Normal” is based on the amount of lum- 
ber the mills would produce in a normal work- 
ing day. 


West Coast Review 


SEATTLE, WAsH., Jan. 14.—For the week end- 
ed Jan. 7, 113 mills report as follows to the 
West Coast Lumbermen’s Association: 





Production .. 63,876,727 
Shipments .. 68,365,560 7% above production 
OPGCPE ccccic 64,681,074 1% above production 
Shipments— 
Water delivery: Feet Feet 

DEE ceconeveccese 18,077,072 

BEE En dsvkiadocece 19,734,547 

eee. Wet COEF). cccccesenes 37,811,619 
 &. . | i aarereereyrr eoeee 27,035,201 
BENE. BETES Se cecécccccecthises — __ 3,518,740 

Total shipments ....... «ne -- 68,365,560 
New Business— 
Water delivery: 

DEED Sewcccccces + 16,803,830 

BEEEE waecccrvcece -- 10,895,565 

Potal water (€4BB).ccccccscecs . 27,699,395 
Pt Pn ccsectncananw enews ences 33,462,939 
BOE ERP seccescctcecere kaeoen 3,518,740 

Total new business.........se6. 64,681,074 
Unfilled orders— 
Water delivery: 

Domestic cargo ...... 111,533,253 

MERGER i cccccccae +++ -100,515,723 

BWOteE WtSE .cccccces Joanna «eee 212,048,976 
WR ckdnevoedrenseetetessS cnces ++ 127,739,196 

Total unfilled orders.......... -+ 339,788,172 





California Redwood 


San Francisco, Cauir., Jan. 14.—The follow- 
ing information is summarized from the report 
of the California Redwood Association for the 
week ended Jan. 7: 








wood White- 

No. of Percent of wood 

mills Feet production Feet 

Production .. 16 5,986,000 100. 1,540,000 

Shipments... 16 4,985,000 84, 982,000 
Orders re- 

ceived .... 16 6,652,000 94. 2,864,000 
Orders on 

SE - wenee 14 29,676,000 5,848,000 

Detailed Distribution of Redwood 

Shipments Orders 

Northern California* ... 969,000 1,534,000 

Southern California* ... 668,000 967,000 

IN. . s-x5 o's Maehee we 19,000 122,000 

DE sdcechkecesiens 1,095,000 1,263,000 

DEE. cesendusteséeeé 2,234,000 1,766,000 

TOE chin cdeaiestecves 4,985,000 5,652,000 


*North and south of line running through 

San Luis Obispo and Bakersfield. 
+Washington, Oregon, Nevada and Arizona, 
tAll other States and Canada. 








National Data, Four Years 


WasurincrTon, D. C., Jan. 16—The follow- 
ing figures were compiled by the National 
Lumber Manufacturers’ Association, revised 
figures having been used wherever available: 


SOFTWOODS: 
Southern Pine Association*— 


Cut Shipments Orders 
1927 3,470,324,378 3,435,861,876 3,445,883,091 
1926 3,762,205,239 3,789,989,801 3,726,971,124 
1925 3,948,829,054 3,941,692,072 3,930,785,171 
1924 4,034,331,695 4,097,063,075 4,034,070,2386 


West Coast Lumbermen’s Association— 


1927 5,243,995,097 5,032,872,749 5,099,696,534 
1926 5,376,610,276 5,371,805,388 5,348,172,127 
1925 5,148,148,138 6,314,323,778 5,306,818,132 
1924 4,813,061,724 4,930,220,058 4,918,424,423 


Western Pine Manufacturers’ Association— 


1927 1,472,625,000 1,533,824,000 1,537,548,000 
1926 1,740,392,000 1,784,904,000 1,825,749,000 
1925 1,826,322,000 1,654,006,000 1,632,461.000 


1924 1,605,000,000 1,560,000,000 1,590,000,000 


California White & Sugar Pine Manufacturers’ 
Association— — 


1927 1,185,416,973 1,288,722,199 1,228,226,535 
1926 1,499,788,000 1,390,080,000 1,266,575,000 
1925 1,391,469,000 1,274,327,000 1,051,968,000 
California Redwood Association— 

1927 403,387,000 421,126,000 428,386,000 
1926 396,752,000 380,862,000 398,421,000 
1925 385,746,000 362,525,000 366,368,000 
1924 439,652,000 352,383,000 356,904,000 
North Carolina Pine Association— 

1927 368,515,730 369,607,781 317,509,638 
1926 400,432,999 396,440,088 337,643,723 
1925 468,019,905 445,907,053 374,501,390 
1924 384,899,134 402,354,638 365,678,745 
Northern Pine Manufacturers’ Association— 
1927 441,464,300 402,890,400 383,541,100 
1926 407,702,400 459,851,400 ‘439,437,000 
1925 477,615,900 468,330,700 433,384,000 
1924 428,658,800 441,990,400 450,245,000 


Morthern Hemlock & Hardwood Manufactur- 
ers’ Association— 


1927 165,932,000 185,829,000 165,060,000 
1926 168,778,000 165,761,000 147,220,000 
1925 176,040,900 128,691,000 107,489,000 
1924 152,292,000 126,468,000 99,217,000 


Total Softwoods— 


1927 12,751,660,478 12,670,734,005 12,605,850,898 
1926 13,752,660,914 13,739,693,677 13,490,183,974 
1925 13,822,189,997 13,590,302,603 13,203,774,693 


HARD WOODS— 


Northern Hemlock & Hardwood Manufacturers’ 
Association— 


1927 238,331,000 226,488,000 213,594,000 
1926 217,705,000 220,751,000 206,030,000 


Hardwood Manufacturers’ Institute— 


1927 1,289,529,000 1,332,543,000 1,365,084,000 
1926 1,296,569,850 1,304,423,835 1,339,531,447 


Total hardwoods— 


1927 1,527,860,000 
1926 1,514,274,850 


Grand Totals— 


1927 14,279,520,478 14,229,765,005 14,184,528,898 
1926 15,266,935,764 15,264,868,512 15,035,750,421 


*Totals from mills reporting all three items 
—production, shipments and orders. 


[Nore: Shipments as reported are from 3 
to 5 percent less than the total disposals of 
manufactured lumber, because not including 
uniformly, in the mill reports, quantities used 
by the mill, sold locally, burned, charged to 
re-manufacturing plants such ag flooring etc. 
To that extent therefore the reported ship- 
ments do not indicate total changes in stocks 
on hand.] 


1,559,031,000 
1,525,174,835 


1,578,678,000 
1,545,561,447 
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Western Pine Summary 


PorTLAND, OreE., Jan. 14—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Jan. 7, from 
33 member mills: Per- 


cent 
Percent. Ship- 


Production— Carst Feet of cut ments 
Normal® ...... ~ Sap ses bios 
heme i406 ine ~-- 7,871,000 

Shipments (car).. 611 15,886,000 
Local deliveries ... 579,000 .... 

Total shipments . 16,465,000 223.38 

Orders— 

Canosied ...... 9 234,000 
Booked (car)... 630 16,380,000 
Cae” «geeeuen sks 579,000 


Total orders ... - 16,959,000 230.08 103.00 
On hand end 
WOE | Nides <> 2,980 77,480,000 .... indi 

Bookings for the week by thirty-three iden- 
tical mills were 86.90 percent of those for 
the previous week, showing a decrease of 2,- 
470,000 feet. 

7Car basis is 26,000 feet. 

*Normal takes into consideration mill ca- 
pacity, number of months usually operated 
and usual number of shifts—reduced to a 
weekly basis which is constant throughout 
the year, 

During the week production was 23 percent 
of normal; shipments, 52 percent of normal, 
and orders 54 percent of normal. Average 
for the corresponding week of last four years 
was as follows: Production, 44 percent; ship- 
ments, 71 percent, and orders, 72 percent of 
normal. 

Production is so seasonable that, during 
two winter months, actual production amounted 
to only 53 percent of normal, while during 
two peak summer months the production in- 
creased to 114 percent of normal, 





Southern Pine Barometer 


New Oreans, La., Jan. 17.—For the week 
ended Jan. 13, Friday, 106 mills of total capacity 
of 161% units (a unit representing monthly 
output of 2,000,000 feet, as reported between 
Nov. 1, 1924, and Oct. 31, 1927), report as fol- 
lows to the Southern Pine Association. 


Percent Percent 
3-Year Actual 


Production— Cars Feet Average Output 
Average 3 yrs. .... 69,244,018 ne pe pre’ 
Ce  —__er eee 65,640,033 94.86 .... 

Shipments* . 2,892 58,826,784 84.96 89.62 

Orders— 

Received* . 8,766 77,489,216 88.09 118.05 
On hand end 
weekt ..... 10,692 219,998,592. 


*Orders were 131.72 percent of shipments. 


tOrders on hand showed an increase of 9.27 
percent, or 18,662,432 feet, during the week. 

7Basis of car loadings is November average, 
20,576 feet. 

One hundred and three mills reported net 
overtime of 87 hours, which is 1.41 percent 
more than full 60-hour week basis. 





Oak Flooring Statistics 


The following are statistics for the week 
ended Jan. 14, as reported by fifty-eight mills 
to the Oak Flooring Manufacturers’ Asso- 
ciation : 


I a gale a hb wee OW kw hw eueieeed 7,746,000 
I 9 ae awry et ity pi daa ty teen ent arbi 7,671,000 
SE earn ws ar ae aR Wik ce ae ee ase 15,104,000 





Hardwood Barometer 


MempPHIs, TENN., Jan. 16—The hardwood 
Manufacturers’ Institute barometer for the 
week ended Jan. 7—which is made from re- 
ports of 154 units, each representing 28,000 
feet daily capacity—is as follows: 

Percent of—— 


Normal Actual Ship- 
output output ments 





Production*— Feet 
Normal (iden- 
tical units) 25,872,000 


EEE bos cvs 14,946,000 57.8 aot 
Shipmentst - 16,868,000 65.1 112.9 
Orders— 

a ee 17,325,000 67.0 115.9 102.7 

On hand end 

week ...... 149,795,000 a cae baie 


*Based on mill log scale, , 

tLumber fabricated at the mills and used in 
construction work included in total orders and 
shipments. 


Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Associa- 
tion has issued the following comparative sta- 
tistics for December, 1926 and 1927, based on 
reports of the same twenty-two member mills: 

December December Pct. de- 


1927 1926 crease 
Production ..... 7,820,000 10,085,000 22.5 
Shipments ..... 6,797,000 8,244,000 17.6 
OrGere ios ivviss 6,883,000 7,907,000 13.0 
End Month— 
Orders unfilled.. 8,736,000 9,706,000 10.0 
Gee basse 206 29,527,000 27,721,000 *6.5 
*Increase. 


Average Value, 25/32x24%4” Face First, Second 
and Third, f.0.b. Michigan and Wisconsin Mills 
December December Percent 
1927 1926 decrease 

Sr eer es $64.02 $66.36 3.5 


The following are percentages of sold stock 
Dec. 31: 


Price 


Maple-Beech- 
Birch Maple Maple,2%4” 
4 Pr ae 33 41 93 
EE tna 'a bv aves ooo 34 36 40 
WE sic veceseetosu 16 17 27 
ry eee ee 30 34 56 


- Like Color of Imported Lumber 


SouTHERN Pines, N. C., Jan. 16.—The es- 
tablishment of an archery factory at Pine- 
hurst has introduced into house building in 
this section a new material in the form of im- 
ported lumber. When Mr. Rounsevelle, of the 
factory, first imported the rare lumber he 
uses for bows and arrows, the fine texture and 
coloring of the lumber attracted attention, and 
it was used sparingly for open work about 
principal rooms. But of late it has been in 
demand, and now from nearly every importa- 
tion there has to be set aside a certain quan- 
tity for the builders of the more pretentious 
homes. 

A shipment of purple heart, one of the most 
interesting timbers of Dutch Guiana has in- 
cluded some logs 15 inches square hewed from 
the trees, and of fine color and texture. While 
primarily this is intended for making footed 
arrows, already builders are asking for more 
or less of it for floors and beams and other 
open work, It is extremely hard and re- 
sistant to wear and makes great dance floors. 


Eastern Trade News 


Company Salesmen Get Together 


New York, Jan. 16.—Representatives of the 
eastern sales division of the Long-Bell Lumber 
Co. held their annual “get together” the first 
three days of last week. Company officials 
present included J. D. Tennant, vice president, 
Longview, Wash.; George A. Houston, of Kan- 


Twice Breaks Car Loading Record 


WIiuiamMsportT, Pa., Jan. 16.—Having noted 
occasional references in the AMERICAN LUMBER- 
MAN to record car loads of lumber, A. W. Mal- 
linson, sales manager of the Central Pennsyl- 
vania Lumber Co., of this city, delving into the 
records of that company, finds that at least 

twice during the last 
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Car shipped by Central Pennsylvania Lumber Co., Williamsport, Pa., 
containing 50,587 feet of 2x6 to 12-inch, to feet and longer, rough 


hemlock plank 


sas City, Mo., manager of lumber sales; G, W. 
Allport, of the hardwood department, and Earl 
Houston. The meeting was said to have been 
the most successful salesmen’s meeting ever 
held in this division. 


Making Tour of Europe’s Forests 


Mr. Ato, Pa., Jan. 16—C, A. Schenck will 
arrive in New York Jan. 21 and will immedi- 
ately start on a study tour of American forest 
conditions, which will take him to the Pacific 
coast. On March 17, he will sail for Europe 
with a group of American foresters on the 
fifth annual study tour of Continental forests. 
He numbers all the outstanding European for- 
esters among his personal friends and he se- 
cures exceptional educational codperation in 
continental forestry circles. Dr. Schenck’s long 
experience enables him to plan transportation 
and hotel expenses at a very great saving, the 
10 weeks’ trip costing about $600. Dr. 
Schenck lectures on the way over on the boat 
and lays a background for an understanding 
of European economic conditions. Credit is 
given in some forest schools for this study 
tour. Speed of travel and forest study effi- 
ciency require the party to be made up of 
men only. Detailed information may be had 
from Dr. E. A. Ziegler, director, Pennsylvania 
State Forest School, Mount Alto, Pa. 


} two years a loading rec- 
ord was established at 
the mills at Kinzua, Pa. 
On Oct. 1, 1926, Penn- 
sylvania Railroad car 
No. 316,718 was shipped 
from that mill loaded 
with 50,587 feet, board 
measure, of 2-inch hem- 
lock plank. From the 
same mill was shipped 
on July 27, 1927, Penn- 
sylvania Railroad car 
No. 840,029, loaded with 
50,747 feet, board meas- 
ure, of 2-inch rough 
hemlock plank, random 
widths and lengths. Mr. 
Mallinson says these are 
the two largest carloads 
; : of lumber ever shipped 
from this company’s mills and believes this is a 
record for heavy cars of hemlock. 


New York Bill Favors Lumber 


Burrato, N. Y., Jan. 17.—The State tene- 
ment house commission, which held a hearing 
on wooden shingles in Buffalo some weeks ago, 
will not interfere in the Buffalo roofing situa- 
tion. Senator James L. Whitley, of Rochester, 
ae a brief announcement this week as fol- 
Ows: 


The commission has decided not to disturb 
the laws, State or local, which regulate roof- 
ing construction and allied matters in Buffalo. 
We are more concerned in setting up proper 
fire protection through regulation of stair- 
cases, fire escapes, ventilation etc. There 
was some agitation in Buffalo with respect to 
types of shingles, but we do not intend to 
treat with that in our report. The provisions 
of the bill to be offered by the commission 
relating to wood construction have the entire 
approval of State and national lumbermen’s 
organizations. In fact they codperated with 
the commission in drafting our proposed 
measure. 


SHAESBBEEEEAEEEAAZAa: 


Railroad officials are alert to the possibilities 
of coordination between railroad service and 
air transport, and are giving the subject se- 
rious study. 
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News of Southern Lumber Activities 


Textile Makers Use Wooden Boxes 


__ Attanta, GA., Jan. 17.—A decidedly unusual 
situation has arisen in Georgia that lumbermen 
will no doubt find of interest, for the reason 
that it creates still another market for southern 
woods in the manufacture of boxes, according 
to information emanating from J. P. McGrath, 
secretary-manager of the Georgia Manufac- 
turers’ Association, several of the members of 
which are lumber manufacturers. The un- 
usualness of the situation is occasioned by the 
fact that a number of textile manufacturers 
in the State, who would naturally be expected 
to prefer cotton or jute bags for the shipping 
of textile materials, are substituting plywood 
boxes for such shipments, with the result that 
Mr. McGrath has lately received a number of 
requests from textile concerns for such boxes, 
which two or three of the members of this 
association manufacture. 


Oppose Bill Fostered by Trade Body 


ATLANTA, GA., Jan. 17—The Georgia Manu- 
facturers’ Association, membership of which 
includes several of the larger lumber, millwork 
and furniture manufacturers in this State, has 
published a bulletin urging all members to take 
immediate action through their senators and 
representatives in Congress opposing the pro- 
posed bill which would require that the Fed- 
eral Trade Commission be notified in advance 
when any manufacturing concern employing 
100 or more plans to suspend operations for a 
period of 30 days or more, punishment for 
violating the law to be a fine of $10,000 or a 
term of imprisonment or both, at the discretion 
of the courts. Such a measure would affect, 
if passed, a number of the lumber and affili- 
ated manufacturing firms in Georgia. 

Among the prominent lumber and furniture 
men who are officers of the Georgia Manu fac- 
turers’ Association are T. M. Brumby, Brumby 
Chair Co., Marietta, Ga., president, and P. G. 
Pierpont, Pierpont Manufacturing Co., Sa- 
vannah, Ga., millwork manufacturer, vice pres- 
ident. M. E. Dyess, Augusta Lumber Co., Au- 
gusta, president of the Georgia Retail Lumber 
& Millwork Association, and W. B. Willing- 
ham, sr., Willingham-Tift Lumber Co., At- 
lanta, are members of the board of directors. 


Hear Talk on Service 


SHREveporT, La., Jan. 17.—In the absence of 
President B. Hudson Bolinger at today’s meet- 
ing of the Shreveport Lumbermen’s Club, Vice 
President G. L. Cline presided. Attendance 
was at a high mark, owing to the presence of 
many of the mill managers of the Peavy-Byrnes 
Lumber Co., who were attending an annual 
meeting in the city. A. J. Peavy introduced 
his group of visitors as J. O. Cupples, Texla; 
J. W. Parker, Center; Cecil Smith, Deweyviile, 
and Herman Hale, Houston, Tex.; and D. L. 
Handley, Peason, La. Other visitors presented 
were Rudolph Krause and W. H. Managan, of 
Lake Charles, La. The special guests of the 
day were Dr. Arthur Frederick Sheldon, widely 
known speaker, and his secretary, Ferris M. 
Wakeley. 

Dr. Sheldon was presented to the club by 
Randle T. Moore, as the living example of the 
slogan which he gave to Rotary, and to the 
world, that “He profits most who serves best.” 

Dr. Sheldon held the lumbermen in rapt at- 
tention while he explained the formula of 
“Service.” He gave a brief yet exceedingly 
clear impression of “Human Engineering,” and 
told many instances of how employers are over- 
looking one of their greatest assets, that of 
manpower, without the intelligent use of which 
a great deal of machinery is useless. He 
charged employers with the responsibility of 
developing their men in the right way so as to 
make them capable of using their God-given 
faculties. There is no difficulty so great, said 


Dr. Sheldon, but what a way can be found 
over, through or under it. The measure of a 
man’s ability depends upon how much he can 
accomplish without supervision. 

In conclusion Dr. Sheldon called attention to 
the necessity for conserving manpower. It is 
largely a matter of teaching, he said, as to how 
skillful we become in the avoidance of errors. 
We should be able to do our work with pre- 
cision, without committing errors. It would be 
impossible to give an adequate résumé of Dr. 
Sheldon’s address, but the lumbermen were 
granted a real treat in hearing him. 


Succeeds Brother as President 


Crovis, N. M., Jan. 14.—At the annual meet- 
ing of the Lone Star Lumber Co., held here 
last week, W. F. Love, manager of the yard 
at Melrose, N. M., was elected president, suc- 
ceeding his brother, J. E. Love, who is 
moving to Hollywood, Calif. The Lone 
Star Lumber Co. operates a line of yards 
in this section. Reports from the vari- 
ous managers at this meeting showed a fair 
business for the year, an unusually good vol- 
ume being done during the first six months, 
while the second half of the year showed a 
smaller volume of business generally. W. B. 
Dodson, vice president, who makes his home 
in Riverside, Calif., usually attends the an- 
nual meeting, but was not present on this oc- 
casion. 


Gives Timber Land for Forest “Lab” 


Cotiece Station, Tex., Jan. 16—The Texas 
Agricultural & Mechanical College took its 
place as one of the three foremost colleges in 
forestry research facilities when John H. Kirby, 
president Kirby Lumber Co., of Houston, gave 
600 acres of timber land to be used as a forestry 
laboratory by A. & M. students. Yale and 
Harvard are the only two other colleges boast- 
ing their own forest lands. 

The location of the tract to be given to A. & 
M. college has not yet been determined, because 
the college is going to be allowed its choice 
out of 600,000 acres owned by Mr. Kirby, who 
stated that he hoped the choice would lie some- 
where near his old home in Tyler County. The 
gift has two distinct values, according to F. M. 
Law, ex-student of A. & M. college and chair- 
man of the student loan committee, who said: 


Not only will the forest land be used as a 
laboratory for students of forestry, but at 
the same time it will produce an income in- 
definitely for scholarship funds. No restric- 
tions have as yet been put upon the scholar- 
ship awards, but I am sure Mr. Kirby hopes 
that forestry students will qualify for them. 


A lodge and summer camp for students which 
will be located on the land will provide still an- 
other happy angle to Mr. Kirby’s gift—that of 
a recreation center, where the lucky students 
may indulge their bent for hunting and fishing. 
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Possibilities of Plywood Panels Unlimited 


SEATTLE, WASH., Jan. 14.—Over a year ago the Noiseless Parrot installed 
himself within our midst—and now he is here to stay. More than that, 
ever since the eventful day when he climbed into his wooden ring and 
swung to and fro in front of a crowd that thronged a Portland show win- 
dow, he has brought a whole train of things into the picture and has 
proved himself to be one of the best silent salesmen ever evolved. 

The alluring story of the Noiseless Parrot was first told to the world in 
the AMERICAN LUMBERMAN of Dec. 11, 1926, wherein it was related that 
the first of his species had made his public appearance on the heels of the 
Thanksgiving celebration after the turkey had taken the count. He made 
his initial bow in the display window of W. P. Fuller & Co., Portland, 
dealers in paints, and dealers also in sash and doors, with thirty stores at 
strategic points along the Pacific coast. The parrot in his hoop discov- 
ered himself in the natural wood—plywood—offering one of his best 
features because it afforded the purchaser opportunity to paint to fit the 
color scheme of the room, and also gave W. P. Fuller & Co. a chance to 
sell a can of paint or so to go with each one of the wooden birds. 

Did it work? Following the publication of the account in the AMERICAN 
LuMBERMAN W. P. Fuller & Co. received letters from lumbermen in eigh- 
teen States, many of them enclosing 50 cents as the price of the parrot. 
Local demand was brisk. The firm sold so many parrots and so many 
cans of paint, that the managers began to wonder if they had not happened 
upon something really worth while. They extended the idea. From their 
accumulation of plywood scraps from which the first ring and the first par- 
rot had been made, they began to manufacture book racks and other ar- 
ticles of various design and to offer them for sale unpainted with the fetch- 
ing suggestion “Paint it yourself.” They placed the articles in each of 
their thirty stores. A department store in Portland took on the unpainted 
magazine racks as a specialty, to be painted by the purchaser, and sold 
1,000 of them the first day. A similar plan was tried by the Bon Marche, 
Seattle, and the magazine racks sold so rapidly that the demand soon far 
overshot the supply. The thirty stores of W. P. Fuller & Co. each reported 
an eager line of customers for the handsome plywood ware, unpainted— 
and many was the can of paint marketed by that concern on the basis of 
“Paint it yourself.” Prior to the advent of the Noiseless Parrot plywood scraps 
were a drug on the hands of W. P. Fuller & Co.; eight months after the Parrot 
made his bow to the public W. P. Fuller & Co. had not only used up all their 
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scraps but had cut up 200,000 feet additional in order to keep weather exposure in a marked degree without deterioration. 


ace with the demand for these unpainted novelties. 


So it has come to pass that in less than a year’s time the 


Out of this remarkable development has come a sugges- Noiseless Parrot has made one of the most effective sales 

tion. It is simply this—that the possibilities of plywood appeals yet known to lumber manufacture and its close ally 
rcely been touched. Lumber dealers throughout the paint industry. 

the United States do not appreciate the value of this product. Two of the leading concerns manufacturing plywood for 
They are not yet “plywood conscious.” There are numberless articles such as shown below are the Tacoma Veneer Co., Ta- 
uses to which this article may be put, such as shelving, drawer coma, Wash., whose “Arrow Brand” is becoming widely known 
bottoms and so on, which now presumably are supplied by some and popular, and the Harbor Plywood Co., Hoquiam, Wash., 
other article not so good. Plywood, in particular, will stand maker of “Harplyco Panels,” suited for a wide range of uses. 
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marketed these articles with the suggestion “Paint it Yourself” 
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Reports Krom Hardwood Centers Indi 


Some Mills Advance Lists 


Mempuis, TENN., Jan. 17.—A little better 
feeling exists among hardwood manufacturers, 
as more orders are being received. Some manu- 
facturers have put out new price lists, em- 
bodying slight advances, but there has been 
no general advance except on a few popular 
items of gum and oak. Few sales, however, 
have been reported at the higher figures. The 
market has been rather quiet for the last few 
days, after a rush of about a week or ten 
days. : 

Some large sales to automobile manufac- 
turers were reported, but these have been off- 
set by the lack of orders from the furniture 
trade. Furniture manufacturers report that 
business was fair at their shows, that it was 
not good enough to justify their buying fu- 
ture needs. There is some buying of flooring 
oak, and manufacturers of flooring report that 
business is beginning to show improvement. 
Box manufacturers are not buying much hard- 
wood and report business slow. Exporters 
claim they are getting a nice business, but 
that prices are not as good as prior to Jan. 1. 
Export shipments will hold up during January. 


Production has slowed down considerably, 
but there is a tendency to start mills operat- 
ing at full time. Weather conditions have 
been very good. Some rain has fallen, and 
in some sections logging is impossible, but 
in other sections mills are running full speed, 
it is said. 

The Hyde Lumber Co., manufacturer of 
southern hardwoods, has recently moved its 
offices from the Bank of Commerce Building 
to its new building, 95-97 South Second Street, 
opposite the Peabody Hotel, where friends and 
customers of the company will receive a hearty 
welcome. 


Furniture Men Place Contracts 


Macon, Ga., Jan. 16.—Although most buy- 
ers for furniture factories have not got back 
from the Chicago show, those who have re- 
turned have placed a number of big orders 
for hardwood for delivery during the next 
four of five months. In fact the furniture 
contracts placed, and those that are expected 
during the next few days, constitute the big- 
gest item of business of the hardwood mills 
of this territory. Practically all of the con- 
tracts signed thus far by the furniture fac- 
tories have been for sap gum. While there 
has been some buying in other lines the vol- 
ume of business is probably not quite as heavy 
as it was expected to be. During the week 
— have been some inquiries for the export 
trade. 


Fair Volume Developing 

BurraLo, N: Y., Jan. 16—The hardwood 
inquiry has been on the increase with local 
wholesalers since the year opened, and a fair 
amount of business has developed. Plain oak 
is said to be in improved demand. 

Local lumbermen are endeavoring to obtain 
additional reconsignment privileges from the 
railroads, and the matter has been taken up 
through the Chamber of Commerce. On ac- 
count of the city’s geographical situation as 
the terminus of a number of leading railroads, 
many transfers of freight and much rebilling 
are necessary, and the reconsignment privileges 
are not as liberal as lumbermen feel that they 
should be. ' 

About twenty-five lumbermen from this city 
and vicinity have thus far taken reservations 
for the Buffalo-to-Boston special train, which 
leaves here on Jan. 23 at 4:45 p. m. for the 
annual convention of the Northeastern Retail 
Lumbermen’s Association. Arrangements for 
the trip have been made by Thomas J. Griffin, 


secretary of the Buffalo Lumber Dealers’ 
Credit Corporation. 

Orson E. Yeager, president Yeager Lumber 
Co., was chosen one of the directors of the 
Central Republican Club last week. 

R. E. Fairchild, treasurer Mixer & Co., was 
called to Portville, N. Y., by the death of his 


mother. 


Furniture Plants Best Buyers 


ATLANTA, GaA., Jan. 16.—For the first time in 
some weeks, hardwood orders and shipments 
exceeded output in this district. Mills have 
been curtailing heavily, however. Furniture 
factories in the Carolinas entered the new 
year with good orders in hand, and continue 
the most active buyers of southern hardwoods, 
mainly FAS gum. As mills have little surplus 
of this item, prices are strengthening. Fair 
orders are reported for Nos. 1 and 2 gum and 
boxwoods, and these prices are also showing a 


stronger tendency. Automobile and _ body 
manufacturers are placing a few sizable 
orders for advance needs in FAS ash at 
higher prices than have prevailed in some 


months, and there are good inquiries from 
larger firms. White and red oak prices are 
unusually low, but flooring manufacturers are 
beginning to show an interest. Retailers find 
their flooring stocks low. ; 


Inquiry Is More Active 


New Orveans, La., Jan. 17.— Inquiry for 
hardwood is reported active, with a number of 
orders placed. While not all factors are in on 
the business, the market has a more hopeful 
tone. An increase in business volume is ex- 
pected, with a betterment in prices. The hard- 
wood export movement is holding its own. 
Red gum is leading in exports. Dimension is 
favored in exports as a whole. 

The Louisiana tax commission has fixed the 
value per thousand feet of hardwood lumber in 
yards as of Jan. 1, 1928, for purposes of taxa- 
tion, as follows: Oak and ash, $16; cypress, 
$17 ; tupelo, cottonwood, willow and sweet gum, 
$10. The value on cypress was fixed on state- 
ments made by hardwood manufacturers in a 
hearing last week, indicating that cypress pro- 
duction was incidental to the manufacture of 
hardwood lumber. Where the quantity of 
cypress lumber in the yards exceeds 20 percent, 
the commission ruled, the scheduled prices for 
cypress producers is applicable. 

A large delegation of members of the South- 
western Hardwood Manufacturers’ Club will 
attend the special meeting called by the Hard- 
wood Manufacturers’ Institute in Memphis for 
Jan. 24. The meeting will discuss the results 
of a conference between representatives of the 
manufacturers and the Department of Justice 
in Washington relative to a voluntary adjust- 
ment of production to consumption. This sub- 
ject was discussed in the joint meeting of the 
three hardwood clubs in New Orleans in No- 
vember. It has been indicated that sanction for 
activities along certain lines could be obtained. 


Price Improvement Expected 


Jacxson, Muiss., Jan. 16—The hardwood 
manufacturers in this section are still rather 
short of logs. A scarcity has been noted for 
three weeks. Some mills are closing down, 
while others are running part time. Present 
favorable weather should relieve the scarcity. 
Hardwood sales have been moderately satis- 
factory. The mills show no disposition to 
take on any large contracts on the present 
price basis. It is predicted that better things 
are in store for the hardwood division, and 
the mills are holding themselves in readiness 
to _ advantage of any upward turn in the 
market. 


Improved Demand Foreseen 


Laure, Miss., Jan. 16.—Local mills feel that 
1928 will show a good improvement over 1927 
in volume of hardwood orders placed, as the 
larger buyers, it is thought, will have to re- 
plenish their stocks to a large extent. The 
automobile industry, it is believed, will be a 
much larger buyer than during the last year or 
two. This applies, also, to the manufacturers 
of furniture, and implement manufacturers are 
expecting a better business this year. The 
flooring interests are already beginning to shop 
around, which indicates that they will have to 
have lumber, and that the consumption of oak 
will be larger. The export market was good in 
1927, but it looks as if the amount of stocks 
exported in 1928 will be much larger. Produc- 
tion is being decreased, for the reason that 
prices recently have been so low that mills 
could not afford to cut their stumpage, and be- 
cause the weather during the next few months 
= not be conducive to logging on a large 
scale. 


Sap Gum and Lowers Active 


BrooKHAVEN, Miss., Jan. 16.—The hard- 
wood market is showing considerable activity, 
as sales last week were almost double produc- 
tion, which is normal. There seems to be 
quite a wave of buying, and it covers rather 
a wide range of species. The greatest activity 
appears to be in sap gum, both plain and quar- 
tered, and also tupelo, plain and quartered. 
However, there has been considerable move- 
ment of the lower grades of elm, magnolia and 
tupelo. The movement of poplar, beech, cy- 
press and red gum has been light, while the 
oaks have shown very light activity, with ex- 
ception of 4/4 No. 3-A flooring oak. Prices 
being received for hardwoods are not very en- 
couraging, and operators that do not have a 
low log cost can not make both ends meet. 
Shipments have held up quite well. 


Business Must Be Sought 


Louisvitte, Ky., Jan. 16.—A fair volume of 
orders and increasing inquiries are reported, 
last week being the best of several. There is a 
scattered demand for plain oak, a little demand 
for ash, a good demand for walnut, and some 
movement in gum, poplar, chestnut, cottonwood, 
black gum and other items. The thick auto- 
mobile woods, such as elm, ash and maple, are 
not as active as they should be. There is plenty 
of stock available and offerings are free, but 
consumers appear fairly busy for the season, 
and with light stocks in hand they should buy 
considerable material over the next few months. 
One of the most interesting remarks heard in 
the Louisville market recently was that of a 
producer: “Our whole outfit had been sitting 
around and using up a world of mental energy 
in trying to decide the outlook etc., but after 
some of our competitors reported fair business 
we went out after it and are now getting some.” 

Prices of inch stocks at Louisville remain 
virtually unchanged. Walnut FAS, $240; 
selects, $160@165; common, No. 1 $90@95 : 
No. 2, $45. Poplar, FAS, $93@100; saps and 
selects, $67@70; common, $47@50. Ash, $80 
and $50. Chestnut, $90 and $57. Cottonwood, 
$54 and $38. Plain red oak, $70 and $50; plain 
white oak, $80 and $53; quartered white oak, 
$125 and $68. Gum uartered red, $100 and $52; 
plain red, $95 and ; quartered sap, $61 and 
sas plain sap, $55 and $38 to $39. 

B. Norman & Co., Louisville, operating 


nantetel mills at St. Landry, La., are now in- 
stalling a hardwood flooring plant at the mill, 
figuring they will be able to get a better price 
for flooring than for flooring oak. The com- 
pany a few months ago added a dimension mill. 


For Current Market Prices on Hardwoods See Pages 94.and 95 
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D. W. Lewis, of the D. W. Lewis Lumber 
Co., Louisville, is on a trip to Valley, Miss., 
where he has contracted the output of a 15,000- 
foot circular mill. He and a timber owner 
have jointly leased and will operate the mill. 

J. M. Chappell, vice president Kentucky 
Lumber & Millwork Co., Louisville, has retired 
from that concern to enter another line of 
business, and W. R. Davis will be elected to 
succeed him. 


Prospects Are Brighter 


CINCINNATI, Onto, Jan. 18.—Wholesalers 
and other hardwood lumber dealers here are 
feeling much encouraged, as already there are 
a number of inquiries, and some good sales of 
Appalachian hardwoods have been made to 
auto body builders. Prices are good, though 
quantities ordered are not exceptionally large. 
Dealers are confident that the sales to auto 
factories will be the largest in recent years. 
Sales made to date include mixed carlots of 
ash, hard and soft maple, white oak, elm, pop- 
lar and hickory. Several good sales of white 


negotiations for the investment of about $75,- 
000,000 in a unified system of freight and 
passenger terminals at Cincinnati was held 
Jan. 18. 

W. W. Schupner, managing director Na- 
tional-American Wholesale Lumber Associa- 
tion, is expected to be the speaker for the 
February meeting of the Cincinnati Lumber- 
men’s Club, scheduled for Feb. 6 at the» Cin- 
cinnati Club. 

S. P. Coppock & Sons, of Athens, Ohio, have 
just completed the installation of their new 
National dry kilns, built by the National Dry 
Kiln Co., of Indianapolis, Ind. This new kiln 
equipment replaced the dry kilns recently de- 
stroyed by fire, the rebuilding being accom- 
plished in record breaking time. 


Soft Weather Reduces Cut 


WaAuSAU, WIs., Jan. 18.—Mild weather of the 
last two weeks has slowed up logging opera- 
tions all through the northern sections of 
Wisconsin to such an extent that the winter’s 
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Service to their customers is the cornerstone of the business 
policy of the yards of the D. J. Fair Lumber Co., of Sterling, 
Kan. Known far and wide for his progressive 
merchandising methods and for his participa- 
tion in community betterment, D. J. Fair, 
head of the company, keeps this slogan in the 
foreground in his instructions to yard man- 


“Are we doing all that we 
can to serve the best in- 
terests of our customers?” 


With particular reference to the manage- 
ment of the business, Mr. Fair has a slogan 
that could be observed with profit by every 
lumberman, which is, “There is a certain 
amount of business that we are better off 


Customers 

















oak have been made to furniture factories, but 
as a rule the sales in that line have been slow, 
as the plants have not yet received their orders 
from the Chicago furniture show. Business 
from the furniture industry is expected to be 
good after Feb. 1, as dealers have already been 
receiving feelers. 

Cypress and southern pine have been rather 
quiet, although the moderate weather has kept 
pine more active than it ordinarily is at this 
season. Repair and remodeling jobs are keep- 
ing retailers fairly busy, and sales of pine 
dimension and millwork were rather heavy 
recently. Small lots of cypress are moving for 
interior trim in apartment house jobs. 

News was received here today of the pur- 
chase of the assets of the Thomas Hall Lum- 
ber Co., hardwood manufacturer, Oneida, 
Tenn., by the W. M. Ritter Lumber Co., of 
Columbus, Ohio. -The sale was made by the 
receivers of the Hall company, and the most 
valuable part of the holdings is 80,000,000 to 
100,000,000 feet of Appalachian hardwoods. 
The consideration is said to have been close 
to $500,000. 

A general celebration of the completion of 


output of logs will fall far short of the esti- 
mate made at the opening of the season. Less 
than seventy-five percent of normal will actu- 
ally be cut, and should the soft weather con- 
tinue throughout January the cut will average 
less than fifty percent of normal. This is the 
opinion held by W. B. Heinemann, of the 
Heinemann Lumber Co., this city, and other 
large operators have expressed a similar view- 
point. Local mills are running at full capacity 
and log supplies have been coming in fairly 
large quantities, due to the fact that the cold 
weather during December stimulated woods 
operations. 


Prices have shown a decided upward trend 
in all hardwood lines, especially in dry stocks, 
and the demand for dry basswood, soft elm 
and soft maple has been particularly brisk, lo- 
cal manufacturers state. There is a marked 
shortage, however, in dry basswood and the 
same condition pertains to a certain extent 
in the soft elm and soft maple lines. 

Green hemlock supplies are going to the 
paper mills again this winter, it is learned, 
and this fact is bound to have an influence 
on stock in this line when the building sea- 


cate Fair Demand and Good Outlook 


son opens in the spring. Manufacturers as a 
whole, and retail dealers in particular, are 
looking forward to a brisk movement of stocks 
with the coming of spring. 

J. S. Alexander, of the Alexander-Stewart 
Lumber Co., and Mrs. Alexander will leave 
for Florida the fore part of February. They 
expect to drive to New Orleans and then to 
take a boat to Tampa. Most of their time 
will be spent at Miami. 

Annual meetings of a number of large lum- 
ber companies will be held in Wausau soon. 
The Wausau-Southern and Marathon lumber 
companies, located at Laurel, Miss., will meet 
on Jan. 17 and 18 respectively, and the Yaw- 
key-Bissell Lumber Co. on Jan. 26. 


Market Prospects Improved 


Boston, Mass., Jan. 17.— The hardwood 
flooring market is now a little more steady. 
Sales of oak flooring are no more easily made. 
Clear plain white oak flooring, 13/16x2%4-inch, 
can be bought from a few sellers at $80.50, and 
anyone securing over $82.50 is doing pretty 
well; select ranges from $70.50 to $76; No. 1 
may be had for $49.50, but $51 is a more usual 
price. There is no vim in request for maple 
flooring. The 25/32x2%4-inch clear is offered 
at $78.50 to $83. Clear birch flooring, 25/32x 
24-inch, is also slow. Some could be had for 
$70 this week, $2 or $3 less than many manu- 
facturers are asking. Current inquiry for 
hardwood lumber has improved quite percept- 
ibly. It is stated in well informed quarters that 
stocks of consuming trades are so light that 
replenishment can not be much longer delayed. 
Prices are about as they have been, except that 
oak is rather easier. 


Start Rebuilding of Plant 


Attus, Oxta., Jan. 16—Rounds & Porter, 
wholesale lumber dealers here, whose estab- 
lishment burned several weeks ago, have started 
construction on a new and larger plant to cost 
about $250,000. The retail yard was not dam- 
aged in the fire. 





To Construct Treating Plant 


Denver, Coo., Jan. 16.—Sixty acres of land 
lying between the Burlington and Moffat rail- 
road shops, near Utah Junction, have been ac- 
quired by the National Lumber & Creosoting 
Co., of Texarkana, Ark., for the erection of a 
$500,000 lumber treating plant. 

With the confirmation Saturday of the pur- 
chase of the land by Page Harris, of Houston, 
Tex., vice president of the company, Denver 
business men conceded that not only will the 
project increase the Denver industrial payroll, 
but it will give material stimulation to the Colo- 
rado lumber industry. The plant will have an 
annual capacity for treating about 1,500,000 
railroad ties and approximately 5,000,000 board 
feet of lumber in addition. 

The negotiations for the purchase of the 
acreage were carried on by Mr. Harris and 
George E. Rex, of Kansas City, Mo., another 
vice president of the company. Mr. Rex left 
Denver a few days ago, and the final details 
in connection with the plant will be worked out 
by Mr. Harris. 

All of the old buildings of the Standard 
Chemical Co. now standing on the sixty acres 
will be razed, according to Mr. Harris, and 
replaced by other structures. A considerable 
amount of the ground acquired will be utilized 
for curing of lumber and for railroad trackage. 


The best finish for hickory is a filler, then 
a coating of floor wax, rubbed in as long as 
the arm will last. 
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Seven Hundred at Pennsylvania Lumbermen’s Meet 


[Special telegram to American LumMBERMAN] 

PHILADELPHIA, Pa., Jan. 18.—Seven hundred 
lumbermen from four States assembled in 
Philadelphia this afternoon for the thirty-sixth 
annual convention of the Pennsylvania Lum- 
bermen’s Association, at the Bellevue-Stratford 
Hotel. * The peppy business sessions and the 
unusual entertainment features have attracted 
the largest representation in the history of the 
organization. 

After receiving a cordial welcome by Presi- 
dent Luther C. Ogden and Field Secretary J. L. 
Buckley, the visitors tonight were turned over 
to the young men’s committee, who arranged a 
show in the ball room of the Bellevue. “Young 
Men’s Night” was a great appetizer for’ the 
good things that are promised tomorrow and 
Friday. The saplings of the Pennsylvania 
Lumbermen’s Association presented the “Frolic 
of Nineteen Twenty-Eight,” under the direction 
of Joe Hamilton, assisted by Bert Meyers and 
Jim Buckley. The main feature was a modern- 
ized minstrel show with the principal parts 
taken by Bert Meyers, of the Derr Lumber 
Co. ; interlocutor, Billy Davis, Miller-Robertson 
Co.; Roland Conn, Derr Lumber Co.; W. K. 
Waldis, H. B. Wilgus Co., and Joe Hamilton, 
C. M. Buzby & Sons, end men. Rene Irwin, 
of the Merritt Lumber Yards, directed the 
musical numbers. 

The educational exhibit demanded twice last 


Annual Dinner of 


Lovisvitte, Ky., Jan. 16—The Louisville 
division of the Southern Hardwood Traffic 
Association last Thursday night held its twelfth 
annual dinner at the Brown Hotel, with ap- 
proximately fifty lumbermen and lumber traffic 
representatives present, who heard excellent re- 
ports of progress from Harry E. Kline, vice 
president in charge of the Louisville office; 
and J. S. Thompson, manager of the Louis- 
ville office. There was also a very excellent 
talk from Richard M. Bean, a former flour 
miller, who for the last few years has guided 
the destinies of the Louisville National Bank & 
Trust Co., which he has greatly enlarged. 
Present also were J. Van Norman, of Louis- 
ville, general traffic counsel for the traffic body, 
and J. H. Townshend, of Memphis, of the par- 
ent office. 

Harry Kline, vice president in charge, was 
reélected for a second term as head of the 
division. Following the usual dinner Mr. Kline 
opened with a few remarks regarding the 
growth of the organization over a 12-year 
period, and the absence of many faces that 
were present in its earlier years. 


Secretary Reports on Activities 


He was followed by Secretary-manager J. S. 
Thompson, who made a detailed report of the 
many activities of the organization over the 
year, covering some sixty rate adjustments on 
logs, lumber and forest products, establishment 
of various new transit arrangements and en- 
largements on previous arrangements; twenty- 
five conferences with the carriers, billing and 
reconsigning of 1,560 cars; quoting of approxi- 
mately 70,000 rates to members etc. The re- 
port showed wonderful growth at Louisville in 
rehandling of lumber, the year showing 31,222 
cars of lumber, logs etc. had passed through 
the local market, there having been 15,303 cars 
inbound, 11,701 cars out; 3,216 cars of logs in 
and 1,002 cars out. The various rate adjust- 
ments whch covered various items from saw- 
dust to material semi-finished in the white were 
touched upon individually. There were three 
new members added during the year, including 
the Pierson-Holowell Lumber Co., Indian- 
apolis; Wells Hardwood Co., of Louisville and 


Nore: A report of the Thursday and 
Friday sessions of the annual conven- 
tion of the Pennsylvania Lumbermen’s 
Association will appear in the Jan. 28 
issue of the AmericAN LUMBERMAN.— 
Eprror. 





year’s space and included the ingenious efforts 
of thirty-seven nationally known firms with 
products distributed by lumber retailers. Every 
conceivable type of lumber and building ma- 
terial was displayed, as well as several innova- 
tions in the line of appliances for lumber yards 
and planing mills. Cooperating in the education 
exhibit are the following firms: 


- Maple Flooring Manufacturers’ Association, 
Hammond Cedar Co., National Lumber Manu- 
facturers’ Association, Bradley-Miller  Co., 
Home Builders’ Co., MacAndrews & Forbes, 
Lath Corporation of Philadelphia, Lumber- 
men’s Mutual Casualty Co., Pennsylvania Lum- 
bermen’s Mutual Fire Insurance Co., Weyer- 
haeuser Sales Co., West Coast Lumber Trade 
Extension Bureau, Insulite Co., DeWalt Prod- 
ucts Co., United States Gypsum Co., Celotex 
Co., E. L. Bruce Flooring Co., A. B. Wain- 
wright, C. C. Coolbaugh Co., Penn Lumber Co., 
Currie & Campbell, Johns-Manville Co., Ander- 
sen Lumber Co., A. I. Mitchell Bear Brand 
Shingles, Kaul Lumber Co., Southern Pine 
Association, National Gypsum Co., Masonite, 
Continental Shingle Co., Arkansas Soft Pine 
Bureau, and Arthur E. Lane. 


Presidents of fifteen local units covering 
Pennsylvania, New Jersey, Maryland and Dela- 
ware will meet in breakfast session tomorrow 
morning to make their annual report of busi- 
ness conditions during the last twelve months, 
and give their opinion of what the future has 
in store for them. 


At noon a luncheon will be tendered to the 
past presidents of the Pennsylvania Lumber- 
men’s Association, to be followed by the open 
business session. Hawley Wilbur, president of 
the Wisconsin Retail Lumbermen’s Association, 
will speak on “Utilizing Codperative Buying 
to Make Better Profits.” 

Highlights of Friday’s business sessions in- 
clude talks by Hiram Blauvelt on “New Ideas 
in Merchandising;” Stanley Gilbert, of Utica, 
N. Y., on “Codperative Second Mortgage Com- 
panies to Further Home Building;” James 
Eliason, of New Castle, Del., on “Commissions, 
Cash Discounts and Trade Discounts to Car- 
penters and Contractors,” and “Outstanding 
Merchandising Developments in the Retail 
Lumber Business in 1927,” by a speaker from 
each State represented. 


United States Senator Simeon D. Fess, of 
Ohio, is the principal speaker at the annual 
banquet Friday night. 

New officers and directors will be chosen 
Friday afternoon. 


Louisville Division of Traffic Body 


Troy, Ala., and the Turner, Day & Woolworth 
Handle Co.. of Louisville. 

Mr. Bean, the banker, discussed the relation- 
ship of the business man and his banker, in 
which he argued for the business man to take 
his banker into his confidence and tell him the 
whole story, not just the bright parts, and 
leave it for the banker to guess as to where 
the “nigger” was located in the woodpile. He 
declared that the banker was a trustee for the 
depositors, as he was lending the depositors’ 





H. E, KLINE 
Louisville, Ky.; 
Vice President 


J. S. THOMPSON, 
Louisville, Ky.; 
Secretary-Manager 


money, not merely the money of the directors 
or stockholders, which was a small portion of 
the funds that are loaned annually by the 
banker, who, when he is short of money, has 
to go to the Federal Reserve bank,~and for 
collateral has to produce paper that is recog- 
nized as worthy. He can not afford to lend 
other people’s money and take chances, there- 
fore he is referred to as the glass-eyed banker, 


and considered as hardbeiled and unsympa- 
thetic. 


J. H. Townshend, of the Memphis office, 
spoke o€ how Louisville was the first branch 
office established by the Memphis parent body, 
which had since established seven other 
branches. When the Louisville branch was 
started it was a question as to whether it could 
be a success. He invited all present to attend 
the parent organization meeting at Memphis 
on Jan. 19; and the Hardwood Manufacturers’ 
Institute meeting on Jan. 24, stating that at 
the latter matters for betterment of the hard- 
wood industry would be presented, whch weré 
creating a great deal of interest in the minds 
of the trade, as it was believed that a legal 
plan had been developed which would make it 
possible to keep the producer and trade in- 
formed more clearly on production, stocks etc., 
or supply and demand. 


Traffic Conditions and the Louisville Market 


J. Van Norman talked on traffic conditions 
and what the organization had done for the 
Louisville market, which has become a big 
rehandling market as a result of the milling- 
in-transit privilege, which has made many thou- 
sands of dollars annually for the handling in- 
terests here. 

He said that he was not at all optimistic con- 
cerning the traffic outlook, and held that the 
long haul was seriously threatened by rule-of- 
thumb ideas of putting traffic on a mileage 
stale. He declared that whereas the Interstate 
Commerce Commission was formed for the 
benefit of the shipper, today it was operated 
for the railroads, which apparently were en- 
deavoring to handle less business and make 
larger profits. He believed that lower freight 
rates were not in sight. Regarding the move- 
ment for consolidation of the railroads he de- 
clared that many unthinking shippers appeared 
to favor it but that it would reduce competition 
and result in poorer service, and remove com- 
petitive conditions which are favorable to lower 
rates. 

In conclusion he declared that the Southern 
Hardwood Traffic Association had done more 
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for the advancement of Louisville as an in- 
dustrial city than any one organization of its 
size that has ever operated in the city. 

Two former vice presidents of the associa- 
tion were at the speakers’ table in the persons 
of William I. Wymond, of the Chess & 
Wymond Co., and A. E. Norman, jr., of the 
Norman Lumber Co., and an acting vice presi- 
dent in the person of Preston P. Joyes, of 





W. P. Brown & Sons Lumber Co., who had 
charge of the meeting the year that J. G. 
Brown was vice president and unable to attend. 
A former manager of the Louisville office was 
also present in the person of R. R. May, of the 
May Hardwood Co., of Louisville. 

The financial report for the year showed 
that the organization spent just a few dollars 
more than its income for the year, the balance 


sheet being so close that it was not felt that 
it would be necessary to make any changes in 
assessments for the coming year. 





DEPARTMENT Of Commerce compilations show 
that the thirty-six wheat producing countries 
of the world in 1927 produced 3,164,000,000 
bushels as compared with 3,063,359,000 bushels 
in 1926, or an increase of 3.8 percent. 


Hardwood Traffic Association’s Annual 


Railroad Officials Discuss Earnings—Danger of General Increase Seen in 
Commodity Reductions—Secretary-Manager Reviews Year's Work 


[Special telegram to AMERICAN LuMBERMAN] 

Mempuis, TENN., Jan. 19.—W. A. Ransom, 
president of the Gayoso Lumber Co., Memphis, 
was reélected president of the Southern Hard- 
wood Traffic Association at the fifteenth annual 
meeting, which was held at the Hotel Peabody 
today. Joe Thompson, Memphis, was reélected 
vice president in charge of the Memphis dis- 
trict, and Fred M. Darnell, Memphis, was re- 
élected treasurer. Vice presidents in charge of 
the various districts were elected as follows: 


Eastern district—Ed Vestal, Knoxville, Tenn.; 
Cincinnati district—J. W. Kitchen, Ashland, 
Ky.; Louisville district—H. E. Kline, Louis- 
ville, Ky.; New Orleans district—W. H. Moy- 
man, Oakdale, La.; Chicago district—John I. 
Shafer, South Bend, Ind.; Helena district— 
W. H. Howe, Helena, Ark.; Mobile district— 
Lee Robinson, Mt. Vernon, Ala. 


Other vice presidents in charge of committees 
elected are: 

P. P. Joyes, Louisville, legislative; Paul 
Rush, Memphis, car supply; Walker L. Well- 
ford, Memphis, finance and auditing; F. T. 
Turner, Memphis, export traffic; T. E. Sledge, 
Memphis, rate book; John W. McClure, 
Memphis, rate adjustments; C. W. Parham, 
Memphis, membership. and assessments; J. M. 
Wiley, Helena, demurrage and storage; and J. 
E. Stark, Memphis, freight claims. 

Directors—(three year term) R. J. Hackney, 
Memphis; C. L. Faust, Jackson, Miss.; John 
Raine, Rainelle, W. Va.; W. B. Morgan, New 
Orleans, La.; S. A. Godman, Memphis; W. H. 
Day, Louisville, Ky.; and L. C. Hassinger, 
Konnaroek, Va. 


George F. Kerns, Chicago, was named a di- 
rector to fill the unexpired term of John I. 
Shafér, who was named vice president. 

The election of officers closed one of the most 
successful annual meetings of the association 
which was ever held and more than 500 lumber 
traffic men and railroad officials were in at- 
tendance. The meeting started with a luncheon 
at noon and was followed by the annual busi- 
ness session. 

In addition to the annual report of J. H. 
Townshend, secretary-manager, addresses were 
heard from L. A. Downs, president of the IIli- 
nois Central Railroad, and Daniel Upthegrove, 
president of the Cotton Belt Railroad. 

Mr. Downs, in his address, challenged the 
Statement that railroads of the United States 
were making large profits and showed that the 
earning power of the railroad properties was 
low, as compared with other lines of business. 
He gave figures that show the actual revenue 
that is produced on the Illinois Central Rail- 
road, and pointed out that if further reductions 
in rates on various commodities were made it 
would only be a question of time until a gen- 
eral increase in all freight rates would have to 
be made. He said that it was not coming at 
once, but urged lumbermen to be more careful 
in asking for reductions so as to bring on a 
request for a general rate increase. 

Daniel Upthegrove, president of the Cotton 
Belt railroad, made a most interesting talk, 
touching on many phases of the transportation 
situation as it affects the lumber industry. His 
address gave many facts and figures which 
were of particular interest to the hardwood men 
in attendance. 


Secretary’s Report 


J. H. Townshend, secretary-manager of the 
association, in his annual report pointed out 
the accomplishments of the organization dur- 





J. H. TOWNSHEND, 
Memphis, Tenn.; 
Secretary-Manager 


Cc. L. FAUST, 
Jackson, Miss.; 
Elected Director 


ing 1927. He said that claims totaling $216,- 
893.65 had been filed and of that amount $205,- 
358.70 had been collected. He further showed 
that 497 rate adjustments and transit arrange- 
ments had been handled by the association, 
and that 562 conferences with various railroad 
officials had been held. The statistical record 
further showed that 19,446 cars had been billed 
and reconsigned during the year; that more 
than 400,000 rates had been quoted; and that 
the various offices, in eight cities, had more 
than 804 telephone calls each working day. 
He called particular attention to a large 
number of important matters that had been 
handled. He said that for one member the 
association had successfully had canceled a 
localization bill which amounted to $16,007.37 ; 
that one important rate was restored before 
any damage had been done to shippers; that 
many cars had been diverted when customers 
were found to be bad risks, even after the cars 
had been shipped; that many members had 
been benefited personally from cars moved 
quickly during the flood of the spring; that 
many log rates had been adjusted to help 
members who had bought tracts of timber. 
He called particular attention to the revision 
in rates on forest products to Canadian points 
which affected a large number of members, 
pointing out the conferences held and the 
satisfactory arrangements that were made 
with the carriers. He pointed out that in 
this one matter thousands of dollars had been 
saved various members of the association, and 
also mentioned the good that the work had 
on the industry as a whole. , ; 
The extension of the rough material time 
limit particularly east of the Mississippi River 
was declared of particular benefit. “While we 
had previously arranged with the Interstate 


Commerce Commission and the southwestern 
lines to publish a rule in the rough material 
tariffs providing for an extension in the rough 
material time limit to eighteen months, where 
necessary,” said Mr. Townshend, “we en- 
countered a great deal of difficulty in secur- 
ing the same privilege in territory east of the 
Mississippi River. We appeared before the 
eneral traffic committee of the Southern 
‘reight Association in August in support of 
this proposition but it was disapproved. It was 
then necessary for us to appeal to the execu- 
tive officers of the carriers operating rough 
material rates, as a result of which all of 
them decided to publish the rule providing 
fer the time limit extension, and tariffs were 
issued accordingly.” 

A number of matters pertaining to switch- 
ing were also mentioned in this report, and 
stress was laid upon the holding of the pres- 
ent switching rates on the Mobile & Ohio Rail- 
road, which threatened to cause considerable 
trouble to the industry as a whole. Mention 
was also made of the proposed advance in 
rates from points in Louisiana to New Or- 
leans, Lake Charles and other ports for both 
export and coastwise movement, and how 
this advance was opposed successfully by the 
association in the interests of the industry 
as a whole. Mr. Townshend also spoke of 
the reduction of the cooperage stcck rates to 
the Pacific coast to the lumber basis, a rate 
problem which had been up for consideration 
for many years before finally settled. 

Mr. Townshend mentioned a large number 
of transit matters that had come before the 
association during the last year, any of which 
would have seriously handicapped a large num- 
ber of shippers, and how the work of the 
employees of the association had handled these 
matters always for the hest interests cf the 
udustry. He also pointed out a large num- 
ber of rate cases that had been handled by the 
association during the last year, showing how 
they affected each and every member of the 
association. : 

Mr. Townshend’s report was issued in 
printed form and he gave only a few excerpts 
of it in his talk. Copies of the report 
were given to all in attendance so that they 
may be placed on file in the offices of associa- 
tion members. At the conclusion of the re- 
port an appendix was printed which gives a list 
of the many rate adjustments obtained during 
the year, and the sections that were affected by 
the rate adjustments. 

Mr. Townshend gave only a resumé of the 
work done by the association during the last 
year, and did not attempt to go into the prob- 
lems that will confront the industry during 
1928. He made no prediction as to the probable 
outlook for the new year, but closed by thank- 
ing the various railroad officials for their cc- 
operation during 1927, and urged that this co- 
operation be continued throughout the new 
year. He also thanked all the officers uf the 
association and all the employees, pointing 
out how a report of this kind would have 
been impossible had it not been for the co 
operation of all concerned. 

J Norman, general counsel for the as- 
sociation, of Louisville, Ky., made a shert talk 
on the transportation situation. 
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MINNEAPOLIS, MINN., 
Jan. 17.—The  thirty- 
eighth annual conven- 
tion of the Northwest- 
ern Lumbermen’s Asso- 
ciation opened this 
afternoon in a cheerful 
but seriously construc- 
tive mood. The usual 
crowds of dealers from 
Iowa, Minnesota and 
the Dakotas are present, 
and the big ballroom of 
the Nicollet Hotel was 
filled to capacity, with 
many men_ standing. 
The mercantile display 
at the West Hotel is 
probably the largest and most instructive in 
the long history of the association. 

At 2 o'clock, following the singing of old 
songs by the Crinoline Trio, Secretary W. H. 
Badeaux introduced Squeal French, of the 
French Lumber Co., Hawarden, Iowa, who re- 
cited a poem written by himself, entitled “The 
Forest Giant.” 


Mr. Badeaux then quoted Ketridge’s state- 
ment that the association has ample talent 
within its own ranks to put on a most instruc- 
tive convention and stated that, with the assist- 
ance of a few outsiders, if they could be called 
such, the Northwestern was producing its meet- 
ing with its own speakers. He then introduced 
the president of the association. 


President’s Address 


President Warren S. Richardson, of Clarinda, 
Iowa, in his address as chief executive, made 
a brilliant study of The New Competition, 
referring to articles on that subject by 
O. H. Cheney, of New York, that have 
been published in Nation’s Business. Times, 
he said, have changed, and we are living 
in a new era; and one of the vital changes for 
the retail lumberman is the new competition 
that is deeply rooted in the fundamental 
tendencies of the economic life of the world. 
One active force is distributive pressure; striv- 
ing for greater volume of sales and for more 
direct outlets. It may try to create new mar- 
kets by advertising, or it may try to eliminate 
the wholesaler or the retailer. Productive 
capacity and new markets are both increasing. 
Industries grow great, and the machines must 
be fed if the industry is to survive. 

The weapons of the new competition are not 
the weapons of the old. Codperative advertis- 
ing is growing; but great and resourceful as 
advertising and merchandising are, they are not 
the only weapons in the armament of the new 
competition. The old methods, like the old 
warfare, were in the open. The newer ones are 
indirect and more sweeping. Instalment selling 
is one phase. It is not an isolated or freak 
development but is being used deliberately and 
on a scale not formerly considered possible. It 
was first developed in the motor field to meet 
the challenge of a well known manufacturer 
who offered his product at low prices. He at- 
tempted to put his cars within reach of almost 
every one, and his competitors met this chal- 
lenge by instalment selling; for they knew that 
the average American considers future pay- 
ments a long way off. 

Every governmental department is a battle 
ground of the new competition. Legislation, 
regulation, rate making and research are the 
weapons involved, and many industries owe 
their prosperity to a strategic use of them. 
Farmers are trying to invoke Federal aid. 
Think what Federal aid to highways has meant 
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to automobile makers, road builders and pro- 
ducers of road-making materials. What are 
rate hearings before the Interstate Commerce 
Commission or what are tariffs but moves in 
this great warfare? 


Inter-commodity Competition 


Inter-commodity competition is the most spec- 
tacular. Consider the great war on the dining 
room table. Shall we have prunes or oranges 
or pineapple, sauerkraut or olives or macaroni? 
A given man can eat but a limited amount of 
food. Which shall he choose? Shall he eat 





Remodeling and Repairing 
Campaign 


By A. L. Alcorn, Iowa Builders 
Supply Co., 
Cedar Rapids, Iowa 


When this subject was assigned to 
me I felt the responsibility of covering 
it as thoroughly as my knowledge and 
experience would permit, so | made a 
number of notes of some of the things 
1 wanted to mention. After | was 
ready to compile that information into 
a presentable form, the first thing | 
did was to remodel and repair those 
notes, making additions of information 
gained from other sources in order to 
establish a foundation on which I could 
build up an argument in favor of the 
subject. 

Remodeling and repairing are not 
a new issue in the retail lumber busi- 
ness as buildings have been remodeled 
and repaired from the time the first 
structure was built, but remodeling and 
repairing are a big issue with the retail 
lumbermen and | feel that it has been 
sadly neglected by the industry as a 
whole. 

There are various reasons why this 
part of our business has been neglect- 
ed, and | think the most important 
reason is the fact that we, as retail 
lumber dealers, have failed to appre- 
ciate the volume and amount of busi- 
ness there is to be obtained along that 
line. In our endeavor to get more 
volume we feel that a new building 
will mean more business for us than a 
remodeling or repair job, and we are 
content to pass up the subject of re- 
modeling and repairing and let the old 
building stand as it is until it reaches 
the point where it must be replaced 
with a new building; and we are 
fortunate enough to still be in business 
at that time, we may thereby obtain 
that volume that we had our eyes on 
several years ago. 

But, on the other hand, circum- . 
stances may be. such that we may not 
sell that new house job, and we have 
passed up a golden opportunity and 
sacrificed additional business as well as 
profits by not encouraging the custo- 
mer to remodel or repair when he was 
ready. 


Neglecting a Big Volume of Business 


The majority of the lumber business 
that is handled through our own par- 
ticular yards is for remodeling and re- 
pairing (although it is not due to any 
campaign for that purpose), and I be- 











himself to the point of exhaustion, or shall he 
let the fruit growers, wheat raisers, meat pack- 
ers, fishermen, milk producers and the rest, in- 
cluding the retailer, go broke? ’ 

What can trade associations do about inter- 
commodity competition? Codperative advertis- 
ing is the first answer. Let’s make a big ap- 
propriation to make the country moth-ball 
conscious. But when the business world begins 
to take a method for granted, that is the time 
to analyze it critically. Trade associations in- 
augurate a cooperative advertising campaign— 
and forget it. They expect that with no further 
effort on the part of the individual member 
their plants will soon be running night and day. 
But a premature, vaguely understood campaign 
of this kind is worse than none. Trade as- 
sociation advertising is not a way of getting off 
cheaply, whereby each member contributes a 
trifle and gets an enormous return. It is not a 
substitute for individual advertising. It must 
be actively hooked up with individual merchan- 
dising effort. 

But the new competition warfare can not be 
fought with a single weapon. To advertising 
must be added research to develop new mar- 
kets and new uses and lower prices. Inter- 
commodity competition is largely price com- 
petition. If meat gets too high in price, people 
eat eggs and cereals. If brick goes too high, 
people build with lumber. Hence it is vital 
that research tell us how to bring our prices to 
the lowest level consistent with a fair profit. 
There are dozens of ways in which an associa- 
tion can aid in doing this. 


Meeting Inter-industrial Competition 


Inter-industrial competition is more difficult 
to meet. Other and apparently unrelated in- 
dustries are encroaching. If other articles be- 
come more attractive to the buyer, your articles 
must be made more attractive. Distribution 
systems and methods of merchandising must be 
watched constantly. You must see to it that 
other things are not easier to buy than the 
things you have to sell. There are limitations 
to this. The easier it is to sign on the dotted 
line, the harder it may be to make the signature 
mean anything. 

There are hundreds of unsolved problems 
which are practical business questions and not 
matters of ethics. The new methods are not 
necessarily fraudulent. They can not be fought 
by means of indignant resolutions or appeals to 
legislatures. Such resolutions and appeals faii 
of the real ends, and yet trade associations keep 
on “resoluting” against the new competition. 

Is this competition unfair? If so, the point 
where it becomes so is vague. But the new 
competition was unrecognized until those suffer- 
ing from it began to feel it as unfair. Some 
people suffer; but does that prove unfairness? 
To what extent are ability, foresight, enterprise. 
ingenuity, influence or good fortune unfair? 

The questions within the industry can be 
solved only by the industry as a whole. Inter- 
distributer competition often becomes bitter ; 
but these differences must be quieted if the in- 
dustry is to meet the more serious inter-com- 
modity competition. That which benefits one 
benefits all, and all should contribute to that 
end. But every effort demands strong trade 
associations. In too many associations the sec- 
retary’s salary is in the nature of alimony paid 
by the members to be let alone. The disorgan- 
ized association has not a chance. Each as- 
sociation should have a standing committee on 
the new competition;.a board of strategy for 
the industry as a whole. The work of these 
boards of strategy will grow bigger and bigger. 
The only answer to the new competition is the 
new cooperation. 
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Committee Appointments | 


Secretary Badeaux then announced the fol- 
lowing committees : 

Nominations—George M. Livengood, Dodds 
Lumber Co., Omaha, Neb.; Henry Wormhoudt, 
Ottumwa, Iowa; Ward Lucas, Winona, Minn. 

Resolutions—Thad. G. Dolliff, Dolliff Lum- 
ber Co., Minneapolis; J. A. Lloyd, Thompson 
Yards (Inc.), Willmar, Minn.; Joe L. Dahl, 
Thompson Yards (inc.), Fargo, N. D.; N. S. 
Coffin, Interior Lumber Co., Minneapolis; W. 
F. Stewart, Thompson Yards (Inc.), James- 
town, N. D.; T. B. Anderberg, Thompson Yards 
(Inc.), Aberdeen, S. D.; Thomas C. Fortune, 
Joyce Lumber Co., Omaha, Neb.; O. L. Light- 
ner, Floete Lumber Co., Spencer, Iowa; John 
W. Mericle, Mericle Lumber Co., Montevideo, 
Minn.; Frank E. King, King Lumber Co., 
Grand Rapids, Minn. 

Auditing—Roy W. Denniston, Denniston & 
Partridge Co., Newton, Iowa; S. Vetter, 
Central Lumber & Coal Co., Ft. Dodge, Iowa; 
George S. Hage, S. Hage Lumber Co., Madelia, 
Minn.; Horace H. Lampert, Jake Lampert 
Yards, St. Paul, Minn.; M. Leachman, Leach- 
man Lumber Co., New Virginia, Iowa. 


The secretary read telegrams of greetings and 
good wishes from the Nebraska Lumber Mer- 
chants’ Association and the American Fair 
Trade League. 


Growth in Membership 


The treasurer, John V. Dobson, was ill, and 
his report was passed over. Mr. Badeaux called 
attention to his report, a booklet of some 60 
pages and added but few details to the state- 
ments contained in it. He recalled the fact 
that in 1922, when he became secretary, the 
association had reached 58 percent of the pos- 
sible membership in its territory and that in 
1927 it had increased its membership to 72 per- 
cent of the possible total. During 1927, 260 new 


members had been received; and the secretary © 


expressed his own and the association’s thanks 
to the directors and members who had carried 
on this membership campaign. 


Retailer Contact with Farmer 


Dr. H. B. White, agricultural engineer, Uni- 
versity of Minnesota, then spoke on “What the 
Retailer Should Keep in Mind in Talking to 
Farmers.” Prof. White mentioned the farmers 
and their wives gathered at the university farm 
at this time, attending the home-makers’ short 
course. He congratulated the dealers on the 
fact that they number among their customers 
these progressive farmers who are anxious to 
improve their methods. These farmers are 
following sound ways of handling their finan- 
cial problems and are able to buy good building 
materials. He congratulated the farmers on 
having the support and assistance of dealers 
who are studying farm needs and are furnish- 
ing them with the means for constructing 
modern farm factories. He stated that in his 
opinion lumber dealers and hardware dealers 
are the natural farm engineers and that these 
dealers will see the wisdom of perfecting their 
knowledge of practical agricultural engineering. 

Statistics show that farmers of Minnesota 
have about doubled the value of their buildings 
per farm in ten years. But the total represents 
only about 15 percent of the value of the farms, 
which is such a low valuation that it is ap- 
parent the farmer has not been a good buyer. 
He needs better buildings to be a better pro- 
ducer. A good workman needs good tools. 
Dr. White mentioned that some economists 
have been urging farmers not to invest their 
money at this time in buildings. This, he 
thinks, is bad advice. A proper investment in 
buildings, far from being lost money, is the 
thing that will make farms really profitable. 
Many farmers have in the past depended upon 
the increase of land values for their profits. 
This, he thinks, will not be so true in the 
future. Farmers will look to the actual pro- 
ducing value of the farm property. Business 


management is entering into the problem in 
larger and larger measure. The modern farmer 
wants a modern house, and he doubtless will be 
a better buyer in the future. He has many 
management problems to answer, and the lum- 
ber dealer can, if he will, fit himself to aid in 
answering them. 

Many a farmer drives up to his farm home 
in an automobile that has a power-driven 
ventilating system, an efficient heating system, 
an electric light system. He goes into a build- 
ing that is poorly ventilated and is heated by 
a primitive stove. He lights a kerosene lamp 





lieve I am safe in saying that this con- 
dition is true in the average small town 
yard. If it is true, then we are ne- 
glecting the bigger end of our business 
when we fail to encourage the remodel- 
ing and repairing of the vast number 
of buildings throughout this country 
that are in a bad state of depreciation 
at this time. 

This country has been experiencing 
a period in which building is noticeably 
slowing up. The actual volume of 
business going through the dealer's 
hands has been decidedly off. In early 
June it was reported that the building 
industry had almost caught up with 
the shortage of homes and that the na- 
tional business structure was in dan- 
ger of being seriously affected, but re- 
modeling and repairing have saved the 
building industry. 

A lasting market has been created. 
We know that recent rapid advances 
in architectural styles, health, social, 
and other standards have been so 
marked that homes built only a short 
time ago are now obsolete and un- 
satisfactory to the average housewife. 
No home can be built to the owner's 
complete satisfaction, and it is only a 
question of time until the owner will 
be ready to make some improvements. 

In the past remodeling or repairing 
unfortunately appeared to be a for- 
midable problem that the average home 
owner hesitated to undertake without 
guidance. Fortunately, however, many 
owners of obsolete homes have been 
shown the relative simplicity of not 
only making their homes new again 
but modern and up-to-date as well. 
Perhaps the most effective method by 
which this has been accomplished has 
been with the aid of the camera. Good 
photographs have been taken of both 
exteriors and interiors of old-fashioned 
and worn-out homes. With this as a 
guide, skilled artists were employed to 
show the proposed remodeling plan. 
Needless to say the prospect was easily 
interested when he could see how his 
home might be made modern and could 
tie in the cost with the picture. 


How to Obtain Results in Remodeling 
Campaign 

Just how we can obtain the best re- 
sults from a remodeling campaign is a 
problem that each individual dealer 
must solve for himself. There are fac- 
tors that must be considered in con- 
nection with a campaign of this kind, 
and there are others equally important 
but all of which center about the finan- 
cial ability of the town or its home 
owners to remodel. 

In the promotion of a remodeling 
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and works in a light 
that makes him only 
about 70 percent effi- 
cient. 

“My faith in the in- 
ventors, manufacturers, 
engineers and dealers is 
such,” Dr. White said 
in conclusion, “that 1 
do not believe such con- 
ditions will continue 
for long. May you 
have the vision and the 
faith to help bring these 
new conditions to a 
wonderful reality. My 
slogan for you _ is, 
‘Build well when you 
build.’” Secretary Badeaux stated that the as- 
sociation is working actively with the university 
to help promote better farm buildings. 


National Trade Extension Program 


John M. Gibbs, trade extension manager, Na- 
tional Lumber Manufacturers’ Association, pre- 
faced his address on the lumber manufacturers’ 
trade extension program by a number of 
pointed and amusing stories. 

Important plans of specific benefit to retailers 
are being formulated by the trade extension 
committee, said the speaker, with a view to 
stimulating the use of lumber in remodeling 
and small house construction. There is also 
in prospect for 1928 a comprehensive sales 
plan, including codperative and joint advertis- 
ing, whereby the retailer will be brought in 
direct contact with the home builder through a 
series of cooperative projects now under process 
of development. “The details of this plan will 
be made known if and when they meet the 
approval of the retail associations,” said Mr. 
Gibbs, continuing : 

The retailer can help this campaign along 
by entering whole-heartedly into the spirit of 
the movement and cooperating to fullest extent. 
The biggest thing we hope to accomplish in 
this campaign is to get the manufacturer, the 
wholesaler and the retailer pulling together 
for more profitable lumber markets. After all 
that is what we all are interested in. The 
retailer can help also by helping to educate 
his trade to understand and appreciate lum- 
ber and to distinguish between good and bad 
lumber. A truly profitable, permanent busi- 
ness can be built up only by selling good lum- 
ber. The progressive dealer knows that he 
can not hold forth price advantage as an in- 
centive to buy lumber, because the public 
nowadays is interested more in maximum per- 
formance than in minimum cost, 
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Mr. Gibbs, after reviewing the economic 
conditions which led up to the organization 
of the trade extension movement, outlined the 
ways and means by which the work is being 
and will be conducted. “We are working to 
arouse the public to a livelier interest in and 
a greater appreciation and better understanding 
of wood,” he said. “This campaign is uniting 
the lumber industry in all its branches for 
greater and more complete service to con- 
sumers. It is furthermore paving the way for 
the perpetuation of our forests by making it 
profitable to grow trees because it makes lum- 
ber markets profitable and stable.” 

The speaker continued: 

Aside from these important phases, the 
trade extension movement is a movement to 
sell more and better lumber. In order to do 
this we must cease taking lumber for granted. 
The public no longer takes lumber for granted. 
The lumberman today must actually sell his 
product, for he finds himself in competition 
with a variety of products, even though many 
of them may be but fleeting fads, 

The public nowadays is enlightened and dis- 
cerning. It wants facts, not guesses; per- 
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formance rather than promises. One of the 
important phases of the trade extension move- 
ment involves the ascertainment of facts and 
their dissemination among producers, distrib- 
uters and consumers. 

We are beginning national advertising, and 
contemplate cooperative advertising, jointly 
with retail dealers, including diversified sales 
helps. Our present plans call for an expen- 
diture during 1928 of $300,000 for advertising. 
Of this sum we propose to spend $60,000 in 
farm journals, because farmers are great lum- 
ber users, taking about 40 percent of our 
annual output. That campaign will soon be 
under way. We believe the period of agri- 
cultural depression is at an end, and farmers 
will soon begin making long-deferred renova- 
tions in which lumber will play an important 
part. 

Mr. Gibbs stated in this connection that the 
advertising budget calls for the expenditure of 
$50,000 in the preparation of material in con- 
nection with a proposed retail dealer service 
bureau. 

Referring to the recent slogan contest, the 
speaker attributed its enormous success in great 
measure to the enthusiastic codperation of ap- 
proximately a thousand retail dealers, who 
made the contest the subject of local adver- 
tising. 

“This campaign,” concluded Mr. Gibbs, “is 
costly, but we believe it worth while. Whether 
our faith in this is well placed depends largely 
on teamwork from all concerned in the sale 
of our product. With this teamwork forth- 
coming, the trade extension movement will cer- 
tainly prove the greatest thing in the lumber 
industry, meaning bigger sales, more satisfied 
customers, permanent markets, more profits and 
larger dividends. The manufacturer, retailer 
and consumer will share alike in the benefits 
resulting from a wider and more intelligent 
use of lumber.” 

Inspiring Address on Salesmanship 


The final address of the afternoon was by 
W. E. Bilheimer, president of the Merchants 
Life Insurance Co., Des Moines, Iowa, on 
“Salesmanship.” This was an inspirational 
address, and no digest could carry the charm 
and power of the presentation. 

If you want to build up sales, Mr. Bilheimer 
said, you must first build up your man. In 
every man is hidden championship stuff; and, 
used correctly, it will make him a hero. There 
are two kinds of people; not good and bad, 
for the good are half bad, and the bad are half 
good. These two kinds are the leaners and 
the lifters. A sales manager is not fit to direct 
salesmen unless he is fit to be their guide, phil- 
osopher and friend. American commercial 
supremacy depends upon the quality of Ameri- 
can salesmanship. Salesmanship is common 
sense in action, and plain common sense is re- 
markably uncommon. Character is the big at- 
tribute. An honest desire to serve the world, 
by means of the goods sold, springs from char- 
acter. Ability to work hard and an understand- 
ing of the value of time are valuable to a 
salesman. He needs vision. Most men have 
views instead of vision. A successful business 
man once said that the secret of success is 
simple. It consists of writing a plus after each 
twenty-four hours. 

At the close of the session the attendance 
prize went to H. E. Watts, Clear Lake, Iowa. 


WEDNESDAY MORNING 


At the opening of the morning session Sec- 
retary Badeaux called attention to the fact that 
F. H. Henry, of Belle Plaine, Iowa, who has 
attended all but two of the Northwestern’s con- 
ventions in the last 37 years, was ill and un- 
able this year to be present. At the direction 
of the convention the secretary sent the well 
loved veteran a telegram of good wishes. 

This session was devoted to the opening and 
discussing of practical retailing problems; and 
the first subject raised was the matter of sell- 
ing homes complete. 

“A family that owns its home,” said J. D. 
McCarthy, of Milligan & McCarthy, Missouri 
Valley, lowa, “takes a pride in it, maintains 
it better, gets more pleasure out of it and has 
a more wholesome, healthful and happy atmos- 
phere in which to bring up children.” 


A home owner, he went on, has a construc- 
tive aim in life. He works harder, spends his 
leisure more profitably and is more apt to save. 
So when a dealer induces his friends to become 
home owners he does them a favor. But the 
effective ways of such persuasion change from 
time to time, and dealers must look to their 
methods. They are facing new lines of compe- 
tition undreamed of by their fathers. Motor 
cars, radio and the like are attractive to the 
prospective home owner, and manufacturers of 





campaign different sales methods must 
necessarily be applied to different in- 
dividual prospects, all based upon the 
financial ability of the prospect to re- 
model. In other words, one prospect 
whose home needs remodeling may be 
abundantly able to pay for the rebuild- 
ing of his home, while another whose 
home is equally in need of remodeling 
may be unable to afford a sleeping 
porch. 

There is, however, one way for the 
dealer to get maximum results in the 
way of actual cash from a remodeling 
campaign in his town and that is by 
adopting the method of a certain 
dealer who ran special sales of ma- 
terials for remodeling and repair pur- 
poses. He started it early in the year 
with red cedar closet lining and sold 
lots of that product. The closet lining 
called for cedar shelves and cedar- 
lined doors so he had a campaign on 
those products. With that field de- 
veloped, he started pushing %-inch 
oak flooring to be laid over old floors. 
The first customer was so elated with 
her new floors that she created several 
prospects among her visitors. Before 
that campaign had ended this dealer 
started on insulating material and sold 
a large quantity of it, not only for in- 
sulating purposes but for carpet lining 
as well. Then he specialized on wall 
board and pushed it successfully, not 
only for new walls and partitions in 
the home, but for display windows in 
the stores etc. From time to time, he 
specialized on each line of material 
carried in stock, the cardinal point 
being that one material—one little 
added touch to the home—suggests 
another. The method employed by 
this dealer enabled him to make nor- 
mal profits in spite of the slump in 
new building. 

The American Lumberman has de- 
voted considerable space in its columns 
during the last few years to the sub- 
ject of remodeling and repairing, en- 
deavoring to awaken the retail lumber 
dealer to a realization of the impor- 
tance of this subject. You may have 
read some, or possibly all, of those 
articles appearing in that journal, but 
I think some of them are worth re- 
porns and | will touch on them light- 
y- 

Campaigns Told of in American 

Lumberman 


In 1926 the Beatty Lumber Co., of 
Morris, Ill., went into the remodeling 
game, selling two or three shingle 
jobs. Realizing the possibilities of a 
campaign for remodeling old houses 
they advertised shingles for that pur- 
pose in their local paper in the fall. 
The following spring they noticed the 
results of that advertising as it devel- 
oped a large number of remodeling 
jobs for them this year. In several 
cases, besides re-covering the walls 
with shingles, the exterior of the house 
was improved and modernized by a 
new porch, entrance, sun parlor, or 
other features that would add beauty 
as well as utility. Mr. Beatty says his 








_associations. 





these things are exerting every effort to make 
these things easy to buy. Advertising, sales 
methods and deferred-payment plans are used 
with energy and skill. They compete for the 
customer’s dollar, not only with lumber dealers 
but also among themselves. The statement is 
made that during the last five years the kinds 
of automobiles have been reduced in number 
from 284 to 44. While this figure may not be 
exact, it will indicate the keenness of compe- 
tition in the motor car field. And this~keen- 
ness of competition extends outside the motor 
car field and takes much of the customer’s dol- 
lar that should go for new houses. 


A number of antidotes have been suggested ; 
but perhaps the most promising is selling the 
house complete. There are four steps. First, 
selling the idea;- second, offering a plan serv- 
ice; third, financing, and fourth, building. 


House Is Modern Unit of Sale 


It is more logical to buy a home complete 
from a reputable dealer than to deal with sev- 
eral contractors of doubtful knowledge or re- 
sponsibility. It is the way we buy a suit of 
clothes; but because it has been customary to 
buy a house from many different dealers and 
mechanics it will take time and education to 
change the custom. Once the idea and the 
desire are established it will be necessary to 
aid the prospect in getting the home best suited 
to his needs. Know how much money he can 
spend, find out the general type of building he 
desires and then show him not too many plans 
of this favored type and size. A dealer will 
have no trouble hooking up with a reputable 
plan service; but he must be sure it is modern 
and then keep it up to date. Northwestern 
dealers can hardly do better than to use their 
own association service. 

Only about 12 percent of the homes built in 
the United States are paid for at the time of 
completion. Hence the dealer must devise some 
method of financing his customers. He is 
forced to this by general practice in compet- 
ing lines. This can be done by private money, 
or through local banks or building and loan 
There are companies offering 
amortized loans for the building of homes. 
Each dealer must select the means best suited 
to local conditions. The fact is clear that as- 
sistance in financing is part of selling the home 
complete. 

Building can be done without entering ac- 
tively the contracting field. The figures of 
competent carpenters, plumbers, painters and 
the rest can be secured; and in this way, once 
the system is established, the dealer makes 
allies of these men. They find that he is fur- 
nishing them jobs and that they have no 
trouble collecting when the work is done. 


Advantages of Selling Homes Complete 


Mr. McCarthy stated that his company had 
been using the plan for three years, and in that 
time he has sold 21 homes complete. The 
owners are more than satisfied. Among the 
advantages are: First, having something con- 
crete and tangible to sell; a home and lot in- 
stead of just loads of lumber. Second, elimi- 
nation of destructive price-figuring. Third, 
gaining the good will of the building mechan- 
ics. Fourth, making collections easier. And 
fifth, performing a service to customer and 
community. 

Hugh Harrington, of North English, Iowa, 
asked Mr. McCarthy the size of Missouri Val- 
ley, and how he used his method in dealing 
with farmers. Mr. McCarthy gave the size of 
his town as 4,200; a railroad town. Many of 
these deals have been made with railroad 
people. The method has not been much used’ 
in the country, though just recently the com- 
pany has sold a barn on this basis. In answer 
to a question about the method of financing, 
Mr. McCarthy stated it was done through a 
mortgage company and also by means of 
private money. There is no fixed rule about 
the size of the first payment. It ranges from 
15 to 50 percent, depending on conditions and’ 
the moral risk. Sometimes the building site 
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js financed, but usually the customer owns his 
lot and has some money in addition. The com- 
pany has ~ never carried a second mortgage. 
Once the service is known, the company can 
choose its risks from many willing prospects. 
Not much time is needed to superintend build- 
ing erection. Contractors are reliable. But 
the company does plan to see the building fre- 
quently. While the company does have to 
stand back of the first mortgage, the fact re- 
mains that every yard has at least one big job 
it wishes it could change from an open book 
account to a note and mortgage. 

G. D. Rose, Dubuque, Iowa, suggested that 
a contract for a deed is better than a mortgage, 
since it is easier to get possession of the house 
in the event of failure to pay. If a man has 
$1,000 and wants a $5,000 house, Mr. McCarthy 
said, unless he is an unusually good moral risk 
he is not taken on. President Richardson 
stated that his company used the building and 
loan and found that carrying second mortgages 
is safe, since these mortgages are cared for by 
the early payments and are usually not large. 
He told of getting one man started to building 
who had no capital. This man has since built 
four houses, selling the earlier houses at a 
profit. Several objections were raised from the 
floor; such as the case where contractors are 
reliable and able to figure bills accurately and 
who might think the new move an invasion of 
their field. Mr. McCarthy replied the plan was 
not a cure-all and had to be used in a common- 
sense way. 


Developing Re-roofing Business 


The next subject discussed was re-roofing. 

“The subject of re-roofing has not been 
taken very seriously by the average lumber- 
man,” said E. C. Eby, of Chicago. 

The average lumberman feels that new 
houses are his source of profit. But the 
smaller towns are now pretty well built, and 
new construction no longer is sufficient to pay 
the lumberman a satisfactory volume of profit. 
Other fields of revenue must be cultivated. A 
lumber business is or should be a department 
store of building materials and service, and 
each department should pay its way. 

Mr. Eby suggested that some time be spent 
looking at reofs in the town. Nature, he said, 
fights roofs day in and day out; and the older 
the town the greater the volume of roof repair 
needed. No part of the business offers greater 
potential sales. People can live in unpainted 
houses, but they can not live in any comfort 
under a leaky roof. 

Much roofing business has been taken from 
local dealers by traveling companies. These 
companies solicit from house to house, paint 
an attractive word picture and get the busi-’ 
ness. Many of the houses for which new roofs 
are sold in this way did not need re-roofing 
at the time. The sales are made by romantic 
stories of the improved appearance of the 
house. In few, if any, cases do the prospects 
discuss the matter with the local dealer before 
making the purchase; and this indicates that 
local dealers have not taken the trouble to 
establish themselves as roofing specialists and 
authorities. Most of these traveling roofers 
ask and get high prices; often as much as 40 
percent more than the local dealer would have 
charged. 

This is a profitable field for the local dealer 
to cultivate; but he must cultivate it. Let the 
dealer list the roofs that need replacing and 
then approach the owner in a proper but per- 
sistent way. He should not be reluctant with 
his services. Let him impress this service upon 
his community so that when roofs are needed 
or even mentioned, his name will come to mind. 

Secretary Badeaux mentioned an instance 
known to him of such a sale easily made by 
a personal call. 

ions Benz, of Sioux Falls, told of suggesting 
to his contractors that they ring a few door 
bells in an effort to secure re-roofing jobs. 
They did not like the idea. So after consult- 
ing with them his company put in a roofing 
department with a roofer in charge who makes 
sales and does the application. This has 


worked satisfactorily, and the contractors who 
don’t care about roofing jobs give the company 
a good many tips about prospects. H. S. 
Wormhoudt, of Ottumwa, Iowa, mentioned the 
possibility of hiring one or more salesmen of 
the traveling roofers. They have information 
and understand how to make these sales. 


Remodeling Old Homes 
A. L. Alcorn, of Cedar Rapids, then spoke 





+ 
company realized the fact that there 
are nine prospective customers for re- 
modeling work to one prospective 
home builder, and it went after the 
remodeling business. 

In Dixon, Ill., seventy-six old homes 
have been remodeled within the last 
year. In DeKalb, Ill., a large, plain, 
one-family house was remodeled into 
a two-apartment building, increasing 
the rental return from $30 to $90 a 
month. 

In Decatur, Ill., a cooperative news- 
paper advertising campaign, sponsored 
and promoted by the two daily news- 
papers and participated in by the local 
lumber dealers and other local mer- 
chants and business interests desirous 
of encouraging the remodeling of old 
homes, enabled one of the lumber 
dealers during the first three months 
of the campaign to increase this re- 
modeling business 156 percent over 
the corresponding period of the pre- 
vious year. 

In Bradford, Pa., a modernizing or 
remodeling campaign was begun in 
earnest some time in 1926 and it con- 
tinued through 1927 with little, if any, 
interruption of activity, all of this 
being due to getting one or two re- 
modeling jobs started; and it then de- 
veloped into a case of where the crowd 
followed the leader. 


Suggested Methods of Remodeling 


A few of the ways in which a build- 
ing can be modernized or remodeled 
are as follows: 

Re-roofing. 

Laying hardwood flooring over old 
floors. 

’ Insulating attic and ceiling. % 

Insulating garages, poultry houses 
or hog houses. 

Partitioning off basement into fruit 
room, laundry room etc. 

Partitioning off attic into store room, 
child’s play room etc. 

Replacing out-of-date porches with 
modern ones, or a modern entrance 
without porch. 

Adding new built-in features such as 
breakfast nooks, ironing boards, tele- 
phone cabinets, china cases, kitchen 
cupboards etc. 

Installation of bath room or addi- 
tional bedroom. 

Addition of a sleeping porch or sun 
room. 

Overcoating the outside of the 
building with good shingles. 

’ Replacing the old style door with 
a modern one. 

Installing modern interior trim for 
the old style fancy woodwork. 

Substituting twin or triple windows 
for the small single windows in order 
to obtain more light and get better pro- 
portion. 

Replacing the old style fancy outside 
cornice trim with the more modern 
plain cornice. 

Changing the old parlor and sitting 
room into a modern living room. 

Most any of the above alterations 
or remodeling suggestions calls for ‘ad- 
ditional improvements as well as the 











on the subject of “Remodeling and Repairing 
Campaigns.” [Mr. Alcorn’s address, in full, in 
this issue begins on page 58.—EpiTor.] 


O. T. Barry, of Cedar Rapids, told of in- 
stances in which old houses had been changed 
into apartment houses yielding eight or ten 
times the former rental. He suggested a 
hook-up between insulation men and shingle 
men in this remodeling idea, to cover old houses 
with insulation and shingles. He stated that 
working out suitable plans for remodeling was 
one of the very interesting parts of the lumber 
business. Sales resistance is very slight and 
usually consists merely of financing problems. 
He told of finishing a playroom in his own 
attic and, on the strength of this experience, 
selling a similar job to an acquaintance, 


Developing Winter Sales 


_ The final question raised at the morning ses- 
sion was in regard to winter sales. This was 
discussed by J. A. Lloyd, of Willmar, Minn. 

The winter months in the Northwest are 
long, Mr. Lloyd said, and after inventories are 
taken a lumber dealer is apt to slacken up. 
He has done this for years until it has become 
a custom. But it is an unnecessary custom, 
for plenty of lumbermen do succeed in keeping 
a good volume of sales going in winter. Deal- 
ers are often urged to go into the country and 
solicit business. But, aside from certain other 
considerations, this is usually too expensive 
when measured in the restilts secured. How- 
ever, there are other ways. Every dealer does, 
or should, sell coal. It is a profitable line if 
managed in the right way, and it brings people 
into the yard to whom other items can be sold. 
Selling is a matter of suggestion; so articles 
suitable for winter sales should be brought to 
the attention of customers. There should be 
samples in the office. Americans are curious 
and like to handle articles; so why not make 
this possible and easy? 


The country dealer has the advantage of 
knowing the needs of his people. His cus- 
tomers like to take plenty of time to think and 
plan, and winter is the right time for this. One 
dealer in a town of 10,000 sold $67,000 worth 
of house and barn jobs during January, Feb- 
ruary and March for early spring delivery. 
He got his clients interested early and by sys- 
tematic work closed the deals at a profitable 
price. This dealer has been doing this kind 
of work for years. 


Observation will help do this. Every dealer 
sees places every day that need material which 
he handles. Observation and solicitation are 
essential. We read articles on solicitation, some 
very good and some very terrible. There has 
been some branching out into other fields, such 
as hardware and furnaces. Before doing this 
it is well to estimate the results. with care; for 
to antagonize another dealer is the wrong kind 
of result. Some dealers have got good results 
by means of a return postal card questionnaire. 


_This Northwest country produces much poul- 
try and hogs, and campaigns have been carried 
on successfully to increase this business. More 
and better hog and poultry houses have fol- 
lowed. These buildings can be sold during the 
winter. One country yard has already sold 36 
brooder houses, all made in the yard. This 
markets quantities of lumber that for various 
reasons cannot be sold in any other way. 


Advertising and close relations with con- 
tractors help along. If the contractor lists the 
places where sales are probable and both he and 
the dealer follow them up a big volume of 
business can be uncovered. Winter sales are 
increased by dealers having more articles to 
sell. Among these is insulation; and the sale 
of insulation often leads to the sale of other 
articles. Business brings business; and since 
this is true an effort to make winter sales will 
often increase sales in the warmer months by 
creating a desire in the minds of the people to 
go to the lumber yard to see what it is all 
about. 

The attendance prize went to Edmund Dug- 
stad, of Clermont, Iowa. 
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WEDNESDAY AFTERNOON 


Following music by the Crinoline Trio, Man- 
ager Blanchard, of the West Coast Lumber 
Bureau, announced the gift to the association 
of a handsome lumber exhibit in the form of 
a booth used at this convention for registering 
delegates. It is the property of the association, 
to be used by it and by its members for fairs 
or building shows or other purposes for the 
advertising of the beauties of wood. A num- 
ber of other associations are receiving ‘similar 
booths. 

Inter-Insurance Exchange Annual 


The convention resolved itself into a meeting 
of the Retail Lumbermen’s Inter-Insurance 
Exchange and associated insurance companies. 
with Vice President G. L. Heegaard in the 
chair. President A. R. Rogers could not he 
present. The vice president went over the 
financial statement which he explained in de- 
tail. He stated that the companies were in 
splendid condition and now have more than 
$60,000,000 of insurance in force, an increase 
of more than $4,000,000 in the last year. A 
technical amendment to the articles of incor- 
poration was adopted to conform with legal 
requirements, and all the retiring directors 
were reélected. - 

D. Hauschild, manager, made a brief 
statement. He stated the real reason for the 
success of the companies consisted of the policy 
holders and their admirable habit of keeping 
their risks in order. He paid a high tribute 
to the directors and stated that the full board 
had gone over and approved the financial dis- 
positions of the companies. ; 

Charles Webster, of Des Moines, former 
president of the association and a director of 
the insurance companies, objected to. the desig- 
nation “full board” but added he believed these 
were the best managed companies in the United 
States. These things, he said, do not “just 
happen.” 

Distribution Problems 

The lumber association then took over the 
meeting. The first address was on the subject 
of “Distribution.” : 

In discussing distribution as practiced by 
retail yards, George Simons, of the Henry 
Simons Lumber Co., Minneapolis, mentioned 
the fact that wasteful practices and even abuses 
are likely to creep into merchandising unless 
a careful watch is kept. The yards of the 
Northwest, he said, have an investment of $50,- 
000,000 and distribute 85 to 90 percent of the 
building materials used in new buildings and 
repairs. The dealers who have this large in- 
vestment are the natural promoters of building 
materials. They offer a service in caring for 
small sales, to mention but one item, that 1s 
invaluable both to manufacturers and to cus- 
tomers; to manufacturers, because without the 
aggregate volume represented by small sales 
the manufacturers would find a valuable outlet 
gone; and to customers, because no other 
agency will make available to them such .a 
service. No outside agency will sell one board 
or a single sack of cement, for instance, at a 
fair price. The retail industry does its fair 
share for community support by paying taxes. 
Neither the community nor the manufacturer 
can get along without the industry. But manu- 
facturers sometimes try to dictate retail prices 
without knowledge of retail costs, and they 
sometimes disregard the retailer on large bills. 
Some of them, especally roofing concerns, deal 
with irresponsible fly-by-night contractors 
rather than established dealers. None of these 
practices is economically sound. 

Mr. Simons elaborated these statements and 
presented instances and arguments showing 
that retailers can handle large bills economi- 
cally and can serve their communities com- 
pletely. He stated that whatever is economi- 
cally sound is ethically sound, and he urged 
a greater codperation of manufacturers with 
retailers on a basis of sound economics and 
the formulation of standards of group conduct 
and service. 

Secretary Badeaux then introduced his for- 


mer assistant, Ormie C. Lance, now secretary 
of the Northwestern Coal Dealers’ Association. 
Mr. Lance in the briefest of statements said 
that the coal dealers had found the need of 
co-operation and had formed a working or- 
ganization. Many lumbermen were mem- 
bers. He promised speed and action in 
handling their problems. 

A wire of greeting and good wishes from 





use of paint, either for exterior or in- 
terior, and possibly both. 


Wide Field for All Types of Buildings 


When we think of remodeling cr 
repairing possibly we connect the sub- 
ject too much with that of homes, but 
there is a wide field for remodeling in 
all types of buildings, such as barns, 
cribs, granaries, implement sheds, heg 
houses, garages, poultry houses, 
churches, store buildings, schools etc. 

In passing let me call your attention 
to a special poultry demonstration 
train conducted by the Chicago, Bur- 
lington & Quincy Railroad Co. in co- 
operation with the agricultural col- 
leges of five of the western States. 
During the tour which occupied thirty- 
two days seventy-seven towns were 
visited, 55,760 people passed through 
the cars containing the educational ex- 
hibits, the average attendance eing 
716 people a town. Besides this, 
meetings in each town were addressed 
by poultry experts and were attended 
by 22,911 people. Many of the people 
who went through the train asked for 
plans for the construction of poultry 
houses. The benefits of this tour are 
not to be measured by the immediate 
sales, although many of the dealers 
have reported such sales. A demon- 
stration of this kind will unquestion- 
ably result in additional sales of ma- 
terial for poultry houses, some of 
which will be for remodeling purposes. 


Movement Is Nation-wide 


Thanks to the American Lumber- 
man, which originated or revived the 
idea of a remodeling campaign and 
through whose efforts we find that this 
nation-wide movement is being heartily 
endorsed and supported by the manu- 
facturers of, and dealers in, lumber 
and other building materials, repre- 
sentative concerns in such lines as fur- 
niture, plumbing, heating, and other 
lines allied with home construction, 
and editors of business publications, 
newspapers, house magazines, and 
other periodicals all over the country. 
The Household Magazine, Good House- 
keeping, and Better Homes and Gar- 
dens all devote space in recent issues 
of their magazines suggesting and 
recommending to the reader the re- 
modeling of old homes. 

The Dec. 10, 1927, issue of the 
American Lumberman has a very in- 
teresting article on the subject, “Show- 
ing the Nation’s Farmers How to 
Modernize Old Homes.” It describes 
a display prepared by the National 
Lumber Manufacturers’ Association for 
the purpose of demonstrating the prac- 
ticability of remodeling old farm homes 
into modern dwellings. This display 
was on exhibit at the American Farm 
Bureau Federation and the National 
Farm Bureau Agricultural Exposition 
held in Chicago the early part of De- 
cember and which was attended by 
5,000 farmers and their wives. 


Must Learn the Art of Merchandising 


With the publicity which remodeling 
and ‘Yepairing receive from the above 
sources and the support of Secretary 











L. P. Lewin, president of the National asso- 
ciation, was read. 

The secretary then introduced George A. 
Jewett, of Des Moines, one of the original 
founders of the Northwestern association. Mr. 
Jewett said he had been selling boards for 55 
years and expected to die a lumberman. He 
added he was not in a hurry to do it. He 
recalled some of the pioneer lumbermen of 
55 years ago and then mentioned changes in 
his own company. He operates a “building 
store” now and sells everything from founda- 
tion to chimney. He looks for a good year in 
1928 and stated that he was glad trade has 
swung away from quantity building by con- 
tractors whose motto seemed to be not how 
good but how cheap and had returned to the 
individual owner. 


The Lumber Yard as Building Headquarters 


A. W. Holt, of Chicago, then spoke on 
“Lumber Yards—Building Headquarters.” He 
recalled the early education he had received 
from his father in the lumber business; work- 
ing in the yard after school and hearing from 
his father explanations about the reasons for 
the different processes. He said he could figure 
hills at 12 years of age. One of the maxims 
his father taught him was that a lumberman 
must know as much as possible if he wanted 
to stay in business. 

There are three reasons why the lumber yard 
should be building headquarters. The dealer is 
a responsible man, he has the largest invest- 
ment and hence the largest interest in the con- 
tinuing prosperity of the industry and he is 
best qualified to serve the home builder. The 
lumber business is part of the building indus- 
try. The mechanic brings labor to this partner- 
ship, and the contractor uses materials and 
labor to manufacture a building. But the 
dealer should be the boss. If he is to be the 
boss he needs to know as much as he can; not 
only about his materials but about ways of 
construction. He ought to be the source of 
all the information which people want to know 
about their houses; materials, methods of con- 
struction and especially all the variations of 
costs. By knowing these things he can keep 
building headquarters in his own office. 


Dairying Is Source of Farm Prosperity 


Charles F. Collisson, agricultural editor of 
the Minneapolis Tribune, blew a gale of merri- 
ment and striking fact into the convention hall 
with his speech on “Build a Greater North- 
west.” It would be impossible to reproduce 
the good humor and pungent wisdom of this 
address. His theme was that the development 
of dairying is the source of farm prosperity 
for the Northwest, and by means of charts he 
showed in picturesque fashion the effect of 
dairy expansion upon local prosperity. This 
expansion of dairying means expansion of lum- 
ber sales. He made an eloquent plea to busi- 
ness men to aid in this agricultural revival 
and especially in promoting pig and calf clubs 
among the boys and girls. 

Elmer Fehleisen, of Boone, Iowa, presented 
the difficult problem of manufacturers’ guar- 
anties on manufactured roofing. He outlined 
this matter in detail, showing the difficult posi- 
tion of the dealer between the dissatisfied cus- 
tomer and the manufacturer who is reluctant 
to make his product good. He gave a number 
of examples and figured out the resulting loss 
of profit to the dealer, following some of these 
so called adjustments. He stated that he was 
in favor either of abandoning guaranties en- 
tirely or of making them uniform, written and 
fair all around. He suggested a scale of 
adjustment, taking into account the element of 
time the roof has been in service. 

Secretary Badeaux called for a show of 
hands and announced that a committee would 
be appointed to take up this matter with the 
roofing manufacturers’ association. 

The attendance prize went to H. H. Hocken- 
brock, Mankato, Minn. 

Entertainment features for this evening in- 
clude theater parties at the Orpheum, Shubert 
and State theaters. 
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Attendance at all the sessions has been very 
large. The big ball room of the Nicollet has 
been packed, and the visitors stay through to 


he end. 
, CONCLUDING SESSION 
[Special telegram to AMERICAN LuMBERMAN] 

MINNEAPOLIS, Minwn., Jan. 19.—At the final 
session of the Northwestern convention this 
morning, the auditing committee approved the 
accounts. The resolutions committee, in a long 
report, offered codperation of the association 
to all organizations attempting by sound 
methods to promote the welfare of this terri- 
tory. It disapproved the suggested uniform 
lien law as likely to weaken the provisions of 
existing statutes. It reaffirmed the belief in 
the mercantile policy of sales by manufacturers 
and wholesalers to retailers and by retailers to 
the public. It promised support to legislative 
efforts to develop waterways. It favored sup- 
porting any sound legislative program to benefit 
agriculture. It extended thanks to James M. 
Brown, and through him to Hoo-Hoo, for work 
done by that fraternity. It thanked regional 
associations’ officials, daily papers and the trade 
press and manufacturers who had displays at 
the convention. It presented a memorial of 
eleven deceased members. It welcomed the 
Greater Minnesota Association, thanked the 
West and Nicollet hotels, and extended special 
thanks to association officials. 

Secretary William H. Badeaux called atten- 
tion to the absence of Platt Walker, due to 
illness, and sent him a special message of greet- 
ings and good will. 

R. E. Lee Rainey, representing the Red 
Cedar Shingle Bureau, then described the 
method of covering old roofs with new wood 
shingles. The idea is not new, but is not gen- 
erally understood or known by the public. To 
test the matter out, the bureau covered 400 
roofs in this way and checked results. These 
were so satisfactory that the bureau recom- 
mends the practice and is prepared .to teach 
contractors how to lay roofs and retailers how 
to sell them. The speaker used charts and 
photographs to illustrate the method of applica- 


tion. Such roofs can be laid at any season, 
without exposing the house to damage. The 
bureau has prepared advertising materials and 
is prepared to send a man to meet with con- 
tractors and teach them how to apply roofing 
and how to become roofing salesmen. Contrac- 
tors become the best promoters of sales, and 
re-roofing jobs have to be promoted. They do 
not sell themselves. The cost to the dealer of 
an advertising campaign is usually about 21 
cents a live prospect. 

Rev. Roy L. Smith, famous author of sen- 





Hoover in launching the Seventh An- 
nual Campaign of Better Homes in 
America, the support of the National 
Lumber Manufacturers’ Association in 
its five-year campaign of scientific re- 
search, modern merchandising and 
complete articulation of manufacturer, 
salesman, and distributer for the pur- 
pose of selling everything there is in 
wood, and the support of the North- 
western Lumbermen’s Association in 
its three-year advertising and sales 
promotion campaign, we, as retailers 
of lumber, if we wish to cash in on 
this wonderful opportunity, must learn 
the art of merchandising our materials 
and give our hearty cooperation to 
this most important campaign in re- 
modeling and repairing. 

Some retail lumber dealers may 
think it pays better to sell complete 
house jobs for new homes and that 
the remodeling business isn’t worth 
going after, but dealers who have had 
campaigns on remodeling feel different- 
ly. The thing to be emphasized is 
that remodeling jobs can be sold when 
new jobs can not be, and remodeling 
does not take the place of new build- 
ing at all; it is just that much “velvet.” 
No dealer can afford to ignore the pos- 
sibilities of profits in remodeling. 











tence sermons, gave an inspirational lecture that 
kept the hall packed. He used the subject, 
“Some Wild Impulses I Have Known,” as the 
vehicle for many entertaining and wise ‘observa- 
tions about life and conduct. 


Election of Officers 


The nominations committee nominated the 
following officers, who were elected: 

President—Warren S. Richardson, Richard- 
son Lumber Co., Clarinda, Iowa (reélected). 

Vice president—A. M. Melone, Melone-Bovey 
Lumber Co., Minneapolis, Minn. (reélected). 

Directors — H. Westerman, Montgomery, 
Minn.; George D. Rose, Dubuque, Iowa; M. S. 
Stokely, Des Moines, Iowa, and J. W. Horner, 
Sioux Falls, S. D. 


The attendance prize went to J. F. Dauben- 
berger, McGregor, Iowa, and the registration 
= went to Hugh Harrington, North English, 
owa. 

This closed the formal sessions. The visitors 
are invited to go this afternoon to the Uni- 
versity Farm, St. Paul, to listen to an address 
on farm buildings, to be delivered at the farm- 
ers’ short course. 


BANQUET AND CONCATENATION 


The big banquet held in the Radisson Hotel 
Tuesday night was a joint undertaking of the 
Northwestern association, the Mississippi Val- 
ley Lumber, Sash & Door Salesmen’s Associa- 
tion and the Concatenated Order of Hoo-Hoo. 
It was a big and brilliant affair. Among the 
speakers were Don Montgomery, Milwaukee; 
Harry T. Alsop, Fargo; Martin Jordan, presi- 
dent of the Twin Cities Hoo-Hoo Club; James 
M. Brown, Spokane, Snark of the Universe; 
W. M. Watson, Minneapolis; Robert T. Bar- 
nard, Fargo, and Nelson A. Gladding, Seer of 
the House of Ancients. Secretary Isherwood 
found it impossible to be present. 

At the concatenation held Tuesday after- 
noon under direction of Snark of the Universe 
James M. Brown, nineteen kittens were 
initiated, and two former members were rein- 
stated. 


Good Crops, Good Trade—Say Dealers 


Greater activity in farm building: during 1928, 
due to the excellent crops of the last season 
throughout the Northwest, and steadily im- 
proving business conditions was the prospect 
held forth by dealers attending the thirty- 
eighth annual of the Northwestern Lumber- 
men’s Association in session at the Nicollet 
hotel, Minneapolis. 

The optimistic outlook of the dealers gave 
promise of an increased volume of business al! 
through the middle West. 


Otro Bauer, Bengenheimer Mercantile Co., 
Mandan, N. D., a director of the Northwestern 
association—Prospects for the coming year are 
good. Just now business is a little dull, due 
largely to the blocked condition of the roads. 
We are carrying a normal stock and look for 
considerable farm building in the spring. The 
period of depression in Dakota is over. The 
good crop of the last season and the steady 
trend towards diversification have assured that. 


S. A. Lincotn, Slagle & Co., Alton, Iowa.— 
Prospects in northwestern Iowa can move only 
one way and that is for the better. Business 
during the last two months has picked up 
steadily and with the good corn crop of last 
summer, I expect increased activity in build- 
ing and repairs. 


S. H. He.iexson, Hellekson Lumber Co., 
Scoby, Mont.—Business at present is better than 
normal. Of course it is always as good as 
we can extend credit for, but with a bumper 
wheat crop in our territory, money will be 
more plentiful. We must always keep a good 
stock on hand because when the farmers de- 
cide to build they want to do it in a hurry. 


JoHN Martt, Steinke-Seidel Lumber Co., 
Sleepy Eye, Minn.—Conditions are not bad, but 
the volume of business is a little under what 
it was a year ago. Prospects are a bit dull 
but business will probably come on with a rush 


in the spring. 
shouldn't. 


There is no reason why it 


Ep EISENMANN, Westerville, S. D., F. H. Car- 
penter Lumber Co.—Business in my territory 
is looking up a bit. We had a good year in 
1927 and prospects for considerable farm build- 
ing and remodeling continue to pick up. We 
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are carrying a normal stock and look for a 
prosperous season. 


J. P. Sanporn, Botsford Lumber Co., St. 
Clair, Minn.—We are somewhat under average 
for this time of year, but are carrying a nor- 


mal stock. The crop of last season, upon which 
business conditions in our territory are largely 
dependent, was good. 


F. M. Pexa, Pexa & Janutka Lumber Co., 
Montgomery, Minn.—Prospects for a good sea- 
son in 1928 are encouraging. The crop was 
good and there will be considerable activity 
among the farmers in repairing their buildings. 


E. E. Gorn, A. C. Jefferson Lumber Co., South 
St. Paul.—There is little farm building in our 
territory, but the prospects for a better than 
average season are encouraging. We are carry- 
ing a normal stock and are looking for im- 
proved sales conditions in the spring. 


H. FRANK PROSHEK, John Proshek Lumber 
Co., New Prague, Minn.—Business has been 
better during the last year and we are carry- 
ing a little surplus stock. More than 80 per- 
cent of our business is dependent on the farm- 
ers and they have indicated increased activity 
in the spring. 


Cc. C. Buregss, Burgess & Sons, Cresco, Iowa. 
—We have been going along at an ordinary 
pace, but expect to do an increased volume of 
business during the coming year. The crop 
results of last summer were gratifying and 
when the farmer is well fixed, business condi- 
tions generally improve. 


W. M. Herpst, Elmwood Lumber & Grain 
Co., Elmwood, Wis.—Things have been a bit 
slow during the winter, but with the coming of 
spring and its resultant activity in building 
among the farmers, we expect a better than 
normal season. We are carrying a normal 
stock. 


W. N. Norrz, Nortz Lumber Co., Devils Lake, 
N. D.—We expect a good season in North 
Dakota in 1928. The good crop has loosened 
money conditions and during the spring and 


(Concluded on page 81) 
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~ Mountain States Dealers in 25th Annual 


Discuss Accounting Methods—Need of Knowing Costs Stressed—Function 
of Retailer Defined—Sale of Short Lengths Explained 


Denver, CoLo., Jan. 16—“I take pleasure in 
calling to order the twenty-fifth annual con- 
vention of the Mountain States Lumber Deal- 
ers’ Association,” said C. A. Black, of the 
P. J. Black Lumber Co., Cheyenne, Wyo., and 
president of the organization, in opening its 
annual convention held here Jan. 12, 13 and 
14 at the Cosmopolitan Hotel. Continuing Mr. 
Black said: 


From my experiences of the last year I 
believe the association has accomplished its 
purpose, formed on its organization 25 years 
ago, namely, that sales by manufacturers and 
wholesalers should be made to the local dis- 
tributing yards and by them to the consuming 
public with certain reservations. However, we 
still have a few manufacturers and whole- 
salers that slip. In most cases, however, they 
do not sell to the consumer but stretch the 
rule as to what constitutes a retailer. The 
few cases we have had along this line this 
last year have been handled, I believe, to the 
satisfaction of all concerned by your secre- 
tary and other wholesalers who want to recog- 
nize the distribution policy as I mentioned 
before. 

The retailers of the Mountain States’ ter- 
ritory, I believe, have a better understanding 
with each other now, than they ever have had 
before. Conditions have been straightened out 
in several districts that had been hot spots 
for years. Do not think that I take all the 
credit for these better conditions personally. 
They are the result of work started by R. E. 
Spencer who was your president in 1926 and 
carried on by your good secretary, T. J. Vin- 
cent, with the assistance of other faithful 
workers and the lumbermen themselves who 
were affected. 

During the last year I have attended several 
district meetings. There is perhaps nothing 
a live lumberman likes so well as to have am 
opportunity to “talk shop” with another live 
lumberman from somewhere else. He likes 
to hear how the other fellow is handling cer- 
tain phases of his business; how he is over- 
coming certain difficulties and how he is suc- 
ceeding in the business of making profit. An 
exchange of ideas and methods between lum- 
bermen is essential to the right kind of prog- 
ress and is of mutual benefit. In fact, the 
benefits sooner or later come to the industry 
as a whole, for as one dealer works out a 
successful solution to a certain problem, 
others find it out and proceed to work along 
the same line themselves. 

In closing, my one desire is that you will 
give to my successor that same codperation 
which I have always enjoyed, knowing full 
well that he will be amply repaid for his 
labors not by gold but by that which is much 
more precious—the friendship of lumbermen. 


The opening session came in the afternoon, 
the morning having been given over to registra- 
tion of delegates and visiting among friends 
and the making of new friends. 


Reports of Secretary and Treasurer 


President Black’s opening address was fol- 
lowed by the reports of the secretary and treas- 
urer, both being given by Secretary T. J. 
Vincent, as Treasurer Jay T. Chapin is at pres- 
ent in California. Both reports showed that 
the organization has moved forward during 
the last year, adding eleven new members to 
the association, and has a bank balance of 
$894.03 after all bills of 1927 were paid. Mr. 
Vincent pointed out some of the high lights 
of the service rendered the members of the 
organization among which were the free audit- 
ing of freight rates, and the district meetings 
which were well attended and did much to 
increase interest in the organization. Even 
more of such meetings were advocated by the 
secretary for the coming year and he also 
asked for even greater codperation in putting 
over these meetings and in operating the asso- 
ciation, as there are too many lumbermen in 
the country, he said, who seem to feel that 


their duty ends with the payment of their dues. 
Cost of Doing Business 


This report was followed by the results of 
the survey made by the University of Colorado 
bureau of business research with reference 
to the cost of doing business, which report 
was printed in full on pages 56-59 of the Jan. 
14 issue of AMERICAN LUMBERMAN. The report 
was given by Mortimer B. Daniels and Don 
C. Sowers of the bureau. 

F. T. Brown, of the Denver office of Ralph 
B. Mayo & Co., who spoke on cost accounting, 
told of the system arranged by his company 
and which was adopted by the National Re- 
tail Lumber Dealers’ Association in 1923 and 
has been found very satisfactory by those that 
have made use of it. He pointed out that 
some lumber dealers during the last year had 
increased the volume of their business and in 
doing so had neglected net profit. To get net 


profit a dealer must know his cost of doing 
business and when he did know his cost of 
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couatien added volunie would give increased 
pronht. 

Thomas C. Hurst, Arvada Lumber Co., Ar- 
vada, Colo., followed up Mr. Brown’s talk by 
telling of the success he has had with the 
use of this cost accounting system. He said 
that in November the system was being used 
by 1,500 retail lumber dealers in the country, 
fifteen of whom are located in Denver. 

At this point the question was raised as to 
how the volume of business done in the Rocky 
Mountain district compared with that done in 
1926. Delegates present seemed loath to give 
out any figures and little information was 
gleaned, but it was the opinion of those pres- 
ent that the volume had been iess with an 
increase in net profit. U. J. Warren, of the 
Warren Lumber Co., Fort Morgan, Colo., re- 
ported that -his firm had shown a 10 percent 
increase in sales in 1927 over 1926. President 
Black said business had been a little better in 
Cheyenne during the year just closed. 


Lumber Yards as Building Headquarters 


A. W. Holt, author of “Automatic Build- 
ing Costs,” Chicago, gave an instructive ad- 
dress on the subject, “Lumber Yards—Build- 
ing. Headquarters.” Mr. Holt stressed the 
fact that it is up to a retail lumber dealer to 
make his yard building headquarters so that 
people figuring on any kind of construction 


work should first come to the lumber yard for 
information. Then the proprietor of the yard 
can go ahead and take care of the work him- 
self or he can turn the customer over to a 
contractor. He said that the reason for an 
excess number of lumber yards is that so 
many in the industry supposed to be leaders 
don’t know enough about the business and it 
is easy for others to slip into the field. 
that a lumber yard may become building head- 
quarters the owner must be well versed in 
three things: 1. He must know construction; 
2. He must know the building matrials he 
has for sale; 3. He must know the building 
costs in his locality. 

Parson P. A. Simpkin gave one of his stir- 
ring talks advocating still further codperation 
with the local association, the National asso- 
ciation and Hoo-Hoo on the part of lumber- 
men of the Rocky Mountain district. He 
also laid stress on the fact that it behooves 
every lumber dealer to be up and doing and 
make use of every possible means of boosting 
the sale of lumber for every possible purpose 
to which it can be put as there is 6 percent 
less wood going into buildings today than there 
was fifteen years ago. In speaking of the 
business outlook for 1928 he _ reported that 
from talks with leaders in industry throughout 
the country he found they felt that this year 
would be pretty much the same as 1927 as far 
as business is concerned. 


Committee Appointments 


President Black appointed the following 
committees at this time: 

Nominating—wW. R. Grier, Grier Lumber Co., 
Cheyenne, Wyo., chairman; Willard Reid, Fort 
Morgan, Colo.; R. C. Todd, La Junta Trading 
Co., La Junta, Colo.; W. C. Kurtz, Indepen- 
dent Lumber Co., Grand Junction, Colo.; H. H. 
Bakken, H. H. Bakken Lumber Co., Monte 
Vista, Colo., and E. B. Humphries, Raton, 


Resolutions—Fred Crissey, Crissey & Fow- 
ler Lumber Co., Colorado Springs, Colo., chair- 
man; I. W. Downer, Hallack & Howard Lum- 
ber Co., Denver, and R. E. Spencer, R. E. 
Spencer Lumber Co.. Denver. 


FRIDAY MORNING 


“Creating Business,” was discussed by E. D. 
Hutchinsdn, Cheyenne County Lumber Co., 
Sidney, Neb., at the opening of the Friday 
morning session. The retail lumber dealer, the 
speaker pointed out, has new fields to conquer 
if he but looks around and sees them. When 
the country was first settled it was only natural 
for those taking up the land to build homes 
on it and so lumber was bought. As time 
went on the homes were improved and again 
the building material needed was purchased. 
The dealers did not have to use any sales- 
manship, they just sold 2x4s and other dimen- 
sion. Today things are different and sales- 
manship must be used in order to keep up with 
the times and get business. 

Mr. Hutchinson said that during the last 
year his firm and other firms in Nebraska had 
been very successful in selling small farm 
buildings. In his State last year retail] lum- 
ber dealers sold 15,000 hog houses. Last sum- 
mer his firm did a big business in hog houses 
and used up three carloads of short length 
flooring in the construction of these hog 
houses. 

“At first we were a little afraid,” said Mr. 
Hutchinson, “but instead of placing the first 
supply of hog houses, twelve in number, out 
in the back yard we placed them in front where 
people could see them. Then we started 
advertising them and our demand has always 
kept up with the supply and there seems no 
danger of an overproduction for a while, any- 








time 
tract 
out 

his 

cami 
he ¢ 
sugé 
righ 
he s 
tain 


phy: 
of 1 
Dor 
Bur 


and 
of a 


the 
sta! 


will 








, 1928 


‘d for 
yard 
him- 
to a 

or an 

at so 
aders 
ind it 

So 


head- 
ed in 
ction; 
Is_he 
ilding 


; stir- 
ration 
asso- 
mber- 
He 
ooves 
y and 
osting 
Irpose 
srcent 
there 
f the 
| that 
ghout 
year 
is far 


wing 


© Co., 
. Fort 
ading 
lepen- 
H. H. 
Monte 
Raton, 


Fow- 
chair- 
Lum- 
R. E. 


E. D. 


'riday 
r, the 
nquer 
When 
atural 
1omes 

time 
again 
nased. 
sales- 
imen- 
sales- 
) with 


> last 
a had 
farm 
lum- 
sum- 
jouses 
length 
- hog 


1 Mr. 
» first 
r, out 
where 
tarted 
lways 
ns no 


, any- 





Januaky 21, 1928 





AMERICAN LUMBERMAN | 65 





way. Those that purchased the hog houses 
are coming to us for other work of similar na- 
ture and we are adding much new business 
as a direct result of the sale of hog houses.” 


Tells of Trade Extension Work 


Walter F. Shaw, Chicago division manager 
of the lumber trade extension campaign of 
the National Lumber Manufacturers’ Associa- 
tion, was the next speaker. There is enough 
standing timber in the United States to p 
vide a home large enough for six persons 
for every family in this country, the British 
empire and South America, he said. 

“The lumber industry now is facing the 
stiffest competition in its history, not only 
from steel and other building products, but 
from every commodity that absorbs much of 
the public’s purchasing power,” Mr, Shaw de- 
clared. 

As a means of increasing the sale of lumber 
Mr. Shaw told what the trade extension bureau 
is doing and plans to do in the way of adver- 
tising and other methods to find new markets 
for lumber. He also stated that it was highly 
probable that a branch office of the bureau 
would soon be established in Denver and this 
statement was pleasing news to the delegates 
present, 

Increasing Net Profits 


“Good Merchandising Increases Net Profits 
by Developing Business for the Contractor” 
was the topic for general discussion under 
the leadership of Willard Reid, of Fort Mor- 
gan, Colo. In opening the discussion Mr. 
Reid said he wondered if it was the best policy 
to develop business for the contractor. “Some 
I know,” he stated, “advise us to take the 
contract ourselves and not work with the .con- 
tractor. I would like to hear from others 
on this subject.” 

The general view of the delegates seemed to 
have been expressed by R. E. Spencer, Den- 
ver, who said it was policy to make use of 
both methods of getting business. He pointed 
out that the contractor does favors for the 
lumbermen and so he in turn should be helped. 
There are times, however, when it is better to 
take the contract yourself. 

Ed “Sterne, of the Littleton Lumber Co., 
Littleton, Colo., said all his firm’s business was 
done in codperation with the contractor. 

Mr. Reid further pointed out that better co- 
operation with the contractor could be secured 
by helping the contractor with his work and 
educating him to give even better service to 
the community. 

N. A. Swenson, of Laramie, Wyo., stated 
that he was in the lumber business and also 
in the contracting business but there were 
times when he codperated with other con- 
tractors. During his talk it was also brought 
out that Mr. Swenson is very much alive to 
his opportunities. For example, a farmer 
came to him not long ago and asked him where 
he could get an iron fountain. Mr. Swenson 
suggested that he make the fountain of wood 
right there in his own shop. The result was 
he secured the order and turned out a foun- 
tain that met with the approval of the farmer. 


What Successful Dealer Should Know 


A successful lumber dealer must know the 
physical and mechanical make-up of every bit 
of material for sale in his yard, according to 
Don Critchfield, of the West Coast Lumber 
Bureau, who appeared next on the program. 

Lumbermen should remain loyal to lumber 
and do everything possible to better the sales 
of all kinds of lumber, he advised. In making 
a sale it is not good policy to give out prices 
the first thing. Make the sale from a quality 
standpoint and if you know your materials 
you can do this. Tell how this piece of siding 
is- vertical grain and will not warp, how it 
will take paint well and hold it. So on down 
the line, calling attention to the quality and 
beauty of the lumber, and when you have 
sold on that basis then quote prices. 


Mr. Critchfield illustrated his talk with a 
number of charts bringing home forcefully 
what he had to offer. One chart showed the 
key men between the retailer and consumer 
are the architect, the realtor, loan associations, 


specialty builder and contractor, carpenter and 
painter. Another chart was entitled, “Why 
Trade Promotion for Lumber Is Necessary.” 
It showed a comparison of the sale of lumber 
vs. substitutes. 


Modern Lumber Merchandising 


“Modern Merchandising of Lumber” was the 
topic discussed by G. C. Harris, of the Harris 
Lumber Co., Loveland, Colo. Mr. Harris 


said times and business are changing and to 
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be up with the times the retail lumber dealer 
must make use of modern merchandising 
methods and business will be better when 
better merchandising methods are used. He 
showed how his firm had been making good 
profits from the converting of shorts, which 
do not cost a great deal when compared with 
prices of other lumber, into lawn furniture, 
porch furniture, breakfast nooks, ironing 
boards, farm appliances, and the like. Mr. Har- 
ris stated that another good sales method used 
by his firm was the placing of different kinds 
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of shingles and roofing around the office with 
the prices on them. They sell themselves in 
that way, he declared. 


THURSDAY AFTERNOON 


Parson Simpkin told of the new slogan that 
has been adopted by Hoo-Hoo to take the place 
of the “Build a Home First” slogan used last 
year. The new slogan, “Give Her a Home of 
Her Own,” was selected to avoid antagoniz- 
ing the automobile industry. . 

Thomas C. Hurst was called upon for his 
report of the Tacoma convention, but stated 


that he did not think it necessary to go into 
detail since the event was so well covered by 
the trade press. He announced that he had 
just received a telegram to the effect that 
the directors of the National association had 
signed a four-year contract with an advertis- 
ing agency to conduct the advertising of the 
organization during that length of time. He 
said the industry had been lax in advertising 
and the National campaign will be a big aid to 
the lumber business of the country. 

W. F. Marker, of the Newton Co., 
Colorado Springs, Colo., on behalf of the lum- 
ber dealers and Chamber of Commerce of his 
city, invited the convention to consider Colo- 
rado Springs as the 1929 convention city. It 
was voted to leave the matter in the hands of 
the board of directors. 

Paint, hardware, coal and the like offer 
a chance for a. retail lumber dealer to boost 
his profits, according to I. L. Rosenbalm, Fos- 
ter Lumber Co., Pine Bluffs, Wyo., in his talk 
on “Good Merchandising Increases Net Prof- 
its by Handling Paints, Hardware etc.” In 
getting the best results from the paint depart- 
ment, however, a dealer should thoroughly 
know paint in order to give the proper advice 
to his customers relative to which paint to 
buy for different purposes. 


Coéperating With Hardware Man 


He also told of one case where his firm and 
the hardware store in his town codperated very 
nicely. Neither the hardware store nor the 
lumber yard was getting the fencing business 
of the community. The business was going 
to a mail order house. Finally they got to- 
gether and bought fencing by the carload and 
were able to come somewhere near the mail 
order price. Then Mr. Rosenbalm sent for 
a sample of the mail order fence and took a 
similar piece from his own stock, which 
weighed more. Then when a customer talked 
mail order fencing he would show him the 
difference in weight and the prices about the 
same. The result was he got the business 
every time. 

To show the value of handling sidelines he 
cited a $20,000 business having a lumber turn- 
over of one and one-quarter times with an 
overhead of 17 percent and a net showing of 
3 percent on gross sales. Taking 6 percent 
interest on the investment showed a 3 percent 
loss, but by adding the sidelines of hardware, 
paint etc., the business done was $30,000 with 
the loss wiped out and a gain substituted, 

R. G. Munroe, Public Service Co. of Colo- 
rado, gave a talk on “Insulation.” 


A Practical Delivery System 


Greeley, Colo., retail lumber dealers have 
worked out a delivery system that has proved 
_very successful during the eight years it has 
been in effect—bad years, good years, clean 
competition years and bad competition condi- 
tions; therefore, it serves as a good model. 
This system was told about by Lloyd B. Neill, 
Neill Lumber Co., Greeley. The system works 
as follows: City delivery—Two and _ one-half 
percent of the value of the load; minimum, 35 
cents; maximum, $2. Country delivery—One- 
half of one percent a mile. inimum, $1. 

The delivery charge is always added to the 
bill of lumber. These delivery charges, ac- 
_cording to Mr. Neill, take care of the delivery 
expense including driver’s salary and unload- 
ing of lumber. The only item it doesn’t take 
care of is depreciation. There is sometimes a 
loss when cheap lumber is hauled into the 
country, but the farmer gets it cheaper than 
he could haul it himself and so a service 1s 
rendered. This system also protects dealers 
in neighboring towns as farmers, of course, 
will go to the nearest town due to the per 
mile haulage charge. 

H. M. Gallagher, Northwestern Mutual In- 
surance Association, Denver, told of the ad- 
vantage of holding policies in the mutuals. 


Officers Elected 


Officers for the new year were elected as 
follows: 
President—C. W. Richardson, of the Ster- 
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ling Lumber & Investment Co., Denver. 


Colorado vice president—R. C. Todd, La 
Junta Trading Co., La Junta. 

New Mexico vice president—Clarence Iden, 
Las Vegas Lumber Co., Las Vegas. 

Wyoming vice president—lI. L. 
Foster Lumber Co., Pine Bluffs 

Secretary—T. J. Vincent, Denver 
ed). 

Treasurer—Jay T. Chapin, Chapin Lumber 
Co., Aurora, Colo (reélected.) 

New directors—District No. 1, F. E. Wertz, 
Brush, Colo.; District No. 2, W. B. Barr, Barr 
Lumber Co., Denver; District 3, I. C. Hall, 
Grand Mesa Lumber Co., Delta, Colo.; Dis- 
trict 4, G. R. Harries, Valley Lumber & Sup- 
ply Co., Monte Vista, Colo.; District 5, R. S. 
Grier, Grier Lumber Co., Cheyenne, Wyo.; 
District 6, C. W. Carscallen, Las Vegas Lum- 
ber Co., Las Vegas, N. M. 

Hold-over directors—Willard Reid, 
Morgan, Colo.; A. A. Ladd,- Pueblo, Colo.; 
W. G. McDonald, Glenwood Springs, Colo.; 
W. S. Pickerill, Durango, Colo.; N. A. Swen- 
son, Laramie, Wyo., and Kenneth J. Bald- 
ridge, Albuquerque, N. M. 


SATURDAY SESSION 


A short meeting marked the final session of 
the convention Saturday morning. arles 
Ringstad, North Denver Lumber Co., Den- 
ver, spoke on “Selling Lumber by the Piece.” 
He stamped the method of selling lumber by 
the piece as modern merchandising in lumber 
yards. When lumber is quoted in this way 
customers know what you are talking about. 
There is also less chance of error as when 
estimates are made from the so-much-per- 
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thousand feet method. Also it is more profit- 
able in some instances, for when a 2x4x12, for 
example, that would sell at, say $40 a thou- 
sand, is sold by the piece it can bring 35 cents. 
The other way it figures out 32 cents, but it 
was stated that it would be perfectly logical 
and right to charge 35 cents for the piece of 
lumber. Mr. Ringstad stated that often peo- 
ple would get hold of an advertisement quot- 
ing f. o. b. prices on lumber at the per thou- 
sand basis and then when they compared your 
price they did not figure in freight and over- 
head charges and so thought you were rob- 
bing them. Charging by the piece does away 
with this. The practical way of going about 
the piece method of charging for lumber is to 
work out a form listing the lumber according 
to lengths and then putting in the prices. A 
blue print should be made of the schedule so 
that it can be made any size desired and then 
a copy placed under the glass on the yard 
manager’s desk so that at a moment’s notice he 
can tell the price of each piece of lumber. 


A film was shown by Floyd W. Schmoe, nat- 
weattet, the subject of which was “West Coast 
orests.” 


A resolution adopted favored the cost ac- 
counting system of the National association 
and urged its use among the members of the 
association; another resolution favoring the 
reduction of corporation income tax; one en- 
dorsed the code of ethics adopted by the Den- 
ver Wholesale Lumbermen’s Exchange; group 
meetings were endorsed,. and the convention 
went on record through another resolution as 


Wholesaler Deplores Sudden 


PHILADELPHIA, Pa., Jan. 16.—Highlights of 
the thirty-fourth annual convention of the 
Philadelphia Wholesale Lumber Dealers’ Asso- 
ciation, held Thursday night at the Penn Ath- 
letic Club, were addresses by W. W. Schup- 
ner, secretary- manager National - American 
Wholesale Lumber Association, and by F. A. 
Dudley, the retiring chief executive. 

M. G. Wright, secretary and general man- 
ager Henrico Lumber Co., was unanimously 
elected president, succeeding F. A. Dudley, 
president Sterling Lumber Co. Joseph P. Com- 
egys, former secretary, was elected vice presi- 
dent, succeeding Mr. Wright. W. D. D. Smith, 
of the Kay Lumber Co., was reélected treas- 
urer. Edward F. Magee, head of the Magee 
Lumber Co., was elected secretary. Three di- 
rectors retired: Mr. Wright, Mr. Dudley and 
Charles C. Cross. Mr. Cross filled the unex- 
pired term made vacant some months ago by 
the death of F. X. Diebold. Mr. Cross and 
Mr. Wright were reélected for 3-year terms. 
The third place was filled by election of Mark 
H. Finley, sole proprietor of the McFarland 
Lumber Co. 

Warren D. D. Smith, jr., young son of the 
treasurer of the association, who last year won 
the coveted honor of city champion harmonica 
player, played several numbers. 

Mr. Schupner declared that the wholesaler 
must demonstrate that he can perform the 
function of distribution better than the manu- 
facturers themselves. He deplored the tend- 
ency of wholesalers to lose contact with mills. 
“Periodical visits are vital,” he said, “and it is 
amazing the extent to which some wholesalers 
deal with mills through commission men.” 

Mr. Dudley presided at the dinner and busi- 
ness meeting which followed. He opened the 
meeting by calling for a moment of silence to 
honor the memories of deceased members, F. 
X. Diebold and B. Franklin Betts, former 
president. Fred S. Underhill introduced a me- 
morial resolution in memory of Mr. Betts, 
which was adopted. : 

Mr. Dudley particularly emphasized the dis- 
turbing influences of the violent fluctuations 
which characterized the last year in the lum- 
ber business. “Some of these sudden changes 
have caused more or less dissatisfaction among 


our customers, who have bought on our advice 
that prices were low and it was a good time 
to buy, and then have a sudden jolt in the 
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way of a $5 to $7 reduction which in the best 
of times always leaves a bad taste in the 
mouth, even though we were absolutely sincere 
in our idea that the market would remain 
steady for the time being at least. While a 
cut of a dollar would perhaps not be particu- 
larly noticed, these big reactions not only 
cause more or less ill feeling, but create a sus- 
picion that all is not well and has a depressing 
effect for some time afterward. We will hope 
that the different lumber manufacturing dis- 
tricts of the country will get down to a more 
steady price basis, and be able to curtail the 
output. Also we sincerely trust that some 
wholesalers who have made sales, based upon 
the idea that the manufacturers are weak and 
that they can take a chance on knocking them 
down in price, will desist. When prices are 
weak is just the time to give them support. 


being in favor of the Sweeney-McNary bill 
and the secretary was instructed so to advise 
representatives in Congress for Colorado, 
Wyoming, New Mexico and Nebraska. 


ENTERTAINMENT FEATURE 


The main feature of the entertainment pro- 
gram of the convention was the banquet and 
entertainment given the delegates and their 
la@ies by the Denver Knot Hole Club, which 
is made up of manufacturers and wholesalers 
of building supply materials. This event was 
held Friday evening in the banquet hall of the 
hotel. There were no speeches during the eve- 
ning and following the entertainment those 
that cared to dance had their opportunity. The 
banquet was attended by 750 people and the 
success of the event goes to Frank Ottis, 
American Sash & Door Co., president of the 
Knot Hole club, and the rest of his fellow 
members, 

A Hoo-Hoo concatenation was held in the 
convention hall immediately following adjourn- 
ment of the first session Thursday afternoon. 

Just prior to the opening of each session 
delegates were reminded it was time to as- 
semble in the convention hall by music sup- 
plied by a four-piece orchestra. 

On Monday 102 lumbermen made a trip from 
Denver to Fort Collins, Colo., by automobile 
to visit the new plant of the Portland Cement 
Co., near that city, and on invitation from of- 
ficials of the company. Many of the delegates 
to the convention stayed over in Denver in 
order to make the trip. 


Price Changes 


Let us take the stand that our good friend, 
the manufacturer, should be protected to the 
best of our ability. Not that we want to hold 
up the retailer, but we believe there is a mid- 
dle course that should prevail and be satisfac- 
tory to both sides. Sacrificing either side at 
the expense of the other is not one of the 
functions of the legitimate wholesaler.” 





Toronto Wholesalers in Annual 


Toronto, Ont., Jan. 16—The Wholesale 
Lumber Dealers’ Association held its annual 
meeting today at the Toronto Board of Trade, 
with L. D. Barclay in the chair. Satisfactory 
reports were presented covering the last year, 
both from the standpoint of finances and mem- 
bership. The principal business was the elec- 
tion of officers for the current year, which re- 
sulted as follows: 


Chairman—J. L. Macfarlane, vice president 
of the Canadian General Lumber Co. (Ltd.). 


Directors—A. E. Clark, Edward Clark & Son 
(Ltd.); H. G. McDermid, Union Lumber Co. 
(Ltd.); A. S. Nicholson, Terry-Nicholson-Cates 
(Ltd.); R. Halliday, R. Laidlaw Lumber Co. 
(Ltd.); A. E. Gordon, A. E. Gordon Lumber Co. 
(Ltd.); L. D. Barclay, Canadian Western Lum- 
ber Co. (Ltd.), ex-officio a member. 


J. L. Campbell was re-appointed secretary- 
treasurer. In view of the good work of the 
secretary during the last year, he was voted 
an honorarium of $100 and his assistant in the 
office was voted an honorarium of $25. 

The various committees reported on the ac- 
tivities during the last year. R. Halliday, 
chairman of the committee on transportation, 
announced that Canadian railway companies 
would shortly be issuing their new tariff of 
rates into Central Freight Association territory 
in the United States. He also announced that 
the transcontinental roads of the United States 
had given notification of a forthcoming reduc- 
tion of 7% cents a hundred pounds in ship- 
ments of lumber from the Pacific to the Atlan- 
tic coast, but that no reduction had been made 
in the case of shingles. 
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Indiana Hardwood Men Study Problems 


Prominent Speakers Declare Emphatically That Greater Efficiency and Closer 
Co-operation Are Hardwood Industry’s Greatest Present Needs 


INDIANAPOLIS, IND., Jan. 16.—The problems 
of the hardwood industry in general and in 
Indiana in particular were subjects of careful 
study at the twenty-ninth annual convention 
of the Indiana Hardwood Lumbermen’s Asso- 
ciation, held at the Claypool Hotel, here, last 
Friday, Jan. 13. Guests of the association and 
principal speakers were Ben C. Currie, of 
Philadelphia, Pa., president of the National 
Hardwood Lumber Association; Frank F. Fish. 
of Chicago, secretary, and E. V. Babcock, of 
Pittsburgh, Pa.; John W. McClure, of Mem- 
phis, Tenn., and C. A. Goodman, of Marinette, 
Wis., all ex-presidents and members of the 
executive committee of the same association. 
Each of these men discussed analytically the 
hardwood situation as they found it in both 
the manufacturing and distributing branches, 
and offered many constructive suggestions as 
to how to improve conditions, which they char- 
acterized as exceedingly unsatisfactory at the 
present time. . 

Following a directors’ meeting in the fore- 
noon, the session was called to order at 2 
p. m. by President William H. Day, of New 
Albany, Ind., who, after welcoming the large 
attendance and briefly outlining the program 
for the day, called on Secretary-treasurer Ed- 
gar Richardson, of Indianapolis, for his report. 


Mr. Richardson stated that while two mem- 
bers had dropped out during the iast year, 
nine new names had been inscribed on the 
membership roll, bringing the association’s 
present numerical strength up to 183, “of 
which,” he said, “we feel very proud, and I 
think rightly so.” : 

After appointing a resolutions committee 
with Fred Stimson, of Huntingburg, as chair- 
man, and a nominations committee headed by 
Walter H. Crim, of Salem, President Day wel- 
comed Ben C. Currie as one of the associa- 
tion’s distinguished guests and introduced him 
to the membership. 

While he felt convinced that there were no 
better minds, no better characters and no 
greater fellowship than in the hardwood lum- 
ber industry, Mr. Currie said he felt deeply 
that there was something wrong in its make-up. 
He continued: 

What we need in the hardwood business is 
greater confidence in each other and a 
greater degree of codperation. If we had that 
many of our major problems would be solved, 
but as long as we haven’t we are leaving the 
door wide open for those who are coveting 
our markets. Outside influences of various 
kinds, for example, buyers dictating our prices 
and marketing policies, are undermining our 
business because of our lack of codperation. 
Yet IT think there is a rift in the clouds, that 
better times are coming—that is, if we will 
only practise common sense in our business 
methods and acquire the back-bone to stick 
to it. We are suffering from two things— 
first from over-production not only in lumber 
but in men, in the number of manufacturers, 
of wholesalers and of retailers, which prevents 
any of us from making just profits; second 
from lack of sensible merchandising methods 
which makes the lumber mafket in reality a 
lumber auction. Only hearty codperation be- 
tween all of us will remove these disintegrat- 
ing evils. 


The same viewpoint was expressed by E. 
V. Babcock, of Pittsburgh, Pa., who followed. 
“One can but deplore present conditions in 
our industry,” he said. “Most lumbermen 
are not living any more. Something is cutting 
in on us. It may be over-production, it may 
be something else; but no matter what it is, 
we should dig into the facts of the situation 
with a purpose to solve this serious problem. 
For one thing, the days of luxury are gone 
and nowadays we must apply efficiency to our 


business in order to succeed. To do this will 
require our best efforts and our best brain 
power. First of all we must get to know our 
costs.” 

John W. McClure, of Memphis, Tenn., told 
of hardwood conditions in his territory, and 
C. A. Goodman, of Marinette, Wis., made a 
similar report on the Wisconsin-Michigan sit- 
uation. “That a better demand for lumber 
is coming is certain, but that will do us no 
good if we can’t get better prices for our 
products,” said Mr. Goodman, “Seventy-five 
percent of our northern hardwood manufac- 
turers made no profits last year or ran into 
a whole lot of red ink—all due to poor mer- 
chandising.” 


Calls Lumbermen to Conference 


The situation referred to by the foregoing 
speakers has caused a high mortality rate 
among hardwood concerns within the last few 
months, it was pointed out by Frank F. Fish, 
secretary of the National Hardwood Lumber 
Association, the next to address the audience. 
This process of elimination, he said, is clear- 
ing the atmosphere to some extent, but much 
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remains to be done. He announced that on 
Tuesday, Jan. 24, there will be held at the 
Peabody Hotel, Memphis, Tenn., a conference 
of hardwood lumbermen from all producing 
territories, called for the purpose of discuss- 
ing the problems of the industry and ways and 
means of meeting them. He cordially invited 
the Indiana operators to attend this meeting, 
stating that their views and suggestions would 
be warmly welcomed. He further announced 
that the grading rules committee of the Na- 
tional association and its advisors will meet 
in Chicago, Monday, Jan. 23, to begin the 
work of reviewing the objections, made to 
Proposal C, leading to its defeat at the last 
annual convention, with a view to revamping 
the proposal so as to be satisfactory to all 
interests, preparatory to its renewed presenta- 
tion at the next annual convention, which, he 
stated, probably will be held in Memphis, 
Tenn., next September. 
' W. E. Wherity, manager of the Chicago 
office of the Southern Hardwood Traffic As- 
sociation, Memphis, Tenn., gave a brief re- 
view of the railroad freight rate situation and 
the association’s activities. ~ 

Charles H. Barnaby, of Greencastle, Ind., 
one of the most prominent lumbermen in the 


State and a member of the executive commit- 
tee of the National, spoke in his characteristic 
happy vein and then introduced Ralph F. 
Wilcox, of Indianapolis, acting State forester. 
Mr. Wilcox stated that the State is actively 
engaged in a program of reforestation, from 
which big results are expected. A tree nurs- 
ery has been established which last year sold 
250,000 seedlings to farmers for planting. This 
year 500,000 will be sold and within a few 
years he expected this number would be in- 
creased to 3,000,000 to 5,000,000 annually. The 
State has sold reforestation to the coal min- 
ing industry, and will furnish it with seedlings 
for planting. Mr. Wilcox stated that Indiana 
probably has the most efficient tax exemption 
law in the country, which is a great aid to 
those desiring to undertake reforestation on 
their idle lands. He further said that the 
State conservation commission is planning a 
forest extension department, maintaining a 
forester in the field to teach farmers how to 
improve their woodlots. It also plans to in- 
troduce a drastic forest fire law. 


John I. Shafer, of South Bend, Ind., as 
chairman of the resolutions committee, there- 
upon presented his report, which was wnani- 
mously adopted. It thanked the Claypool Ho- 
tel for its painstaking arrangements for the 
convention, and E. C. Atkins & Co., of In- 
dianapolis, for the handsome convention badges 
supplied. He also presented resolutions memo- 
rializing two members, C. E. Eaglesfield and 
George H. Palmer, who had passed into the 
Great Beyond during the last year. In adopt- 
ing these, the convention stood for a moment 
in honor of their memory. 


Officers Are Unanimously Elected 


The report of the nominating committee 
was next brought in by Walter H. Crim, of 
Salem, and was unanimously adopted as fol- 
lows: 

‘ preuiient—Jebe S. Kitchen, of Columbus, 
na, 


First vice president—Roy Amos, of Edin- 
burg, Ind, 


Second vice president—John I, Shafer, of 
South Bend. Ind. 


Secretary-treasurer—Edgar Richardson, of 
Indianapolis (reélected). 


Directors—William H. Day, of New Albany; 
Cc. H. Barnaby, of Greencastle; Fred Stimson, 
of Huntingburg; C. H. Kraemer, of Richmond; 
Claude Wertz, of Evansville; T. B. Coppock, 
of Ft. Wayne; John N. Graham, of Franklin; 
Walter H. Crim, of Salem; Frank L. Donnell, 
of Evansville; C. J. Roach, of Indianapolis; 
Bruce Montgomery, of Frankfort; A. J. Smith, 
of Decatur; W. W. Knight, of Indianapolis; 
Robert E. Hollowell, of Indianapolis; Frank 
R. Shepard, of Indianapolis; George A. Litch- 
field, jr., of North Vernon; H. Brooke Sale, of 
Ft. Wayne, and Daniel H. Sanders, of South 
Bend. 

After having thanked the association for its 
codperation during his regime, Retiring Presi- 
dent Day asked Mr. Crim to conduct Presi- 
dent-elect Kitchen to the chair. 


THE ANNUAL BANQUET 


In the evening a delightful banquet and 
entertainment was held in the Riley Room 
of the Clayton Hotel, named in honor of James 
Whitcomb Riley, the immortal Hoosier poet. 
Ben C. Currie spoke briefly during the eve- 
ning, using as his subject one of Riley’s 
epigrams, emblazoned on. one of the wall pan- - 
els of the room, “My doctrine is to lay aside 
contention and be satisfied.” Mr. Currie’s 
point was that there is too much rivalry, too 
much striving, too much contention in the 
world to promote happiness. “Let us learn 
to be satisfied,” he said. State Senator Dur- 
ham, of Greencastle, Ind., also spoke in his 
well known humorous manner. 
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Virginians Will Organize Auxiliary Groups 


Youngster in Lumber Association Field Is Fast-Growing Chap—Cost Accounting, 
Credits and Better Merchandising Convention Themes 


ROANOKE, VA., Jan. 16.—With an attendance 
of over one hundred retail lumber dealers, the 
Virginia State Retail Lumber & Building Sup- 
ply Merchants’ Association held its second an- 
nual convention at the Hotel Patrick Henry, 
here, last Friday and Saturday, Jan. 13 and 14. 
The Virginia State organization is one of the 
babies in the retail association family, but never- 
the less has reason to look back over its short 
career with considerable pride and satisfaction. 
Its accomplishments led to a highly successful 
annual, and the enthusiastic earnestness of 
this gathering of representative dealers from 
all parts of the State points to a big year in its 
activities, and to a bigger future. 

The convention was opened at 10 o’clock Fri- 
day morning by President F. W. Kling, vice 
president of Adams, Payne & Gleaves (Inc.), 
Roanoke, introducing Charles D. Fox, mayor 
of Roanoke, who heartily made the lumber- 
men welcome to the city. Genial and versa- 
tile, the mayor won instant popularity with his 
hearers and was afterward made the subject 
of a high tribute in the response made by W. A 
Barksdale, secretary of the Charlottesville Lum- 
ber Co., Charlottesville, Va. 


President Kling Reviews Activities 

The annual address of President Kling fol- 
lowed, in which he ably summarized the activi- 
ties of the association since its organization and 
reviewed the current problems of the retail 
lumber business. He emphasized particularly 
the debt of gratitude which the association owes 
to Mr. Barksdale, its first president, and to 
Treasurer Hugh R. Bryan, manager of Wil- 
liam S. Bryan & Sons, Staunton, Va., saying 
that it is due largely to the unsparing efforts 
of these two men that the association success- 
fully pulled through the organization period 
and reached its present state of effectiveness. 
He also paid tribute to M. Harris Mitchell, 
whose administration as secretary-treasurer of 
the association began only last December but 
who has already proved himself an efficient and 
valuable executive. Secretary Mitchell was 
— officially introduced to the member- 
ship. 

President Kling continued by saying that 
while the association was not yet functioning 
as fully as it aimed to, a good many trade 
abuses already have been corrected to a very 
large degree. 

Analyzes State Lien Law 

The Virginia mechanics’ lien law was the sub- 
ject of detailed discussion by W. W. Coxe, 
of Chitwood, Coxe & Rogers, Roanoke. Mr. 
Coxe compared the efficacy, advantages and 
disadvantages of the Virginia law with those 
of other States, for the purpose of suggesting 
improvements. He had found, in digesting the 
mechanics’ lien laws of various States, that 
those of Ohio constituted the most comprehen- 
sive pattern to follow in the case of Virginia 
laws, and in his discussion he referred to them 
as representing a progressive standard. He 
called attending to the fact that lawyers have 
from time to time advocated as the most effec- 
tive improvement, a statute providing for the 
giving of a bond by the general contractor to 
pay and satisfy or cause to be paid and satis- 
fied all just claims of subcontractors for ma- 
terials actually incorporated in the building, and 
to provide that the material men’s recourse shall 
be wholly upon the bond and not against the 
building. This, Mr. Coxe pointed out, is the 
practice of the Federal Government. 


Speaks for Southern Pine 
The organization, operation and services of 


the. Southern Pine Association were next ex- 
plained by J. S. Farish, representing that asso- 


ciation at Jacksonville, Fla. “In addition to its 
field men and merchandising engineers,” Mr. 
Farish said, “the association desires to function 
in complete accord with those who sell and 
those who buy its product, to the end that 
users may be thoroughly satisfied with it and 
that its use be furthered wherever it is adapt- 
able. With these thoughts in mind the associa- 
tion has entered upon an elaborate program 
of trade promotion and a campaign of better 
merchandising, and feels that there are no ave- 
nues through which it may better attain its 
aims than a standardization of its products and 
utilization of short lengths, the potential de- 
mand for which is 1,000,000,000 feet a year.” 

Mr. Farish further spoke illuminatingly on 
the subject of grade-marking, which his asso- 
ciation is aggressively advocating. 


Secretary Presents His Report 


Secretary Mitchell next took the floor, in the 
course of his address saying in part: 

In trade organizations it is not always an 
easy task to convince the eligible non-member 
dealer that his membership is essential to the 
greatest development of common interests. 
Although, in saying that, I do want to con- 
gratulate you on the splendid association you 
have. Due to the unremitting labors of our 
efficient board of directors, and of course that 
includes our titular officials, the influence of 
our association is so broadening that there is 
no section of Virginia that it will not per- 
vade—to say nothing of its effects in other 
directions. You can be satisfied with the care- 
ful manner in which the interests of the or- 
ganization have been administered by your 
board. 

I beg of you to realize what it will mean 
when 100 percent of the Virginia building ma- 
terial dealers are pledged to support the great 
plans and purpose of this organization. 

We stand on a solid foundation. We stand 
for all that is honest and true in contractural 
relations; we stand for fairness between in- 
terests; we stand for a high code of trade 
ethics; we stand for proper recognition of the 
dealer’s interests by all concerned; we stand 
for coéperation and everything that will en- 
able the building material industry of Vir- 
ginia, the fairest and finest commercial State 
of these United States, to assume its proper 
place in that economic program. 

I am not satisfied with our present mechan- 
ics’ lien law. The burden rests too much on 
the material man. I trust that the able dis- 
cussion of this subject by Mr. Coxe will pro- 
voke thought that will crystalize in some 
action leading to the enactment of a properly 
provisioned lien law for Virginia. 

No effort on our part will be spared to de- 
velop the Virginia association to its potential 
strength. And let us bespeak one real service 
from you—don’t let your interest in the af- 
fairs of the association end with your mem- 
bership. We shall appreciate your suggestions 
any time, and even request you to share your 
good ideas with us. 


Would Exclude Foreign Cement 


Importations of cement from Belgium are 
driving domestic manufacturers out of many 
seaboard markets and if allowed to continue 
will react with ruinous consequences upon the 
entire industry and will affect the continued 
prosperity of the country, according to John 
J. Cameron, of the Cement Information Bu- 
reau, New York City, who spoke on the subject 
of “American Products for American People.” 
Mr. Cameron had just returned from Belgium, 
where he had lived several months in order to 
study conditions in the cement industry there, 
and reached the conclusion that the low prices 
of Belgian cement are due to the low wage 
scale, accompanied of course by a low standard 
of living. “The only basis on which American 
manufacturers can compete with Belgium is 
with a tariff that will equalize the differences 


arising out of two diametrically opposed stand- 
ards of living,” said Mr. Cameron. “American 
producers of building materials are entitled to 
a tariff which will enable them to continue pay- 
ing wages that will safeguard American stand- 
ards, and our building industries are entitled to 
the same protection as other American indus- 
tries of lesser national importance and encoun- 
tering less foreign competition.” 

Mr. Cameron especially requested support 
for the Wood resolution now pending before 
Congress, which makes it mandatory upon the 
Federal Government, prices being equal, to pur- 
chase articles of American origin rather than 
those produced abroad. 


Farm Prosperity Helps Industries 


In discussing the business outlook, B. W. 
Norman, vice president, traffic department, Nor- 
folk & Western Railway Co., stated that he was 
“optimistic, but not enthusiastic, regarding busi- 
ness conditions in Virginia during 1928. I look 
for marked progress, widespread but not ex- 
ceptional prosperity; steady, consistent growth, 
with a fortunate absence of either industrial or 
agricultural booms.” Mr. Norman does not 
believe that the fact that this is a Presidential 
year will have any marked influence on busi- 
ness conditions. He continued: 


An important factor on which I have based 
a prediction of prosperity during 1928 is the 
gradual and continued improvement in the 
financial situation of the farmer. The market 
for his products has slowly but surely im- 
proved. He is getting better prices and he is 
not only paying off his obligations at a more 
rapid rate but he is also finding the funds 
necessary to make extensive purchases of 
finished products. In some cases, corn, for 
instance, this improvement has been due to 
exceptionally large crops for which there 
has been a demand in this country and in 
Europe. In other cases, cotton, for example, 
both the acreage and the crop have been 
smaller, commanding better prices. Coming 
still more closely to our own State, we find 
that the dark tobacco crop has brought im- 
proved prices as the exports of this com- 
modity increased and the accumulated stocks 
on hand were reduced. 


Mr. Norman further discussed prospective 
tax reductions in Virginia, the desirability of 
bringing in new industries, and the condition 
of railroad service. He promised continued 
railway efficiency and prompt service, but asked 
in return a full measure of public codperation. 

The problems of the lumber and building ma- 
terials dealer and business conditions as he 
found them were discussed by J. Ben Wand, of 
Jacksonville, Fla., after which President Kling 
announced the appointment of the following 
as a nominations committee: Paul Hanberry, 
Norfolk, chairman; W. W. Coffey, Lynchburg, 
and T. C. Ruffin, of Richmond. 


THE BANQUET 


The annual banquet was held Friday evening 
and was an event that will be long remembered 
by the participants. As a souvenir, all those 
present were presented with a Virginia fairy 
stone, to which there is attached a great deal of 
sentiment. The stone presented to Dr. D. W. 
Daniel, Clemson College, the distinguished prin- 
cipal speaker of the evening, was finished with 
gilt. Robert H. Angell was toastmaster. 

Dr. Daniel spoke on “The Joyful Life,” 
through his versatility as an orator mixing 
rich humor with deep pathos. “No man can 
lead a really happy life unless he looks toward 
the future,” he said. “No man has a right to 


accomplish less in life than his father did.” 
An excellent entertainment was also given. 

The committee in charge was composed of Wil- 

liam Mounfield, chairman; R. E. L. Abbott, H. 
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H. Carter, W, F. Crawford, J. W. Hodges, sr., 
Cc. K. Lemon, L. B. Old and M. Harris Mit- 
chell. 


SATURDAY MORNING SESSION 


The Saturday morning session was open to 
retail lumber dealers only, and was productive 
of much of value to every yard operator at- 
tending. The first speaker was Howard Smith, 
of the Eastern Millwork Bureau, New York 
City, on the important subject of “Cost Ac- 
counting as Applied to the Retail Lumber In- 
dustry.” Mr. Smith urged strongly the adop- 
tion of a uniform cost accounting system. Only 
after this has been adopted, he told the dealers, 
“will you have a solid foundation on which to 
erect all the other devices which you will hear 
advocated at this and other conventions.” 

Retail credits were next discussed by J. 
Paul Leonard, former secretary of the North 
Carolina Retail Merchants’ Association. Abil- 
ity to pay, not to buy, is the basis of credit, he 
said. Character plays the greatest part, and 
ability to pay stands next to character. This 
combination of credit merits should -be care- 
fully considered before dealing with a prospec- 
tive customer. Credit business could be made 
as safe as cash business if credit was extended 
wisely. Mr. Leonard defined merchandise as 
the same as money, and credit as the main- 
spring of modern business, and therefore essen- 
tial. But constant vigilance is the price of se- 
curity in credit accounts. 


Choosing Definite Trade Policy 


An outstanding address was that by Bruce 
Helfrich, of George Helfrich & Son, Baltimore, 
Md., who spoke on “Retail Merchandising of 
Lumber and Building Supplies.” “The founda- 
tion for a real merchant is his ‘policy of busi- 
ness,” said Mr. Helfrich. “Shall he pick the 
best intrinsic value in each product he handles 
and buy that quality at the best price he can, 
or shall he take the middle ground and select 
a ‘fair’ quality of each product, or shall he 
follow the idea that the lowest costs will bring 
him the best net results? Each of these policies 
has its place in business, if frankly followed 
to its conclusion. I do not believe, however, 
that the three can be successfully mixed. I do 
believe that the failure to establish a policy of 
business is the cause of many bankruptcies.” 


Mr. Helfrich continued: 


It is very important to have also an inflex- 
ible policy on sales. I mean by this that busi- 
ness expenses should be known and faced 
frankly. The dealer should not permit prices 
to be quoted at less than cost, plus a figure 
for profit. Right here the trouble usually be- 
gins, Most retailers actually quote a figure 
that represents at least a small profit, but 
when the buyer skillfully gives the impression 
that the figures quoted will not get the busi- 
ness, the salesman immediately gets panic- 
stricken and hunts up excuses to cut the price. 
A quotation once made should remain as 
quoted unless some change has been made 
that would actually reduce the cost to the 
seller. After establishing selling prices that 
will return cost plus a reasonable profit, the 
dealer should exercise his knowledge of the 
merits of the product so that he can sell mer- 
chandise instead of price. 

The volume of sales will probably fall off. 
The dealer will have to look to his cost of 
material, his turn-over, his office overhead etc. 
and cut these expenses to match the business 
that can be gotten at a profit. : 

In selling lumber, millwork and allied prod- 
ucts, the dealer should bring into use the same 
merchandising methods that have been suc- 
cessfully used for many years by retailers ‘n 
most of the other lines—advertising, display 
of merchandise, personal promotion methods, 
and personal contact salesmen (merchandis- 
ers) not telephone addicts. The greatest need 
of our business today, I believe, is fully to 
grasp the distinction between selling and mer- 
chandising. That difference is profit. Many 
institutions have lost sight of profit and have 
become obsessed with the idea that great vol- 
ume of sales is the real purpose of their busi- 
ness. Fear of loss of an order is the greatest 
weakening influence on the man who faces a 
prospective buyer. This fear is entirely 
caused by the idea that if that order is lost 
it is quite a blow to “volume” so that in many 


cases the price that has already been made 
too low by “fear” is again cut by “fear.” 

The true merchandiser approaches his pros- 
pect with great confidence that his merchan- 
dise is worth the money he is asking. He is 
prepared to explain the worth of his stock; he 
never changes his price after he once quotes, 
so none of his time is taken up in considering 
the comparative price against his competitors. 
He goes right into a convincing set of reasons 
why the customer will find it good policy to 
give his firm the business. Very many times 
the order can be got in this manner. If it is 
obtained, it carries profit. If it is lost, it is 
far better than to have been secured at a cut 
price and have become a burden on the orders 
that had been placed at a profit. 

Handle only materials that you can honestly 
and enthusiastically advise your customers to 
use and know just what each one is govud 
for. Advertise, telling the public in general 
what your policy is. Tell it of your merchan- 
dise display rooms. Take ideas from your de- 
partment stores, your drug stores; in fact, al- 
most every other store. Show a cozy little 
room to live in, to offset the automobile to 
ride in; show the children’s play room. Dem- 
onstrate the value of insulation. Have meet- 
ings of your employees who meet the public. 
Get the spirit of merchandising into them. 
Appoint one man to keep after your dead 
stock to get it converted into money. Maybe 
he will have to remanufacture it; maybe he 
will simply have to analyze it to show him a 
place in your town where it can be used. 
Maybe it had better be sold as an overstock 
or dead stock bargain. Have one man whose 
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Charlottesville, Va.; 
Elected a Director 
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Roanoke, Va.; 
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business it will be to see to it that after a 
contract is taken, the contractor is glad he 
gave it to your firm. 

Select your lumber stock with great care 
and handle the best building materials obtain- 
able. While this will probably add 2 to 5 per- 
cent to the cost of the bills of material you 
sell for the home, it must be considered that 
the cost of these materials as a total is only 
a very small part of the total cost of the 
builders’ completed product—something like 
one-tenth of one percent. 

In our own business, in many instances, we 
have recommended less expensive items for 
definite places than the purchaser felt was nec- 
essary. Keep your premises attractive, keep 
trucks clean and well painted, insist on chauf- 
feurs being courteous and neat. Have your 
statement in the hands of the customer on the 
first of the month. Get your business on a 
strict business basis. 

“What Side-lines to Handle at a Profit,” was 
the subject admirably handled by W. A. Barks- 
dale, of Charlottesville, his exposition being fol- 
lowed by an interesting general discussion, the 
consensus being that hardware, porch furniture 
and garden trellis work were profitable side 
lines. e 

W. W. Coffey, president of the Kinnier Co., 
Lynchburg, briefly referred to the subject of 
wholesale competition, stating that he had noted 
satisfactory improvement in this connection. 

The report of Treasurer Hugh R. Bryan 
was received and approved. President Kling 


yead an invitation from the Staunton Chamber 
of Commerce to hold the third annual conven- 
tion of the association in Staunton. F. O. 
Strailman moved that the decision as to the 
location of the next convention be deferred, 
which motion was accepted. Mr. Strailman 
also moved a standing vote of thanks to the 
Roanoke dealers for their efforts to make the 
convention the success that it was, to all the 
speakers, and to the retiring officers for their 
capable administration. This motion was sec- 
onded by T. C. Ruffin and unanimously passed. 

President Kling called on Paul Hanberry, 
chairman of the nominations committee, for his 
report, which, upon the motion of Mr. Strail- 
man, seconded by J. Gordon Payne, vice chair- 
man of the Adams Bros.-Payne Co., Lynch- 
burg, was unanimously adopted as follows: 

President—J. Watts Martin, president, J. E. 
Etheridge Lumber Co. (Inc.), Norfolk. 

First vice president—L. C. Smith, president, 
Smith & Kline (Ine.), Rosslyn. 

Second vice president—W. W. Coffey, presi- 
dent the Kinnier Co., Lynchburg. 

Third vice president—A. T. M. Rust, secre- 
tary-treasurer, Economy Lunrber Co., Chris- 
tiansburg. 

Treasurer—Hugh R. Bryan, manager, Wil- 
liam §S. Bryan & Sons, Staunton. 

Directors — W. . Barksdale, secretary, 
Charlottesville Lumber Co., Charlottesville; 
T. C. Ruffin, president, Ruffin & Payne, Rich- 
mond; Tucker Whyte, president, Friend & Co., 
Petersburg; C. M. Baylor, president, C. M. 
Baylor & Co., Norfolk; P. S. Vaughan, general 
manager, the Heffelfinger Co., Hampton; H. EH. 
Kennedy, vice president, Exchange Lumber 
Co., Roanoke; and F. W. Kling, vice president 
Adams, Payne & Gleaves (Inc.), Roanoke. 

The retiring president, Mr. Kling, congratu- 
lated the president-elect, Mr. Martin, who 
made a brief speech of acceptance. His time, 
his energies and his codperation were theirs, 
he told the dealers, and he asked them to recip- 
rocate. . 

Immediately after luncheon the new board of 
directors held a meeting, at which the principal 
business discussed was plans for early work 
in district meetings. The first’ of these will 
probably be held within about four weeks, and 
others will follow at frequent intervals through- 
out the year. It was decided that the associa- 
tion’s mid-year convention will be held at Vir- 
ginia Beach some time in July or August. 
Those attending the directors’ meeting were 
Messrs. Martin, Kling, Baylor, Ruffin, Vaughan, 
Coffey and Barksdale. 


Succeeds Father as Director 


Rocx Istanp, ILt., Jan. 16.—T. B. Davis, jr., 
son of the late T. B. Davis, prominent execu- 
tive of the Weyerhaeuser & Denkmann com- 
panies, has succeeded his father as a member 
of the directorates of the lumber concerns in 
which his father was active. His election was 
made last week at the annual meeting of stock- 
holders and was the only change in personnel 
of the companies. The officers and directors 
are: 

WEYERHAEUSER & DENKMANN Co,.-——-F. C. 
Denkmann, president; John P. Weyerhaeuser, 
vice president; Edward P. Denkmann, secre- 
tary-treasurer. These officers with S. S. Davis 
and T. B. Davis, jr. constitute the board of 

’ directors. 

Rock IstANpD SASH & Door Works—F. C. 
Denkmann, president; John P. Weyerhaeuser, 
vice president; Charles Esplin, vice president, 
treasurer and general manager; Arthur C. 
Hansen, secretary and assistant treasurer. 
The St, Louis Sash & Door Works, which has 
the same officers as this concern, will hold its 
annual election Jan, 23. No changes in execu- 
tive personnel are scheduled. 

Rock IsLaAND LUMBER & MANUFACTURING Co. 
—John P. Weyerhaeuser, president; Edward 
P. Denkmann, vice president; F. C. Denkmann, 
secretary-treasurer. These officers with S. 5S. 
Davis and R. D. Marshall constitute the board 
of directors. 

Rock IsLAND LuMBER & Fusu Co.—F. C. 
Denkmann, president; John P. Weyerhaeuser, 
vice president; Edward P. Denkmann, secre- 
tary-treasurer. These officers with Ss. S. Da- 
vis and F. E. Weyerhaeuser, constitute the 
board of directors. 


F. C. Denkmann was host to the score of 
stockholders attending the meetings at a lunch- 
eon in the Hotel Fort Armstrong: 
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Indiana Retailers Concentrate UponMa 


Lumber Promotion, Reroofing Campaigns, Solicitation\ Bu 


INDIANAPOLIS, INp., Jan. 18.—Plans for the 
extension of the activities of the association by 
means of employing a full-time secretary and 
of developing the local club and district meet- 
ing idea were important features at the forty- 
fourth annual convention of the Retail Lum- 
ber Dealers’ Association of Indiana, which 
opened at the Claypool Hotel, here, today. 

There was a large attendance and the in- 
terest manifested not only in the ‘proposed 
changes in association affairs but in the many 
merchandising problems that arose for discus- 
sion was great, indicating a keen realization 
on the part of the membership of the fact that 
these are vital times for the retail lumber busi- 
ness, as indeed for the industry as a whole. 

The program for the two days’ sessions was 
one of the most constructive ever presented, 
being replete with addresses and subjects for 
discussions of particular interest to the dealers 
in this changing age, when problems of effi- 
ciency, service and codrdination are uppermost 
in their minds. 

The registration was held at a novel and ex- 
ceedingly handsome booth presented to the 
association by the West Coast Lumber Bureau, 
Seattle, Wash. It was constructed entirely of 
West Coast woods, in sections of Douglas fir, 
western red cedar, western hemlock and Sitka 
spruce, and incorporating numerous panels 
showing how these various woods lend them- 
selves to the finest finishes and art purposes 
There were some examples of sandblasting that 
were especially noteworthy. Practically every 
item manufactured by western mills, even in- 
cluding log siding, was represented in the con- 
struction of this booth. The roof was of red 
cedar shingles stained in a number of different 


colors. 
OPENING SESSION 

The convention was opened shortly after 1 
o'clock Wednesday afternoon by President 
Fred Wehrenberg, of Fort Wayne, who after 
a few brief remarks called on Secretary C. D. 
Root, of Crown Point, for his annual report. 

Secretary Root said that the association had 
completed a year that on the whole was very 
successful and satisfactory, though the need 
for more district meetings had been keenly 
felt. He pointed out the desirability, in fact, 
necessity, for closer codperation between local 
dealers in order that all might profit in their 
business, and declared his conviction that such 
coéperation could best be promoted through 
occasional get-together meetings in the various 
sections of the State, which would give dealers 
an opportunity to get to know each other, be- 
come friends, discuss mutual problems and ex- 
change ideas. A total of 342 members are now 
on the rolls, but Secretary Root believeil this 
number could be materially increased if the 
association would concentrate more largely on 
district activities. 

President Wehrenberg joined with Mr. Root 
in urging such activities, stating that according 
to all his observations they were productive of 
endless benefits. However, this question 
brought up that of a full time secretary, to 
succeed Mr. Root, who found that his business 
interests prevented him from giving to asso- 
ciation work the time necessary to promote this 
development. It was pointed out that the asso- 
ciation had grown and its activities increased 
to stich extent that the services of a full time 
secretary had become indispensable if the or- 
ganization should function with utmost ef- 
fectiveness; but to employ such a man, it 
would become imperative to increase the annual 
dues, which at present are but $15. 

Mr. Wehrenberg asked for discussion of this 
subject, in order that the incoming board of 
directors might have the membership’s con- 





census to guide its action in the matter. 
Several spoke, all being heartily in favor of a 
full time secretary with increased dues, no 
opposition being evident. It seemed to be 
the opinion that the dues should be assessed 
proportionately, according to the annual busi- 
ness transacted by each member firm. The 
matter was passed to the resolutions com- 
mittee. 
Insurance and the Model Yard 


An address by C. Disher, of the Indiana Mu- 
tual Lumbermen’s Insurance Co., Indianapolis, 
followed, in which he described the model 
lumber yard from an insurance point of view. 
A well kept yard, with stock piled neatly and 
uniformly; attractive, well repaired buildings 
constructed according to the best methods, wide 
driveways, well placed hydrants, high fences, 
fire extinguishers in handy places, were some 
of the things Mr. Disher insisted upon. 

“In conducting a lumber yard,” said Mr. 
Disher, “remember that cleanliness is next to 
godliness, and is besides a mighty effective ad- 


ROY R. JOHNSTON, Cc. D. ROOT, 
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vertisement. Avoid cheap labor. Hire only 
the best yard and office help you can fintl, for 
they are not only more intelligent, more care- 
ful and safer, but you are judged by the com- 
pany you keep, and the appearance and con- 
duct of your employees have much to do with 
your good will.” 

The effect of the mechanics’ lien laws in 
safeguarding the interests of the retail building 
materials merchant was discussed by Harry A. 
Fenton, senior counsel for the Indiana Build- 
ers’ Supply Association. Most building, he 
pointed out, must be done on credit. “It’s the 
builder who creates our national prosperity, in 
the last analysis, and where would we be if 
we should take all safeguarding support away 
from the men who finance the builders. It 
would wreck the mainspring of prosperity. The 
banker, the building and loan man, the con- 
tractor and even the building laborer, all de- 
mand absolute protection before they will in 
any way concern themselves with the job, so 
why shouldn’t the building material dealer, who 
probably has the most at stake, secure full 
protection ?” 

As the dealers and guests passed into the 
convention hall, each was handed a ticket bear- 
ing a number, the holder of the lucky number 
in the subsequent drawing to win an attend- 
ance prize of a $5 bill. The drawing was held 





at this time, the winner being Clarence Um- 
fleit, of Vincennes, Ind. 

President Wehrenberg appointed a resolu- 
tions committee composed of Harry Scearce, 
Mooresville, chairman; John Kenower, of 
Huntington, and W. L. Hubbard, of Scotts- 
burg, and a nominating committee made up 
of Roy Metzger, of Lebanon, chairman; Opal 
Voorhees, Mishawaka, and William Parten- 
heimer, Huntingburg. 


Must Act to Save Business 


Introduced as one of the leading and most 
aggressive retail lumber dealers in the country, 
Julius Seidel, of the Julius Seidel Lumber Co., 
St. Louis, Mo., said: 

We have reached the stage in the retail 
lumber business where it is no longer of any 
use to talk in grandiloquent manner. What 
we need now is expressed by one word only, 
that being “performance.” Heretofore we 
haven’t performed, but we’ve got to do it now 
in order to save our business. We must adopt 
modern merchandising, and fall in line with 
the rest if we are going to keep up our end. 
Our competitors have been building business 
at our expense while we have been sitting 
back. We must realize that lumber is our 
bread and butter and that we have a duty 
toward it as well as toward ourselves to per- 
form. We must begin to talk lumber, sell it, 
merchandise it. The retail lumber yard must 
give service to its trade and learn to take 
as good care of it as the department store 
does. We must use methods in our business 
that will attract the public to lumber instead 
of to something else. But we ourselves must 
believe in our product before we can be mer- 
chandisers. 


The Reroofing Problem 


Methods of developing reroofing business 
came in for considerable discussion, indicating 
a great deal of general interest in this hereto- 
fore neglected field. How to meet the compe- 
tition of outside roofing contractors was the 
particular question at issue. 

R. S. Whiting, of the Red Cedar Shingle 
Bureau, of Seattle and Chicago, described the 
bureau’s campaign to assist dealers in local 
drives for reroofing business. The bureau, he 
said, was prepared to advise as to best methods 
of application, supplying advertising helps and 
furnishing field men who will assist any dealer 
who desires such service in selling the first re- 
roofing job and then work with the contractor 
in putting the shingles over the old roof as an 
educational measure. 

Tom Lehon, of the Lehon Co., declared the 
dealers must dispel prejudice in the roofing 
business. To thwart outside competition he 
urged the dealers to work out a selling plan 
with the local contractors. He declared many 
outside contractors charged prices yielding un- 
warranted profits; that the local dealers could 
undersell them by considerable and could secure 
much profitable business if they only would 
get up enough fighting spirit to let their towns- 
men know about it. 

John Suelzer, jr., of the Ft. Wayne Builders’ 
Supply Co., Ft. Wayne, said his concern had 
built up a big business that is still growing year 
by year through a reroofing department em- 
ploying three to five salesmen on a 15 percent 
commission basis. The company keeps a card 
index of every roof in the city and surround- 
ings which will need reroofing between now 
and three years in the future, and follows this 
list up carefully. The company has found that 
people are most willing to talk a new roof after 
a hard rain and it capitalizes on this. After 
a good rain, the company uses large news- 
paper space advocating roofing, and finds that 
this always brings in a number of telephone 
calls. This company believes in giving satis- 


faction, and if a roof leaks after being laid, 
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said Mr. Suelzer, “we are just as anxious to 
fix it as we are to sell the job in the first place.” 
The company maintains its own re-roofing force, 
and encounters practically no opposition from 
contractors. “As a matter of fact,” said the 
speaker, “we-are not in competition with the 
contractors in this work at all; for if we gave 
it up, our local contractors wouldn’t follow it 
up and the business would go to outside con- 
cerns; and they seem to realize that.” Mr. 
Suelzer said the company finds it necessary to 
do some financing, taking 10 percent of the cost 
of the roof as a down payment, and 10 percent 
a month for nine months. The price is the 
same whether it is a cash or credit transaction, 
though 5 percent discount is given if payment 
is made by the tenth of the month following 
the completion of the job. However, the com- 
pany is considering some arrangement whereby 
the man who pays in four or five months will 
secure some benefit by so doing. 
Success of Local Organizations 

How the Kokomo (Ind.) Lumber Club func- 
tions to promote harmonious relations between 
the dealers in that city and environs was 
told by D. S. Troy, of the South Side Lumber 
Co., Kokomo, which story was elaborated by 
Willis B. Dye, of Thomas J. Dye & Son, Ko- 
komo. This club is an outstanding example of 
success in the local organization field. 

Roy R. Johnston, of the Parker-Johnston 
Lumber Co., Logansport, told of the many bene- 
ficial results from the intimate codperation pre- 
vailing between the Logansport dealers. “This 
sort of codperation must be built on mutual 
confidence,” he said, “and is best sustained by 
pooling purchases. As many split cars are 
received in Logansport in a year’s time as there 
are cars destined for one concern only. This 
pooled buying enables us to keep stocks down, 
move them out quickly and freshen them often. 
This sort of arrangement is not a combination 
in restraint of trade, but a combination to make 
effective common sense merchandising prin- 
ciples.” 

The last speaker on the afternoon’s program 
was Denman Kelley, State supervisor of trade 
and industrial education, who told what the 
public schools in Indiana are doing to train 
boys for trades and industries. He asked the 
dealers to seek to encourage the introduction 
of manual and vocational training classes in 
the schools of their communities as a means 
of securing more efficient workmen. 

PAST PRESIDENTS’ DINNER 

Twenty of the twenty-three presidents who 
have headed the Retail Lumber Dealers’ As- 
sociation of Indiana since 1901, gathered at 
the Claypool Hotel, Tuesday evening, for the 
fourth annual past presidents’ dinner, at which 
Fred Wehrenburg, the retiring president this 
year, was taken into their organization and 
presented with the gold medal which accom- 
panies that honor. 

It is an interesting fact that all of the presi- 
dents who have served in this century are still 
in life. Of the three absent on this occasion, 
William F. Johnson (1908) now resides in 
Portland, Ore.; Walker V. Jennings (1916) is 
in Florida, and Charles Wolflin, of Evansville, 
was detained by illness. 

Walter H. Crim, of Salem, who was chosen 
chairman at the time the past presidents’ or- 
ganization was formed four years ago and who 
has occupied that post ever since, officiated as 
toastmaster, and there were a goodly number 
of impromptu speeches and a general jollifica- 
tion. 

Those attending, together with the year of 
their administration, were: 

W. H. Winnie, of Frankfort, 1901; W. E. 


Pulse, Greensburg, 1903; Barney C. Smith, 
South Bend, 1904; H. C. Scearce, Mooresville, 


1905; D. A. Peterson, Warsaw, 1906; E. P. 
Deming, Hammond, 1909; T. Guy Pierson, 
Spencer, 1910; Albert Greely, Muncie, 1911; 


E. J. McErlain, South Bend, 1912; Charles W. 
Lanz, Bedford, 1914; Charles BE, Foster, Val- 
paraiso, 1915; C. D. Root, Crown Point, 1917; 
F. C. Cline, Anderson, 1919; W. H. Crim, Salem, 
1920; G. F. Osterhage, Vincennes, 1921; Willis 
B. Dye, Kokomo, 1922; Roy Metzger, Lebanon, 
1924; O. D. Haskett, Indianapolis, 1925; Charles 
A. Wood, Muncie, 1926, and Fred Wehrenberg, 
It. Wayne, 1927. 


THURSDAY MORNING 
[Special telegram to AMERICAN LumMBERMAN] 

INDIANAPOLIS, IND., Jan. 19.—The Thursday 
morning session was opened by President 
Wehrenberg introducing Don Critchfield, of 
the West Coast Lumber Bureau, Seattle, Wash., 
who explained the services which the bureau 
offers retail dealers. “Stay loyal to lumber,” 
he pleaded. “You are dependent on lumber for 
the greatest part of your profits and should 
therefore concentrate on it.” What the cus- 
tomer wants to know, Mr. Critchfield declared, 





HARRY SCEARCE, 
Mooresville, Ind.; 
On Resolutions 


ROY METZGER, 
Lebanon, Ind.; 
On Nominating 


is not what kind of stuff the retailer has in his 
yard, but what service the material will give 
him. “It would be foolish to try to sell a 
housewife a pile of casing and base, when it is 
beauty she wants in woodwork. Adaptability, 
serviceability, beauty and the other merits pos- 
sessed by lumber should be your selling points, 
not ‘just lumber.’” 


Discussion on Soliciting Business 


President Wehrenberg at this point turned 
the meeting over to Vice President Roy R. 
Johnston, of Logansport, who conducted the 
balance of the morning session. A discussion 
on “Soliciting Business” brought out the gen- 
eral opinion that any method employed to ac- 
quaint the public with the merits of the dealer’s 
merchandise and service without misrepresenta- 
tion and without disparaging his competitor, is 
fair competition. “The retailer can use any 
fair method at all to attract business to his 
yard,” it was declared. 


Profitable Lines for Dealers 


The dealers then heard an interesting ad- 
dress on the profit building possibilities of 
built-in features and the value of display 
rooms and other modern merchandising meth- 
ods, by J. Carl Hertzog, advertising manager 





{ Business, Use of Plan Books, Are Discussed 


of the El Paso Sash & Door Co., El Paso, 
Tex., makers of “Premier” standardized mill- 
work. Mr. Hertzog’s address, entitled “Rich, 
New Profits for Lumber Dealers,” follows: 

Women today are better looking, live longer, 
are happier, have more fun and less drudgery. 
Constantly changing methods of living are 
responsible for a new freedom of women. 
Electric irons, washing machines, vacuum 
cleaners, laundry service, automobiles, tele- 
phones—all these new inventions have les- 
sened the labor of women and made it possi- 
ble for those in ordinary circumstances to 
give teas, play golf or bridge, go to the 
movies. Where is the lumberman, while this 
forward march in favor of better looking and 
more vivacious women is going on? 

Is the lumber dealer going to allow the 
consuming public’s money to be spent only 
for electrical conveniences when you have 
several things to sell that will lessen woman’s 
work and enable her to spend more after- 
noons playing bridge? Hardwood floors are 
easier to clean than old splintered floors. 
New French doors and windows add light 
which makes home work less dreary. But 
best of all—built-in cabinet features, wall 
cabinets and disappearing conveniences that 
fold into the wall—are features that really 
eliminate drudgery. 

A chair seems a necessity in the bathroom 
or kitchen, and yet every time the floor is 
mopped the chair is in the way. In these 
two rooms which are small in modern build- 
ing design, a disappearing wall seat is a 
real convenience. It folds into the wall—out 
of the way when you don’t want it, but there 
and easily opened when desired. 


Built-in Features Are in Vogue 


Little built-in conveniences such as this 
and the already well known and popular 
built-in ironing board save time, space and 
labor. If you lumbermen are doing your part 
to keep the ladies young, you will sell these 
features. People want them—they are the 
vogue. Why let the furniture dealer sell a 
mere chair when you can sell a disappearing 
seat that is much more convenient? 

With this new freedom of women, they have 
acquired new prestige. The women are the 
purchasing agents of America, Statistics show 
that 80 percent of all merchandise sold at re- 
tail is bought by women. Women buy homes 
and improvements for homes, too—the women 
buy, the men pay. y 

With the development of the woman as a 
factor in retail selling, where she was for- 
merly unknown, merchandising methods are 
changing. Perhaps the greatest change is— 
should be—in the merchandising tactics of 
retail lumber dealers. The old time lumber 
yard was hardly a place to attract women. A 
respectable woman would probably be afraid 
to go into an old dusty, dingy lumber yard. 
But today we have light and attractive dis- 
play rooms and window exhibits. The popular 
yard improvements seem to be in connection 
with new methods of displaying the materials 
that are used in building attractive homes. 
In this display you will want new and up-to- 
date features that attract attention, features 
that will establish your reputation as a pro- 
gressive lumber dealer that is right up to 
now, with a stock of modern conveniences 
that every woman wants—built-in telephone 
cabinets, china closets, kitchen cabinets. You 
can make more profit and can better satisfy 
your customers if you sell ready-built cab- 
inets than you can by selling the lumber to a 
carpenter-contractor who will build them by 


hand. 
Must Visualize the Finished Job 


Most people unless technically trained can 
not visualize from blue prints. This is espe- 
cially true of women, and it is the women who 
today are buying the homes. Theirs is the 
‘final yes or no. Plan books and other illustra- 
tions are helpful, but the fine details are lost. 
How often has the disappointed housewife ex- 
claimed after the mantel, or the new corner 
cupboard was installed: “Oh, if I had known 
it was going to look like that, I never would 
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have had it.” Display rooms, then, showing 
flooring, cabinets and other built-in features; 
brick and tile fireplaces with wood mantels, 
doors, and sides of trim in the various pat- 
terns, windows and moldings and all the other 
things that, when properly combined, make 
the real home of “no regrets,” must be main- 
tained to show just how the various things 
will appear in the prospect’s finished job. 
Nothing should be left to the imagination. 
This is giving the home builder real service; 
something for his money besides boards and 
battens. Small model houses to scale, help 
and advice in selecting the interior decora- 
tions, the proper arrangement of the kitchen— 
these are the real helps the seller of building 
materials should be equipped to give those 
who come shopping for a home, These are 
the things that will make his business the in- 
stitution in the community where shelter, 
family traditions, and good taste are com- 
bined to make homes and not houses. 

If your advice on the arrangement of 
kitchens is what it should be, you will ind@lude 
built-in ironing board, broom closet, kitchen 
cabinet and perhaps a breakfast nook. These 
features will slightly increase the cost of the 
thome but will add value of more than double 
the cost, If these features were not included, 
the home prospect would have to buy furni- 
ture to take their place, so you need not be 
afraid of killing your sale by a higher price. 
The selling appeal of the home appointed with 
built-in features is certainly greater than that 
of a bare four-wall house. 


Selling a Necessity of Life 


You, the dealer in lumber and building sup- 
plies, should plan your advertising with the 
thought ever in mind that you are selling 
shelter, a basic commodity and a necessity 
of life. You are in position to satisfy a pri- 
mary want just as surely as is your brother 
merchant down Main Street who is offering 
food, shoes or clothing. Is there any reason 
then, why you, the man who sells shelter, 
should not use the motives of fashion, crea- 
ture comfort, pride and all the rest, as the 
themes of your sales talk? There is every 
reason why you should take advantage of 
these vulnerable points in the human make-up. 

In some of our larger cities, particularly 
through the middle West, there has been a 
partial awakening and modern methods of 
merchandising have been applied to the retail 
building materials business. Sales forces have 
been efficiently organized and well trained, and 
advertising and display methods adopted quite 
as progressive as those found in any other 
retail line. The results have made these pro- 
gressive lumber yards and building supply 
offices quite as pleasant and inviting to the 
prospect when “shopping for a home” as the 
department stores are to milady when she 
goes shopping for a new dress. They have 
become department stores for home builders— 
just what they should be. 

There is a national tendency toward re- 
modeling and repairing old homes. The lum- 
ber dealer should look to this movement for 
as much profit as he expects to make out of 
new homes, 

There is hardly a home to remodel that 
does not need a new kitchen cabinet, a new 
fireplace and mantel and the addition of the 
more modern features such as telephone cab- 
inets, built-in froning boards, folding seats 
and tables, divider cabinets in large kitchens 
and so on. There is no limit to the sales 
possibilities of built-ins. Rich new profits 
await the dealer who takes advantage of this 
new opportunity. 


Plan Books Widely Used 


A census taken by Vice President Johnston 
showed that a large percentage of the mem- 
bership used plan The discussion fol- 
lowing brought out that while the plans in these 
books must be changed in practically every 
case, they are invaluable as sources of ideas and 
also from an advertising standpoint. 


Retail Yard Service 


In a discussion of service as rendered by re- 
tail yards, Mr. Johnston red the fact that 
“service is too often emphasized in the retailer’s 
advertisements but is too seldom evident in his 

ractice.” The advertising phrases “Service” 
and “Quality” are like old horses ridden to 
death. The public is demanding both and it 
would be better for the retailer if he let his 
actions speak on that subject, rather than 


meaningless slogans and advertising stock 
phrases. However, there is a happy medium in 
service. The retailer must avoid rendering so 
much that his customers ultimately pay more 
for service than for the material, which would 


be sure to be found out and kill his trade. 
THURSDAY AFTERNOON 


The Thursday afternoon session opened 
with a discussion of prospective business 
conditions in the various parts of the State. 
The consensus was that the outlook is fair 
to good, certainly better than for last year. 
At that, it was generally agreed, business in 
1927 was not so poor. The predictions of 
coming good business were mostly based 
on the improved agricultural situation, and 
particularly on the fact that farmers are 
becoming more generally converted to di- 
versifying, raising more hogs, poultry, etc. 

. F. Carter, field representative etc. 
Southern Pine Association, New Orleans, 
La., told of the formation of salesmen’s 
organizations for the purpose of teaching 
them the characteristics of their ware and 
supplying them with information to pass on 
to their trade. It is ignorance of wood, 
said Mr. Carter, which has led to the suc- 
cess of substitutes. The retailer owes it to 
his trade and to himself to familiarize him- 
self with lumber. * It is becoming increas- 
ingly necessary to establish in the custom- 
ers’ minds some sound confidence in the 
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man who is doing the selling, and this con- 
fidence is best gained by knowledge. Mr. 
Carter further explained various manufac- 
turing problems, including the questions of 
grade-marking and end-matching. 

The transit car was emphatically con- 
demned by L. P. Lewin, of Cincinnati, Ohio, 
president of the National Retail Lumber 
Dealers’ Association. “Nothing has done 
more to undermine the lumber business than 
the transit car,” declared Mr. Lewin. “Once 
in a great while, when stock is very urgently 
needed, they may come in handy, but as a 
usual thing they can be regarded as nothing 
but evils. Retailers should buy only from 
their manufacturers who need their sup- 
port.” Mr. Lewin then told the dealers 
that the National association took this occa- 
sion to make the first public and _ official 
announcement of a development of greatest 
importance, and introduced Fred Millis, 
president of the Millis Advertising Co., 
Indianapolis, who described what he de- 
clared to be the greatest national advertising 
and sales promotion campaign ever at- 
tempted by any trade association, about to 
be launched by the National Retail Lumber 
Dealers’ Association. This campaign will 
be conducted over a four-year period, at an 
estimated expense of $40,000,000, in behalf 
of retail lumber dealers throughout the 


ee 


country. It will be handled by the Millis 
Advertising Co., of Indianapolis, originators 
of “Say It With Flowers” and “Apples for 
Health” campaigns, as well as numerous 
others of exceptional success, including the 
$20,000,000 advertising project of the laundry 
owners’ national association. The campaign 
will be co-operative and is aimed “to con- 
structively increase the volume and the 
profits of every man and every concern deal- 
ing in building materials.” 

“It will revolutionize the entire business 
of every one of you,” Mr. Millis declared, 
“and will do it whether you want it or not, 
It is going to put merchandising in the full 
sense of the word into the retail lumber 
business.” 

The first object of the campaign will be 
to stimulate home building and the repairing 
of homes, and the second to educate the 
public, including the industrial buyer, to 
look to the retail lumber yard as the safe, 
logical and economical place to buy all 
building materials. 

“Build Now With Safety” will be the 
slogan of the campaign. Mr. Millis said 
the definite decision to launch this campaign 
is the result of a year’s study and careful 
research. It will be in full swing by late 
summer. “It naturally follows that the two 
thoughts, building now and buying safely, 
when nationalized by our slogan, will ener- 
gize the merchandising of thousands of 
lumber dealers,” it was stated in the an- 
nouncement. “Instead of their maintaining 
building material storage yards and bidding 
for business through second and _ third 
parties, supinely allowing mail order houses 
and direct shippers to take an ever increas- 
ing amount of profitable business that is 
economically and socially theirs, the lumber 
dealers’ contacts will come to be more and 
more directly with the actual prospective 
home builders. Instead of merely compet- 
ing among themselves as bidders on low 
profit lumber bills that have for the most 
part been already sold by a third party, the 
co-operative dealers will become active 
merchandisers of building materials. 

This, however, does not contemplate that 
the dealer will become a building contractor. 
Quite the reverse. The campaign advertis- 
ing will develop prospects interested in build- 
ing new homes and in remodeling old homes. 
These prospects will be put in contact with 
the retail dealer for information which will 
enable them to “build with safety.” This 
direct contact established, the dealer is in 
position to turn the job over to a friendly 
contractor, thus being able to effect the sale 
on a noncompetitive basis. 


An inspirational address that was thor- 
oughly enjoyed followed, in which the Rev. 
Peter Simpkin, chaplain of the Concatenated 
Order of Hoo-Hoo, brought to the con- 
vention the fraternal spirit of the Order. 

Harry Colman, cost accountant, of Chi- 
cago, gave his usual quick-fire talk on the 
necessity of a uniform system of accounting 
in retail yards, without which dealers, he 
said, could not arrive at a common basis of 
understanding, which is essential in these 
days of modern merchandising and co-op- 
eration. Mr. Colman stated that 66 percent 
of a retailer’s normal business is noncom- 
petitive. The coming year, he said, would 
be a year of less new building and conse- 
quently of less competitive business; where- 
fore, he urged retailers to work up other 
business, which is almost ‘entirely noncom- 
petitive. 


Urges Adoption of Cost System 


A resolution thereupon was presented by 
Harry C. Scearce, chairman of the resolu- 
tions committee, to the effect that “every 
retail lumberman and manufacturer of mill- 
work, not already so provided, should at 
once install an adequate accounting system 
which will produce accurate and reasonably 
detailed cost findings, covering not only his 
lumber merchandising activities, but partic- 
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ularly the manufacture of his millwork.” 
This resolution was unanimously adopted. 

A resolution advocating “the complete 
elimination of the transit car evil” also was 
unanimously adopted, as was a resolution 
instructing the board of directors to give 
careful consideration to the question of em- 
ploying a full time secretary to look after 
the interests of the association. This reso- 
lution provided that “if in their judgment 
it would seem wise so to enlarge the activi- 
ties of the association, to take a mail vote 
of every retail lumber dealer in the State, 
whether a member of the association or not, 
within sixty days and also to prepare a plan 
for the revision of the membership dues to 
meet the needs.” 

Another resolution adopted recognized the 
need of a vocational educational program 
for the training of skilled workmen in the 
building trades and urged members actively 
to encourage and promote such educational 
program through their local school officials.” 

Resolutions also were adopted thanking 
the convention speakers and all who con- 
tributed to the banquet and entertainment 
and expressing gratitude to Retiring Presi- 
dent Wehrenberg, Secretary Root and all 
the other officers and directors for their able 
services during the last year. 

Insulation was discussd briefly by Harry 
Bracken, of the Celotex Co., Chicago, who 
cited concrete examples of liberal savings 
of heat and fuel through its application. 

E. M. Calloway, of Fowler, won the $5 
attendance prize of the day. 


Election of Officers 


The report of the nominating committee 
was presented by Roy Metzger, of Lebanon, 
and was unanimously adopted as follows: 

President—Roy E. Johnston, Logansport. 

Vice-President—E. M. Calloway, Fowler. 

Treasurer—Harry M. Moore, Indianapolis 
(re-elected). 

Directors—Central district, R. Foster, In- 
dianapolis; southern district, W. L. Hubbard, 
Scottsburg; western district, Lou Walker, 
Terre Haute; eastern district, to serve one 
year, M. Thornhill, Parker City; northern 
district, to serve one year, M. Cochran, Flora, 


In presenting this report Mr. Metzger said 
the committee regretted that the by-laws 
prohibited the re-election of the president, 
inasmuch as it felt that Mr. Wehrenberg, by 
virtue of his efficient administration, was 
entitled to that honor. 

Retiring President Wehrenberg then pre- 
sented President-elect Johnston, who ac- 
cepted the office in a brief and appropriate 
message. 

A delightful banquet and entertainment 
Thursday evening concluded one of the most 
constructive and enthusiastic conventions in 
the history of the association. The suc- 
cess of this event was largely due to the 
untiring efforts of the banquet committee 
composed of Roy C. Goetcheus, of the Allen 
A. Wilkinson Lumber Co., Joe Brannum, of 
Brannum-Keene Lumber Co., and Paul 
Bowman, of the Home Lumber & Supply 
Co., of Indianapolis. 

Senator Edward Ford, noted humorist, was 
the chief speaker of the evening. The banquet 
was followed by a largely attended dance. 


Hoo-Hoo and Salesmen’s Dinners 


Wednesday evening the Indianapolis Hoo-Hoo 
Club held a dinner and concatenation which 
was well attended by local and visiting Black 
Cats. Frank Young, of Lawrence, president 
of the club, acted as toastmaster and Parson 
Peter Simpkin, supreme chaplain, was the prin- 
cipal guest and speaker. Three kittens were 
initiated. 

The Indianapolis southern pine salesmen 
gathered for a luncheon meeting Thursday 
noon to consult with J. F. Carter, field repre- 
sentative of the Southern Pine Association. 
Commissions to commission salesmen and end- 
matched lumber were among the subjects dis- 
cussed. Mr. Carter decided to extend the time 
limit for the return of salesmen’s examination 
papers to Feb. 10, because this month is almost 





entirely taken up with conventions, giving the 
salesmen little opportunity to study their papers. 


Many Ladies in Attendance 


Many of the lumbermen in attendance at the 
convention brought their wives, daughters and 
sweethearts, and a goodly number of them at- 
tended the sessions, as well as enjoying the 
special entertainment features provided for the 
ladies, which included bridge Wednesday after- 
noon, a theater party Thursday afternoon and 
a dance following the annual banquet Thursday 
evening. 


SALESMEN’S ASSOCIATION MEETS 


The Central Association of the Traveling 
Lumber & Sash & Door Salesmen held its 
annual meeting at luncheon in the ball room of 
the Claypool Hotel on Wednesday, with ap- 
proximately fifty in attendance. 

The affairs of the association were reported 
to be in excellent condition, with a big increase 
in membership during the last year, making a 
total of 168 at this time. The constitution was 
amended to admit retail dealers in the terri- 
tory covered by the organization to member- 
ship. The age limit of applicants was placed 
at 60 years on account of the insurance feature 
accompanying membership. 

The association decided to meet at the Edge- 
water Beach Hotel, Chicago, Feb. 8, 9 and 10, 
in connection with the annual meeting of the 
Illinois Lumber & Material Dealers’ Associa- 
tion. A number of important matters will be 
acted on at that time, it was announced. 

Officers were elected as follows: 

President—O. S. Murphy, Humboldt Red- 
wood Co., Chicago. 

Vice president—Charles L. Lee, Allen A. 
Wilkinson Lumber Co., Indianapolis. 

Secretary-treasurer—W. H. Bultman, Pacific 
Lumber Co., Indianapolis (reélected). 


Directors—John A. Spencer and F. H. Banker, 
of Chicago; E. C. Leaming, George Poteet, H. 
B. Harley and Ransome Griffin, all of In- 
dianapolis. 


What Some Indiana Dealers Report 


FRED A. WEHRENBERG, Ft. Wayne.—We can 
not complain. Business, while perhaps not 
all that we expected, was up to the aver- 
age during the last year and indications 
point now to a much better year in 1928. I 
don’t believe the fact that this year is 
an election year will have much effect. We 
rather are getting away from that old idea, 
_It likely happened in other years that un- 
certainty concerning monetary and tariff 
changes caused business contraction, but those 
days are gone. 


Roy D. Metzcer, Lebanon.—We found the 
year somewhat spotted in so far as volume is 
concerned. Some weeks or months would be 
very good and others would be equally as bad. 
This latter condition we found particularly true 
toward the end of the year. I believe the year, 
as a whole, however, will show to good advan- 
tage by comparison with other recent years. 


O. D. Haskett, Indianapolis.—While the year 
was not all we believed it would be early in the 
spring, due to decreased building, the total sales 
volume was up to the average. The lumber- 
man nowadays must get out and get business, 
The time for waiting until it appears inside the 
door is past. I don’t believe in the old bogey 
of eleviion year curtailing business drastically. 
If there is any uncertainty, I believe it will 
vanish as soon as the presidential nominees be- 
come known. Bither party will hardly attempt 
to nominate a man of whom business interests 
are afraid. 


HarRRY A. ALLEN, Greencastle.—The last year 
was not so bad—nor was it so good. In the 
smaller items particularly, the situation is en- 
couraging. I believe farm business will pick up 
this year, at least we all hope so. In view of 
business averages over the last few years, I 
don’t think we should be worried. 


AvuGusT FromMgE, Terre Haute.—Business last 
year was not so good. Our territory was hard 
hit by the coal strike during the middle of the 
year and has not recovered fully. We find that 
our smaller supplies, such as paint, hardwa 
and building materials held up well in spite a 
conditions. We are expecting a good year .in 
1928 in spite of the elections. , Sian 





What Does Any Lumber Cost? 


Sometimes the factory boss will say “What's 
the matter with this lumber? We only got 
so many pieces from this car when another 
car costing the same cuts out so much more.” 
Did you ever think just how much loss 
there is in squaring up poorly sawn stock with 
split and bad ends? 6 in. from both ends of a 
10-ft. board means 10% and better gone into 
your wood box—selling wood that may cost 
10c a foot. Of course, regardless of how good 
and clean your board is, you will have waste 
—but poor lumber of any grade will cost a 
great deal more on account of this waste than 
better lumber of the same grade at a higher 
price. 

The other day, we were watching the mak- 
ing over of an old antique overstuffed chair 
and when the covering was removed the wood- 
work underneath was Clear quartered Yellow 
Poplar—some chair. Today anything of this 
construction would be out of the question and 
furniture is now made of material just as 
good at less cost. To keep the cost down 
every buyer is looking for better lumber at the 
same price or just as good for less. We are 
ready to give you such lumber whenever you 
need Tennessee Red Cedar, Philippine Ma- 
hogany, Southern Hardwoods or Hardwood 
Flooring. “Send us your orders for L. C. L. 
or carloads. 
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Only § Minutes 
to Figure Any 


House Pian 


Think of the time and labor this 
wonderful new book, “ Automatic 
Building Costs,” willsave you. With 
it you can figure almost any frame, 
brick, brick veneer or tile house, any 
cost, at your prices for materials, in 
5 minutes. 

Simple to use, absolutely trust- 
worthy. Now in use by hundreds of 
live lumber dealers from coast to 
coast. 

We will send this book for 5 days’ 
FREE examination to any accredited 
lumber dealer, * If you don’t think it 
will save you 10 times its cost the first 
year, return it without obligation. 


SEND NO MONEY 
\ Just Mail This Coupon 


1-21-28 r 





Automatic Building Costs Co., 
30 North LaSalle Street, 
Chicago, Illinois. i 


| 

| 

| Send “Automatic Building Costs”. After SdaysI § 
will either return the book by parcel post insured 8 

5 or remit your special introductory price of $15. 

t 

1 

| 


p | | RT 


de 


% Subject to arrangements we have with a few lumbermen who aided 


us In testing this book. 
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WEEDS— 
mean FIRES!!! 


Remove this fire menace by removing weeds! Simply 
dilute Wilson’s Weed Killer (1 gallon to 40 gallons of 
water) and sprinkle around your yards and lumber 
piles. This solution kills the roots making one good 
application a year sufficient. 


Send in a trial order today! 

1 Gallon, $2.00 10 Gallons, $15.00 
5 Gallons, 8.00 25 Gallons, 30.00 
50 Gallons, $50.00 
Freight Allowed East of Mississippi 


Booklet mailed on request. 


Mi 
Department R 


SPRINGFIELD, NEW JERSEY 




















Maple, Birch, Beech 


FLOORING 


Made from Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Reciever for WILLIAM HORNER 

































Plant: Perkins Building, 
Newberry, Mich, Grand Rapids, Mich. 
— a | 
Once Used. Always Used 
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OUR BOARD RULES and ponsles with lum- 
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en who appreciate a 
made article. e make BOARD RULES to 
measure any length and thickness of lumber, 
and LOG RULES with any scale, diameter or 
length measurements desired. Write for cata- 
log describing our complete line. 
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Lor. Ass'n Rule 


oa and Odd Length Rule 
Cleveland Rule Co., “su2"" 








FOR MARKING LUMBER 


We are exclusive distributors of the PERFEC- 
TION STAMP for Grade-Marking and Trade- 
Marking lumber in the most economical, efficient 
and practical war. In order that we may quote 
you our prices, let us know the names of the 
grades you have in mind marking on your lumber. 
Trade-Marks designed and registered. 


LumesBer Accessories Co. 
832—13th St.,N.W., WASHINGTON, D.C. 








FT. SMITH LUMBER CO. 
PLAINVIEW, ARK. 
Manufacturers 


Solt Short Leaf Yellow Pine 











What she Associations 


——— 


Are 


Planning and Doing 


Jan. 24—Western Red Cedar Association, Daven- 
Port Hotel, Spokane, Wash. Annual. 

Jan. 24—Northern Pine Manufacturers’ Association, 

Radisson Hotel, Minneapolis, Minn. Annual. 

z4—Union Association of Lumber & Sash & 

Door Salesmen, Hotel Gibson, Cincinnati, Ohio. 

Annual, 

Jan. 24—Empire State Association of Wholesale 
Lumber & Sash & Door Salesmen, Boston, Mass. 
Annual. 

Jan. 24—Roofer Manufacturers’ 
Monthly meeting. 


24-26—American Wood Preservers’ 
tion, Mt. Royal Hotel, Montreal, 
Annual, 


Jan, 24-26—Northeastern Retail Lumbermen’s As- 
sociation, Hotel Statler, Boston, Mass. Annual. 

Jan. 25—Canadian Forestry Association, Windsor 
Hotel, Montreal, Que. Annual. 

Jan. 25—Massachusetts Retail Lumber Dealers’ As- 
sociation, Hotel Statler, Boston, Mass. Annual. 

Jan, 25-26—National Lumber Exporters’ Associa- 
om, Battery Park Hotel, Asheville, N. C. An- 
nual, 


Jan. 


Club, Macon, Ga. 


Jan. Associa- 


Canada. 


Jan. 25-27—Ohio Association of Retail Lumber 
- na ep Sinton Hotel, Cincinnati, Ohio. An- 
nual. 


Jan, 25-27—Western Retail Lumbermen’s Associa- 
tion (of Canada), Fort Garry Hotel, Winnipeg, 
Man., Annual. 
25-27—Southwestern Lumbermen’s Associa- 
pate Convention Hall, Kansas City, Mo. An- 
nual. 
Jan. 27—West Coast Lumbermen’s Association, Se- 
attle, Wash. Annual. 
Jan. 30—Pittsburgh Association of Lumber Sales- 
men, Pittsburgh, Pa. Annual. 
31-Feb. 1—Executive Committee National 
7 Manufacturers’ Association, Washing- 
ton, 
Jan. 31-Feb, 1—Northern White Cedar Association, 
Minneapolis, Minn. Annual. 
Jan. 31-Feb. 1-2—Retail Lumber Dealers’ Associa- 
tion of Pennsylvania, William Penn Hotel, 
Pittsburgh, Pa. Annual. 


Feb, 1-2—Southeastern Iowa Retail Lumbermen’s 
Association, Burlington, Iowa. Annual. 


Feb, 1-3—Michigan Retail Lumber Dealers’ Asso- 


Jan, 


Jan. 


ciation. Pantlind Hotel, Grand Rapids, Mich. 
Annual. 
Feb. 1-3—Michigan Association of the Traveling 


Lumber & Sash & Door Salesmen, Pantlind Ho- 
tel, Grand Rapids, Mich. Annual. 


Feb. 2-3—Kentucky Retail Lumber Dealers’ Asso- 
ciation, Phoenix Hotel, Lexington, Ky. Annual. 


Feb. 7—Appalachian Hardwood Club, Hotel Sinton, 
Cincinnati, Ohio. Special meeting. 


Feb, 7-8—Western Pine Manufacturers’ Association, 
Davenport Hotel, Spokane, Wash. Annual. 


Feb. 7-9—Canadian Lumbermen’s Association, Cha- 
teau Frontenac, Quebec, Que. Annual. 


Feb. 7-9—Southwestern Iowa Retail Lumbermen’s 


Association, Chiefton Hotel, Council Bluffs, 
Iowa. Annual, 
Feb. 8—Southwestern Hardwood Manufacturers’ 


Club, 
Annual. 


Roosevelt Hotel, New Orleans, La. 


Feb. 8-10—Illinois Lumber & Material Dealers’ Ag. 
sociation, Edgewater Beach Hotel, Chicago, 
Annual. 

Feb, 9-10—Florida Lumber & Millwork Association, 
Jacksonville, Fla. Quarterly meeting. 

9-10—National Association of Commission 

Lumber Salesmen, Congress Hotel, Chicago, 

Annual. 


Feb. 14—Eastern Iowa Retail Lumbermen’s Agso- 


Feb. 


—* Lafayette Hotel, Clinton, Iowa. An- 

nual. 

Feb. 14-15—Southern Forestry Congress. Louig- 
ville, Ky. Annual. 


Feb. 15—Trade Extension Committee, National 
Lumber Manufacturers’ Association, Chicago. 
Feb. 14-16—Tennessee Retail Lumber & Millwork 
Dealers’ Association, Hotel Patten, Chatta- 

nooga, Tenn. Annual. 


15-17—Nebraska Lumber Merchants Associa- 
tion, Hotel Rome, Omaha, Neb. Annual. 

Feb. 16-17—New Jersey Lumbermen’s Association, 
Hotel Traymore, Atlantic City, N. J. Annual. 


Feb. 17—Eastern Millwork Bureau, Hotel Pennsyl- 
vania, New York City. Annual. 


Feb. 17-18—American Forestry Association and Mis- 

souri Forestry Association, Statler Hotel, St. 

Louis, Mo. Joint annual. 

20—Northern Wholesale Hardwood Lumber 

Association, Milwaukee Athletic Club, Milwau- 

kee, Wis. Annual. 

Feb. 20-22—Western Forestry & Conservation As- 
sociation, Tacoma, Wash. Annual, 

Feb. 21-23—Wisconsin Retail Lumbermen’s Asso- 
Seton, Milwaukee Auditorium, Milwaukee, 
Annual, 


Feb. 22—Northern Indiana & Southern Michigan 
Retail Lumber Dealers’ Association, Oliver Ho- 
tel, South Bend, Ind. Annual. 

Feb. 23-25—Western Retail Lumbermen’s Associa- 
tion (U. S.), Hotel Utah, Salt Lake City, Utah, 
Annual. 

Feb. 29-March 1—North Dakota Retail Lumber- 
men’s Association, Fargo, N. D. Annual. 


March 1—Lumbermen’s Exchange of the City of 
Philadelphia, Bellevue-Stratford Hotel, Phila- 
delphia, Pa. Annual banquet. 


March 7-8—South Dakota Retail Lumber Deal- 
ers’ Association, Sioux Falls, 8. D. Annual. 


March 8-10—Province of Quebec Retail Lumber 
Dealers’ Association, Windsor Hotel, Montreal, 
Que. Annual. 

March 14-15—Central & Northeastern Iowa Lum- 
bermen’s Association and Northwest Iowa Lum- 
bermen’s Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Joint annual meeting. 

March 16-18—Lumbermen’s Club of Arizona, Phoe- 
nix, Ariz. Annual. 

March 26-28—Southern Pine Association, Roosevelt 
Hotel, New Orleans, La. Annual. 

April 11-12—National-American Wholesale Lumber 
Association, Atlantic City, N. J. Annual. 
April 19-20—Hardwood Manufacturers’ Institute, 

Congress Hotel, Chicago. Annual, 

April 24-26—National Association of Railroad Tie 
Producers, Arlington Hotel, Hot Springs, Ark. 
Annual. 


Feb. 


Feb. 





Western Retailers Plan Program 


SPOKANE, WASH., Jan. 14.—Secretary Roy S. 
Brown, of the Western Retail Lumbermen’s 
Association, is enthusiastic over the outlook for 
the annual convention of that association, to be 
held at Salt Lake City, Utah, Feb. 23, 24 and 
25. A splendid program of discussions on sub- 
jects of vital importance to retailers has been 
prepared, and the local lumbermen at Salt Lake 
City are making great preparations for a rous- 
ing convention. snihitelemitieieaions 


Plans for Tennessee Annual 


CHATTANOOGA, TENN., Jan. 16.—In an an- 
nouncement to friends of the Tennessee Retail 
Lumber & Millwork Dealers’ Association which 
has been sent out by J. A. Minnich, secretary, 
a cordial invitation is extended to the annual 
meeting of the association which will be held 
on Feb. 14, 15 and 16 at the Hotel Patten in 
Chattanooga. In this connection Secretary Min- 
nich says: 

Our meeting this year, besides promoting 
better merchandising of lumber and building 
materials, will be devoted to establishing bet- 
ter relations between manufacturers and dis- 
tributers, and to foster measures benefiting 
all branches of the industry. 

While the convention will largely be en- 


gaged in the discussion of dealers’ problems 
by the dealers themselves, some speakers 
prominent in the industry will be heard. 

Entertainment features have been provided 
for dealers and visitors alike, and the ladies 
are invited to share in the in-door entertain- 
ment and the sight-seeing which Chattanooga 
and its adjacent mountains afford. 


Jersey Secretary Resigns 


Newark, N. J., Jan. 16.—Erwin Ennis re- 
signed at a recent meeting of the board of 
directors of the New Jersey Lumbermen’s As- 
sociation and arrangements for the annual 
State convention have been placed in the hands 
of G. Edward: DeNike, who preceded Mr. En- 
nis in the position. The convention will be 
held at the Traymore Hotel, Atlantic City, on 
Feb. 16 and 17. ? 

Mr. Ennis announced his resignation and said 
today he had made no arrangements for the 
future of which he cared to talk at present. 
Mr. Ennis originated the “Build a Home First” 
movement and was in charge of the big New 
Jersey delegation that made a pilgrimage last 
summer to the National Retail Lumber Deal- 
ers’ Association convention in Tacoma. : 

In preparing for the convention, Mr. DeNike 
will be assisted by the convention and program 








JANUAR 


—_— 


commit 
Mr. De 
ilton L 


Wi 
PITT: 
about ¢ 
the Re 
Pennsy 
Hotel 
day, J 
interest 
the pré 
World 
Thursc 
year hh 
decidec 
conven 
the wl 
lumber 
secreta 
Dealer 
mittee 
Fine 
conven 
B. Da 
associc 
will it 
Wedn 
at 11 
hours. 
the la 
will c 
the ho 
Mrs. 
make 
Arr 
will b 
memb 
tions € 
bers ¢ 
numbe 
associ; 
questi 
those 
at loc 


Mo 
ventic 
ber D 
8, 9 | 
Secre 
in cc 
provi! 
Lumk 
ber | 
Marc 
Hotel 
ever 
says, 
coope 
boarc 





, 1928 


Lv 


rs’ As. 
hicago, 


iation, 


nission 
Licago, 


Asso- 
An- 


Louis- 


tional 
ago. 


llwork 
hatta- 


ssocia- 


lation, 
nnual, 


nnsyl- 


i Mis- 
1, St. 


umber 
ilwau- 


n As- 


Asso- 
aukee, 


higan 
r Ho- 


ssocia- 
Utah, 


mber- 


ity of 
Phila- 


Deal- 
ial, 


amber 
itreal, 


Lum- 
Lum- 
Hotel, 


Phoe- 
sevelt 
umber 
titute, 


d Tie 
Ark. 


lems 
.kers 


vided 
adies 
tain- 
ooga 


s re- 
d of 
} As- 
nual 
ands 
_ En- 
ll be 
y, on 


said 
r the 
sent. 
‘irst” 
New 
: last 
Deal- 


Nike 


yram 








January 21, 1928 


AMERICAN 


LUMBERMAN 





5 









committees. Since his resignation as secretary, 
Mr. DeNike has been associated with the Ham- 
ilton Lumber & Millwork Co., Paterson, N. J. 


Western Pennsylvania Program 


PirtspuRGH, Pa., Jan. 17.—The program is 
about completed for the annual convention of 
the Retail Lumber Dealers’ Association of 
Pennsylvania, to be held in the William Penn 
Hote! here, Tuesday, Wednesday and Thurs- 
day, Jan. 31 and Feb. 1 and 2. One of the 
interesting features of the convention will be 
the presence of Alvin C. York, of Tennessee, 
World War. hero, at the banquet the night of 
Thursday, Feb. 2. The twenty-year dinner last 
year having been so successful, it has been 
decided to hold another the first night of the 
convention this year. This dinner is given by 
the wholesalers and retailers and is free to 
lumbermen and their employees. J. G. Criste, 
secretary of the Pittsburgh Wholesale Lumber 
Dealers’ Association, is chairman of the com- 
mittee in charge. 

Fine entertainment for ladies attending the 
convention has been arranged, with Mrs. Hart 
B. Daugherty, wife of the president of the 
association, as chairman of the committee. It 
will include a sight-seeing tour of the city 
Wednesday, Feb. 1. Buses will leave the hotel 
at 11 a. m. and the trip will take about three 
hours. Thursday, there will be a luncheon for 
the ladies at the University Club. Taxicabs 
will convey the ladies to the club and back to 
the hotel after the luncheon. At this luncheon, 
Mrs. Cora Wilson Stewart, of Chicago, will 
make an address. 

Arrangements for the convention speakers 
will be completed this week. Discussions by 
members will be heard on a number of ques- 
tions embraced in a questionnaire sent to mem- 
bers of the association during the year. A 
number of the recommendations received at 
association headquarters as touching these 
questions will be used in the program, and 
those not used will be taken up and discussed 
at local meetings during the year. 


Date for Montreal Retailers 


MontTREAL, Que., Jan. 16—The annual con- 
vention of the Province of Quebec Retail Lum- 
ber Dealers’ Association will be held on March 
8, 9 and 10 at the Windsor Hotel, Montreal. 
Secretary J. L. Bourbonniere announces that 
in connection with this annual meeting the 
provincial association and the Montreal Retail 
Lumber Dealers’ Association will hold a lum- 
ber and building material exhibition from 
March 6 to March 10, inclusive, at the Windsor 
Hotel. This is the first exhibition of its kind 
ever held in Montreal, Secretary Bourbonniere 
says, and it is receiving the moral support and 
cooperation of the local builders, real estate 
boards etc. 


Southwestern Lumbermen’s Program 


Kansas City, Mo., Jan. 16—The complete 
program for the fortieth annual convention 
of the Southwestern Lumbermen’s Association, 
which opens in Convention Hall here Jan. 25, 
has been arranged as follows: 

Invocation—D. J. Evans, Pastor First Bap- 
tist Church, Kans, City, Mo. 


Address of welcome—Mayor Albert 1. 
Beach, 
Response for Arkansas—Eugene Barton, 


Jonesboro, Ark., president Arkansas Associa- 
tion of Lumber Dealers. 

Response for Oklahoma—Edward Shuitz, 
Chickasha, Okla., president South Oklahoma 
Lumber Dealers’ Association. 


Response for Kansas—T. J. Cauthers, Ash- 
— Kan., representing new group at Liberal, 
an, 


Response for Missouri—J. S. Whitaker, Wal- 
nut Grove, Mo., vice president Southwest Mis- 
souri Retail Lumber Dealers’ Association. 


President’s address—Kennett Hudson, Ard- 
more, Okla., Hudson-Houston Lumber Co. 


Address—John M. Gibbs, Washington, D. C., 


manager trade extension department, Na- 
tional Lumber Manufacturers’ Association. 


Address—“The Responsibility of the Retail 
Lumberman for Construction in His Locality,” 
H. Merle Smith, Kansas City, Mo. J. C. 
Nichols Co. 


Address—“How a Woman Operates a Re- 
tail Yard Successfully,” Mrs. G. R. Benedict, 


Lansing, Kan. 
Address—Hawley W. Wilbur, Milwaukee, 
Wis., president Wisconsin Retail Lumber- 


men’s Association. 


Address—James M. Brown, Spokane, Wash., 
Snark of the Universe. 


Address—‘“Is the Lien Law Just?” F. E. 
ler, Kansas City, Mo., association counsel. 


Address—C. C. Sheppard, Louisiana Central 
Lumber Co., Clarks, La. 


Illustrated lecture—Floyd Schmoe, park nat- 
uralist, Rainier National Park, Washington. 


Discussions—“Creatihg Farm Sales,’’ Kirk 
Hart, A. L. Scott Lumber Co., Wilsey, Kan.; 
“Credits and Collections,” E. D. Ferguson, 
E. C. Robinson Lumber Co., Blytheville, Ark.; 
“Present Farm Conditions,” B. F. Dobyns, 
B, F. Dobyns Lumber Co., Shelbina, Mo,; 
“Merchandising Short Lengths,” W. W. Coy, 
J. H. Jarnagin Lumber Co., Fairplay, Mo.; 
“Solicitation of Business,” C. E. Cunning, Das- 
comb-Daniels Lumber Co., Ada, Okla.; “Line 
Yard Problems,” Clay Thompson, T. H. Rog- 
ers Lumber Co., Oklahoma City, Okla. 


Ty- 


(SRG aAAaAae: 


Atlanta Material Dealers to Elect 


ATLANTA, GA., Jan. 17.—The annual meeting 
of the Building Material Dealers’ Association, 
of Atlanta, membership of which includes a 
majority of the retail lumber firms here, will be 
held at the Atlanta Athletic Club Wednesday 
evening, Jan. 25, it is announced by Bonnie Orr 
Deaton, executive secretary of the association. 
New officers for the coming year will be elected, 
including directors, and the new credit and 
legislative committees appointed. 


Program for Michigan Dealers 


LANSING, Micu., Jan. 16.—Retail lumber 
dealers, in all parts of Michigan, are looking 
forward to the thirty-ninth annual convention 
of the Michigan Retail Lumber Dealers’ Asso- 
ciation which will be held Feb. 1, 2 and 3 at 
the Pantlind Hotel, Grand Rapids. Advance 
reservations indicate that the convention this 
year will exceed in numbers any previous 
gathering and a program has been arranged of 
interest to dealers large and small in all parts 
of the State. 

The opening session will begin at 2 o’clock, 
Wednesday aiternoon, Feb. 1, with the reports 
of the officers, followed by the annual meeting 
of the Retail Lumber Dealers’ Mutual Insur- 
ance Association of Michigan. Addresses will 
be made by Hobart H. Corwin, Jackson, Mich. ; 
A. C. Benson, Mansfield, Ohio; James S. 
Kemper, Chicago; C. W. Beck, Monroe, Mich. ; 
M. H. Blankenhagen, Lansing, Mich., on va- 
rious phases of insurance; and by R. E. Saber- 
son, Minneapolis, and J. M. Brown, Snark of 
the Universe, Spokane, Wash. In the evening 
the “Old Guard” will hold its annual dinner 
in the Colonial room of the Hotel Pantlind 
followed by a Hoo-Hoo concatenation, and 
later, under the auspices of the salesmen’s as- 
sociation, by a midnight lunch and cabaret 


frolic. 
At the Thursday morning session, J. Carl 


Hertzog, sales manager of the El Paso Sash > 


& Door Co., El Paso, Tex., will tell about 
“The Need of Handling Ready-Built Cabinet 
Work.” Frank Day Smith, attorney, Detroit, 
will talk on “The Need of Lien Law Alert- 
ness.” P. W. Branton, of Chicago, will tell 
about the association’s plan book service. C. C. 
Showalter, South Haven, Mich. will talk 
about meeting mail order and ready-cut com- 
petition. In a talk to be made by Hubert 
North, of Kalamazoo, he will tell why there 
should be a moisture content specification in 
the standard grading rules. A. J. Hager, of 


Lansing, will tell how roofing and re-roofing 
These talks will be fol- 


sales may be made. 
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Rust-Owen Lumber Co. 


DRUMMOND, WIS. 





Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 














Dressed EXTRA STANDARD” 








Some Attractive Values 


4/4 Birch No.1. &B... mi 8/4 No.2 
4/4 Birch No.2 Com. . V4 boon 
4/4 Bice Ne. 3 Cem. 
/4 Maple Ne. 1C.&8.... 
8/4 Maple Rect CaBe: 
emlock Lath 4” and 32” 


Write for description and prices. 


FIFIELD, WISCONSIN 


00" 

4/4 Basswood No.1C.&B. wren 

ieee 8/4 Basswood No. 16 Aa. 28,000" 
4 Basswood No.2 18,000" 


008" 8/ 
7 100,000" 8/4 Ashand limi. ie “nee” 


Hales Timber Go., Inc. 








JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 
MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 
Prompt Shipments. 

Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bldg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 











Remember 


| Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 

BASSWOOD Lumber, Siding, Ce iling, Flooring, 
Sash, Doors, Blinds, Window romnes, Mouldings 
and Box Shooks from SAGINA 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 
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Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwcecods 
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enteialiien 


Surface eeeenies 
ESTIMATOR 


A x... ublication covering in the most complete 
e whole field of surface meastre as ap- 
plied to to rapid estimating of contents of Le pee 
sizes of lumber, veneer, fibre board and stock u 
in the manufacture of interior and exterior Aeeag 
nels, doors, blin loor and window 
‘ames, etc., etc. or circ containing 
sample pages. 


Pocket Size (454 x 6%4"") $5.00, Postpaid. 


American Lumberman 
ee - 431 So. Dearborn St.,CHICAGO, ILL. 
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FOR SALE #42 


IN OAK AND GUM 
Always in Stock 


THE W. A. NOBLE LUMBER COMPANY 

















| 1206 First Nat’l. Bank Bidg., CINCINNATI, OHIO 


UMBER 












OMPANY 
MICHIGAN 












DAVENPORT 
HOTEL Headquarters for 


Lumb f 
Spokane, umbermen o 


the Northwest 
U.S.A. 





Reasonable Rates 
Informal 


Numerous Dining 
Rooms, includiny 
Coftee Shop 


Circulating Ice Water 


Washed Air 
Ventilation 





























Fashioned” 
Quality 
Any one can, and gen- 

erally does, claim their 

Knives are the best; the 

real proof is right in 

your mill. 


When you have about 
decided that all Knives 


are the same,—try one 
set of White Knives. 


Then YOU decide 
which is the best. 


The L. &I. J. White Co., Inc. 


70 Columbia Street, BUFFALO, N. Y. 











lowed by the opening of the question box and 
discussions on the matters thus brought up. 

At the Thursday afternoon session, John M. 
Gibbs, Washington, D. C., manager of the 
trade extension campaign of the National Lum- 
ber Manufacturers’ Association, will tell of the 
part the retailer has in this campaign. Harry 
Strong, of New York City, will tell how deal- 
ers may increase non-competitive business. Fred 
A. Wehrenberg, of Ft. Wayne, Ind., and Harry 
Colman, of Chicago, will jointly discuss how 
a retail lumber yard may determine its mer- 
chandising policies by analyzing its business 
according to departmental profit. Harry J. 
Rothballer, of Detroit, will tell how a higher 
standard of credit will reduce losses. L. R. 
Putman, of Chicago, representing the Southern 
Pine Association, will tell about grade-marking 
and trade-marking. George A. LaValle, of 
Marietta, Ohio, will discuss the importance of 
color in home building. 

The annual banquet and cabaret will be held 
in the ball room of the hotel on Thursday 
evening and part of the evening’s entertainment 
will include an illustrated lecture on the north- 
west forests by Floyd W. Schmoe, under the 
auspices of the West Coast Lumber Bureau. 
This will be followed by dancing. 

A business program will be conducted on 
Friday morning and will be devoted particu- 
larly to statements by district delegates regard- 
ing the district and group organizations with 
which they are connected. They will tell how 
these branch organizations of the State associa- 
tion have worked codperatively and what re- 
sults have been achieved. This will be followed 
by reports of the various committees and elec- 
tion of officers. 


Plan Entertainment for Delegates 


MINNEAPOLIS, MiNN., Jan. 16—The North- 
ern White Cedar Association has an enterpris- 
ing entertainment committee which is prepar- 
ing a special program for the banquet here the 
evening of Jan. 31, during the annual conven- 
tion. The committee, consisting of W. M. 
Wattson, J. E. Lynch and Roy Halgren, is get- 
ting headline acts from the Orpheum and Keith 
vaudeville circuits and from the Terrace Gar- 
den, Chicago. 


To Hear About Trade Extension 


MINNEAPOLIS, MINN., Jan. 17.— Secretary 
W. A. Ellinger has advised his members that a 
feature of the annual meeting of the Northern 
Pine Manufacturers’ Association at the Radis- 
son Hotel in this city, on Tuesday, Jan. 24, will 
be a talk on the National Lumber Manufac- 
turers’ trade extension campaign, by W. F. 
Shaw, manager of the central division at Chi- 
cago. 


Pacific Millworkers to Meet 


SEATTLE, WASH., Jan. 14.—An announcement 
has been made by H. W. Hansen, secretary, 
that the next meeting of the Pacific Northwest 
Millwork Association will be held in this city 
during the latter part of February. The asso- 
ciation will complete its deliberations in one 
day, so that the meeting will be strictly busi- 
ness from start to finish. 

_One of the subjects to come up for discus- 
sion ‘will be the progress made with respect to 
the apprenticeship course, a form of agreement 
for which was considered at the Portland meet- 
ing last November and given approval. Copies 
of the “Apprenticeship Course Agreement” are 
now being circulated among the membership. 

The subject of “Standard Specifications” has 
been entrusted to a committee consisting of Phil 
S. Warrick, Seattle; C. O. Cooper, Hoquiam; 
C. E. Cowdin, Portland; Knute Engdahl, Spo- 
kane; S. L. Frank, Tacoma, and H. Warnick, 
Tacoma. Recently the points involved were dis- 
cussed for members of the association by Mr. 
Leigh and Mr. Van Snyders, of the West Coast 
Lumber Bureau, which organization is codper- 
ating with the millworkers. As set forth by 
Secretary Hansen, the object is to frame a set 
of specifications that will assure architects and 
the building public that if they use “Standard 


Specifications” they will receive a proper and 
correct job of millwork. “When these speci- 
fications are finally approved by the millwork 
industry, as well as by architects, contractors 
and lumbermen,” he says, “they will be re. 
garded as standard, and it will not be neces- 
sary for anyone to go into very much detail in 
specifying millwork for any particular job— 
simply refer millwork to ‘Standard Specifica- 
tions.’ ” 

The question of catalogs, which will be 
brought up at the Seattle meeting, is in the 
hands of the committee on catalogs, consisting 
of L. B. MacDonald, of Tacoma; R. Moody 
of Seattle, and J. H. Lausmann, of Portland. 


Philadelphia Exchange Annual 

PHILADELPHIA, Pa., Jan. 16—The Lumber- 
men’s Exchange of the city of Philadelphia 
will hold its forty-second annual banquet on 
Thursday evening, March 1, at the Bellevue- 
Stratford Hotel, this city. Secretary John H. 
Lank states that it has not been decided whether 
the annual business meeting will be held in 
the exchange rooms in the afternoon or at 
the hotel immediately following the banquet. 


Southern Pine Association Annual | 


New Orzeans, La., Jan. 16.—H. C. Berckes, 
secretary-manager of the Southern Pine As- 
sociation, advises that the organization’s annual 
meeting will be held on March 26, 27 and 28 
at the Roosevelt Hotel, New Orleans. The 
directors and committees of the association will 
meet on March 26, while the general conven- 
tion of the subscribers will be held on the two 
days following. The details of the program 
that will be carried out will be announced later. 


American Forestry Program 


St. Louis, Mo., Jan. 16.—The tentative pro- 
gram of the joint annual meeting of the Ameri- 
can Forestry Association and the Missouri 
Forestry Association, which will be held at 
Hotel Statler, Feb. 17 and 18, contains the 
names of such distinguished speakers as former 
Governors Pinchot of Pennsylvania and Low- 
den of Illinois, Governor Baker of Missouri, 
Col. W. B. Greeley, chief forester, and United 
States Senator Harry B. Hawes of Missouri. 
The lumber industry will be represented by 
R. A. Long, of the Long-Bell Lumber Co.; 
A. J. Peavy, president the Southern Pine As- 
sociation; De Vere Dierks, Dierks Lumber Co.; 
J. W. LeMaistre, Jackson Lumber Co., and 
Julius Seidel, Julius Seidel Lumber Co., who 
will preside at one of the sessions. 

Dr. Hermann von Schrenk, president of the 
Missouri Forestry Association, will preside at 
the opening session Friday morning. After 
the address of welcome by Governor Baker, 
Dr. von Schrenk will discuss “Missouri’s Forest 
Program.” Other speakers at the first session 
and the subjects follow: Mr. Peavy, “The Role 
of Forests in the Greater South”; George D. 
Pratt, president American Forestry Association, 
“Public Aspects of Stability in the Forest In- 
dustries”; Mr. Long, “What Industrial For- 
estry Asks of the Public’; Col. Henry S. 
Graves, dean Yale forest school, “What Public 
Forestry Asks of the Lumberman.” 

At the session Friday afternoon the Mis- 
sissippi Valley will be discussed, with Mr. 
Pratt presiding. The speakers and their sub- 
jects follow: Mr. Pinchot, “America’s Greatest 
Conservation Problem”; Mr. Lowden, “Public 
Aspects of Land Management”; Charles Nagel, 
former secretary of Commerce and Labor and 
chairman Business Men’s Commission on 
Agriculture, “Forestry as a Factor in Indus- 
trial Forestry”; Judge Jacob M. Dickinson, 
president Izaak Walton League of America, 
“The Part of Forests in Fish and Game Con- 
servation”; Col. Greeley, “The Meeting Ground 
of Forestry and Flood Control.” 

Senator Hawes will preside at the banquet 
which will be held that evening. The speakers 
will be Mortimer E. Cooley, dean emeritus, 
engineering department, University of Michi- 
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ok Co., sot gtr Eli — Superior ‘ eannasescacs: 
erckes, Pine Products, Georgia, “Methods of Public . 
ne As- | Education for the Timber Owners”; and James Baltimore Exchange Monthly It works easy under 
annual } M. Wait, “Uncle Sam’s Traveling Educational BattimorE, Mp., Jan. 16.—At the monthly ° 
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ALSO) Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 


question of trade ethics among manufacturers, 
wholesalers and retailers at its annual. The 
subject will probably be on the agenda for the 
afternoon of Wednesday, Feb. 8. 


Decide on $10,000,000 Ad Campaign 

CINCINNATI, On10, Jan. 17.—A program for 
the expenditure of about $10,000,000 in a joint 
advertising program of the lumber retailers of 
America was adopted at the meeting of the 
executive committee of the National Retail 
Lumber Dealers’ Association which was held 
Jan. 12 at the Hotel Metropole. ~ L. P. Lewin, 
president of the Lewin Lumber Co., of Cin- 
cinnati and president of the association, was 
chairman of the meeting which was attended 
by about twenty-five of the directors of the 
organization. jaidtieicieeleetae 


Transit Shippers Organize 


St. Louis, Mo., Jan. 16—A new lumber or- 
ganization was formed in St. Louis to be known 
as the Transit Lumber & Shingle Association, 
composed of shippers of these products in tran- 
sit. The organization meeting was held last 
Friday, with about thirty concerns represented. 
The object of the association, it was stated, 
shall be to permit closer relationship between 
sawmills, wholesalers and retailers of lumber 
and for the friendly discussion of traffic prob- 
lems and such other matters as may be of mu- 
tual interest to its members. 

Hal C. Ball, president of the George W. 
Miles Timber & Lumber Co., St. Louis, who 
was temporary chairman of the meeting, was 
elected president of the association. Other of- 
ficers elected were: 

Vice president—G. R. Gloor, Gloor-Ortman 
Lumber Co., St. Louis. 

Secretary—E. E. Eversull, 
Traffic Bureau, St. Louis. 

Treasurer—S. W. Morten, 
Lumber Co., St. Louis. 


The board of directors is composed of Messrs. 
Ball, Gloor and Morten and Edward Held, of 
the Acorn Lumber Co., St. Louis, and Leonard 
aaeneen, Creason-Grayson Lumber Co., Kansas 

ity. 

After routine business was disposed of, there 
was an open discussion in regard to the better- 
ment of conditions in the lumber and shingle 
business. 


HOO-HOO DOINGS 


Lumbermen’s 


Ss. W. Morten 























To Present Constructive Program 


St. Louis, Mo., Jan. 17.—A new and con- 
structive program for the Hoo-Hoo Club of 
St. Louis will be presented to the lumbermen 
of St. Louis at a dinner meeting Jan. 25. The 
plan will be submitted by L. E. Clark, vice 
president of the Huttig Sash & Door Co., 
chairman of the executive board. Marvin E. 
Meacham, president of the Goodfellow Lum- 
ber Co., is president of the club, and under 
his direction the organization has taken on 
new life. 

The program was submitted by the executive 
board to the board of directors at a meeting 
last Friday evening. at the Missouri Athletic 
Association, and approved then. 

J. C. Harris, of the C. J. Harris Lumber 
Co., was elected treasurer and V. A. Kelly, in 
charge of publicity for Hoo-Hoo, was elected 
secretary. President Meacham appointed Roy 
M. Edmonds, staff representative AMERICAN 
LUMBERMAN ; R. Kriechbaum, Lumber 
Manufacturer and Dealer, and Mr. Kelly as 
members of the publicity committee. 

C. W. Nelson, vice president of Frost Lum- 
ber Industries (Inc.), is vice chairman of the 
executive board. Present at last Friday’s 
meeting besides those named were: W. J. 
Yardley, of the Sabine Lumber Co.; Edward 
W. Wiese, Thomas Proetz Lumber Co.; John 
Reheis, president of the St. Louis Lumber 


Co.; A. R. Fathman, vice president of the 
ohn B. Chipman, 


Western Tie & Timber Co.; 





Wiles-Chipman Lumber Co.; H. D. Graines, 
Thomas E. Powe Lumber Co., and Charles A, 
Neuenhahn, Central States Tie & Lumber Co, 


Tells About Timber Taxes 


Benpb, Ore., Jan. 14—E. T. Allen, of the 
Western Forestry & Conservation Association, 
was the principal speaker at the January meet- 
ing of the Bend Hoo-Hoo Club this week. The 
vital economic role which taxation plays was 
discussed in an nontechnical talk to more than 
fifty members. 

A concatenation will be held in Bend on June 
9 to which Klamath Falls, Eugene, Portland 
and McCloud clubs will be invited. The Spo- 
kane club will send a large group, and J. M. 
Brown, Snark of the Universe, will be pres- 
ent, it was announced by Crosby Shevlin, presi- 
dent of the Bend club. It is considered prob- 
able that this meeting will develop into a 
northwest concatenation, with northern Califor- 
nia, Oregon, Washington, Idaho and Montana 
represented. 








LUMBER CLUBS 








Credit Bureau Elects 


Toronto, Ont., Jan. 16.—The Toronto Lum- 
bermen’s Credit Bureau held its annual meet- 
ing on Jan. 13 at the King Edward Hotel. 
J. J. Wright presided and in opening the busi- 
ness meeting he spoke feelingly of the recent 
death of Harry Bull, manager of the credit 
information department of the bureau. A mo- 
tion was carried instructing the secretary to 
send a letter of condolence to the bereaved 
family. The treasurer’s report was submitted 
and approved, showing the bureau to be in a 
satisfactory financial condition. 

The election of officers for the year resulted 
as follows: 

Honorary chairman—F. B. McFarren. 

Chairman—J. D. Copeland. 

Vice chairman—A. H. McCabe. 

Directors—G. T. Reid, E. Gill, W. L. Maltby, 
J. J. Wright, S. T. Sheppard and N. H. Taylor. 

H. Boultbee was re-appointed secretary- 
treasurer at a subsequent meeting of the new 
board of directors. 

The directors of the bureau were requested 
to consider the advisability of taking steps, in 
connection with assignments, to have the inter- 
ests of bureau members taken care of by a 
representative of the organization, to greater 
advantage than under the present method of 
individual representation. At the February 
meeting of the bureau, an address will be de- 
livered by C. B. Budd. 


Retail Salesmen’s Club Annual 


MINNEAPOLIS, MINN., Jan. 16.—The Retail 
Lumber Salesmen’s Club of Minneapolis has 
elected new officers for the year, as follows: 

President—R. B. Ferran. 

Vice president—Harry Shepardson. 

Secretary—J. D. McDonald. 

Treasurer—John Slagle. 

Directors—Frank L. Basford, Clarence Flem- 


ing, O. P. Berge, Peter Erickson and Elmer R. 
Wicklund, 


Pittsburgh Club Elects 


PittspurcH, Pa., Jan. 17.W—The new board 
of directors of the Pittsburgh Lumbermen’s 
Club met the last of the week and elected 
officers for the ensuing year as follows: 

President—J. B. Wallace of the Greenfield 
Lumber Co., McKees Rocks. 

Vice president—E. M. Diebold of the E. M. 
Diebold Lumber Co. 

Treasurer—W. E. 
Lumber Co. 


Messrs. Diebold and Ahlers were reélected, 
having been the incumbents in their respective 
offices. 


Ahlers of the Ahlers 
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What About Southern Pine? 


New OrLEANS, La., Jan. 16—When any new 
steps are about to be taken in the organized 
branch of the lumber industry, one of the first 
questions put is, “What about southern pine?” 
This is natural because of the large volume of 
that wood produced and the strength of thc 
Southern Pine Association. There has been 
some sort of an organization in the South for 
nearly fifty years. 

The strength of an organization grows with 
its experience. In fact, coOperation is a matter 
of education and getting acquainted. As com- 
petitors learn to talk facts with each other, 
differences and ill feelings disappear. And so 
it was an experienced group of lumber pro- 
ducers that President A. J. Peavy faced when 
he called the meeting together in New Orleans 
on Jan. 10. That meeting, which was reported 
in the Jan. 14 issue of the AMERICAN LUMBER- 
MAN, was open and covered an all-day discus- 
sion of trade extension matters, mainly that 
of increasing the demand for short and cut- 
to-length stock. 


A Seasoned Board of Directors 


But the next day the board of directors went 
into session and their deliberations extended 
well into the night. What the directors did 
reflects the thoughts and wishes of all the sub- 
scribers. A seasoned bunch of sawmill men, 
this S. P. A. board of directors. Their gray 
heads are full of experience. Do they squab- 
ble? Sure, they squabble. They are just as 
much in earnest as the Supreme Court of the 
United States and know their minds just as 
well, There’s one thing about the S. P. A. 
board members—when they finally decide, their 
decision is right. They’ve never gone backward. 
That’s why everybody in the sawmill business 
always wants to know “What about southern 
pine?” 

What’s the Matter With Lumber? 

There’s no denying the fact that 1927 was 
not a good year for lumber. That matter 
didn’t come up for discussion by the S. P. A. 
board, but some of the things that caused the 
trouble did. When the Southern Pine Associa- 
tion wants some real information it tries to 
find the best source. If it’s the matter of mer- 
chandising and distribution it goes to the re- 
tailer. And right now the S. P. A. board 
believes merchandising and distribution need 
the most thought. So at this board meeting 
one of the principal retail lumber dealers in 
one of America’s greatest cities was on hand. 


A Big Retailer Talks Turkey 


He came at the invitation of President 
Peavy. He also knows his stuff and how to 
tell it. This retailer felt at home with these 
gray haired directors because he has been a 
customer of several of them for many years. 
“What’s the matter with lumber?” That’s the 
question that was shot at the retailer by Presi- 
dent Peavy. A pretty big question, all will 
admit. One that has probably been asked as 
often as “What’s Ford going to do?” And 
this big retailer answered the question about 
like Ford answered the question regarding his 
future plans. 

We Learn From Our Competitors 


Some time ago in Forbes Magazine Ford 
was quoted as saying that “We learn from our 
competitors.” That’s about what the retailer 
told the S. P. A. board. For two hours he 
talked about his business and its relation to the 
producers of all the materials he handles. He 
told the lumber manufacturers how their com- 
petitors worked. He went into the interesting 
details of the advertising, merchandising and 
distribution of lumber and all of its compet- 
itors. He told of his own methods and the 
methods of his competitors. He told of how 
he took the best ideas that came to him from 
the best merchandisers and applied them to his 
business. He called attention to some of the 
antiquated methods prevailing through all 


branches of the lumber industry. Now and 
then a question was shot at the retailer, but 
for the most part the directors sat in silence 
and listened. That he was making a strong 
impression it was easy to see. 


Lumber’s Greatest Weakness 


This correspondent would like to call names 
and quote in full but he hasn’t the authority. 
Some of the things which came out at that 
meeting were of much interest and far reach- 
ing. For example, when the directors asked 
the big retailer why so few retailers are mak- 
ing a fair profit on lumber today, he answered: 
“For the same reason you manufacturers are 
not making a fair profit—there’s too many of 
us and we're all talking a different language.” 
In other words, he explained that there is too 
much lumber produced and the poorest on the 
market sets the price because those who buy 
or use the lumber are not educated to know 
the difference between the properly manufac- 
tured product and the poorer sort. “Then it’s 
because of a lack of standards?” asked John 
H. Kirby. “That’s our greatest weakness to- 
day,” said the retailer. 

Competing Retailers Have Learned 


Then the retailer told of many experiences 
where he had lost the business because his No. 
1 common wasn’t the same thing his competitor 
was figuring on. “Brand your lumber Dense 
and Non-Dense,” he said, “and you'll add dol- 
lars to the profits of the retailers and protect 
the builders all over the country.” “That’s just 
what we decided to do today,” said a director. 
“Then go out and help get the manufacturers 
of the other species of lumber to standardize 
and identify their grades and lumber will go 
forward as it never has before,” shot back the 
retailer. This the S. P. A. directors also agreed 
to do and when the retailer left he had com- 
pleted the biggest day’s work he had ever done. 

A check up on the recent survey made by 
the Southern Pine Association, and reported 
to that director’s meeting, showed a greater 
percent of the product will go out grade- 
marked during 1928 than has ever been shipped 
before. 


A New Lumber Model for 1928 


During the receding demand for lumber in 
1927, and because of the failure on the part 
of some manufacturers to fall in line with the 
policy of the Southern Pine Association on 
standardization, much confusion arose. Some 
retailers and some wholesalers, for reasons of 
their own, insisted upon sub-standards and 
un-grade-marked lumber. An apparent pre- 
mium was paid for such lumber. It called for 
supercourage and a long vision to turn such 
orders down. Some manufacturers couldn’t 
resist. The fact that some manufacturers had 
slipped was heralded from the house tops and 
it looked like the whole standardization and 
grade-marking program would be thrown over- 
board. Then the president of the Southern 
Pine Association stepped in and took the helm. 
The association prepared a brief covering the 
entire history of the standardization movement 
which it started away back in 1916. Its status 


-was brought down to date and every sub- 


scriber was asked for his attitude toward the 
movement. Four questions were asked. And 
the answers when tabulated show that 1928 
will find a greater percent of standard grade- 
marked southern pine lumber on the market 
than was ever shipped in a previous year. 
During the year the Southern Pine Association 
will continue in the lead in urging all other 
manufacturers to join in the movement. 

And so it can be seen and has already been 
hailed with satisfaction by the leading retailers 
all over the country that lumber is to have a 
new model—a standard product with its name 
on the radiator. 

It isn’t necessary to ask “What about south- 
ern pine?” this year. 











Buyers Are Happy Now 


They have learn- 
ed that Arizona 
grows something 
more than sage 
brush and cactus. 
Many of them were 
surprised to find 
Arizona had billions 
of feet of the very finest Pondosa 
Pine; also to learn that our four mills 
are manufacturing 300 million feet of 
lumber yearly. But now they are 
happy because they know where to 
get anything they require in yard 
stock, factory lumber and industrial 
lumber. You will be, too, after you try 
the first car. 





* * a * * 


Out of the “Glad” File 


Gallup, New Mexico 


We have just finished unloading car of lumber 
. from you and are well pleased with the lumber 
in thiscar. We are mail- 
ing you paid freight. 

We hope our business 
will be such that we can 
handle a number of cars 
of your lumber this year. 


Yours truly, 


GEORGE BUBANY 
LUMBER CO. 





Do you really want some mighty 
good box and crating material? If so, 
right here’s the place to get it. Our 
box factories are completely equipped 
—even to modern printing presses. 


* * * * _ 


Don’t worry about where to get the 
lumber you need. Simply tell us to 
put your name on our mailing list and 
you'll receive our regular stock lists 
and market data. Do it now! 


Southwest Lumber 
sales Corporation 
431 Occidental Life Building 
ALBUQUERQUE, NEW MEXICO 


Arthur A Hood. Pres. J.ARobison, Secy 

WG. Ramshaw, VP RF. Lilley, Treas. 

bat oee  Wieieg tater co 

Cady Lumber Corp. Standard Lumber Mills. log 
Annaal Capacity 300 Million feet 
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GULF RED 


CYPRESS 
COMPANY 


DISTRIBUTORS 
of high class Gen- 
uine Tidewater 
Red Cypress. Com- 
lete planing mill 
acilities. Mixed 
cars Cypress and 
Short Leaf Pine 
Finish or Southern 
Hardwoods. 


OUR AIM—“Real service 


to our customers.” 


13th Floor 
Barnett Nat’! Bank Bidg. 


Jacksonville, Fla. 
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Manufacturers of Long and Shortleaf 











Southern Pine Lumber 





RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 
We Grade it Right and Ship it Quickly. 


Office. 
RUSTON, LA 























Manufacturers 


Short Leaf Pine and Hardwoodc 


Coos Bay Shipments in 1927 


MARSHFIELD, Ore., Jan. 14.— Lumber ship- 
ments from Coos Bay during 1927 aggregated 
approximately 300,000,000 feet—falling only a 
little behind those for 1926, which is credited 
as being one of the biggest years ever experi- 
enced in this port. Export footage for 1927 
was 60,478,000 feet, carried in thirty vessels, of 
which twenty-five were Japanese ownership. A 
total of twenty-two cargoes went to Japan. 
October witnessed the greatest monthly aggre- 
gate for the year, having been 7,170,000 feet, 
but September was a close second with 7,047,- 
000 feet. Atlantic coast shipments fell short 
of those of 1926 by exactly 1,000,000 board 
feet, with one less vessel leaving here. Inter- 
coastal shipments, including those by the Coos 
Bay Lumber Co., totaled 226,674,000 feet. The 
total probably would have been materially in- 
creased, had it not been for the wrecking of 
the steamer Coos Bay, owned by the Coos Bay 
Lumber Co., near San Francisco in October. 
The company chartered a smaller boat, the 
Corsicana. 


Tax Legislation Covering Forestry 


SEATTLE, WasH., Jan. 14—Summarizing the 
progress in reforestation, particularly its bear- 
ing on the Pacific Northwest, as brought out at 
the recent foresters’ meeting in San Francisco, 
a bulletin of the West Coast Lumber Bureau 
observes the change in sentiment with respect 
to forest taxation and fire prevention. Tax 
legislation favorable to reforestation is increas- 
ing, 130 laws and amendments having to do 
with forest taxation and forest-growing having 
been passed by various States during 1927. 
Fire protection is developing steadily. The 
public has become aware of the fire hazard as 
a vital problem, and is codperating to keep fire 
out of the woods. An increasing number of 
lumber companies are reforesting their logged- 
off lands, and regulating their cut with the aim 
of operating on a sustained-yield basis, cutting 
each year only so much as they grow in the 
same time. The bulletin continues: 

The resolution passed by the forestry body 
is of particular significance to the Pacific 
Northwest. The active support of foresters 
in stabilizing the Northwest lumber industry, 
and in extending the sale of its products, will 
be of material aid in furthering the prosperity 
of this region. It is essential to the success 
of such a program, though, that the lumber 
industry operate on a sustained-yield basis. 
Sueh a condition can hardly be hoped for, un- 
less the system of taxing be changed so that 
lumbermen and timber owners will not be 
penalized for growing timber. To create the 
conditions most favorable for reforesting, it 
will be necessary to tax forests of the future 
as other crops are taxed, when harvested. 


Intercoastal Steamship Rates 


SEATTLE, WasH., Jan. 14.—A definite agree- 
ment among the members of the intercoastal 
steamship conference, concluded in New York 
early this week after numerous sessions, is 
understood to have fixed the Atlantic coast 
lumber rate. for January and February at $14. 
At one time there was an element of panic 
among shippers here on account of a reported 
rate of $8; but so far as revealed only one ship- 
ment—a parcel of 200,000 feet—has gone for- 
ward at that figure. A single cargo at $11 is 
reported for early February shipment. Aside 
from those instances, the lumber rate has been 
maintained at $12. It is related that shippers 
holding 4,000,000 feet were anxious to close at 
some concessions, but found that the conference 
rate was holding and that they could not get 
under it. At the present moment, all confer- 
ence boats are being held at $12. It would 
appear that tramps have been practically forced 
out of the market, on account of no attractive 
prices being offered for tonnage. Some of the 
largest operators in intercoastal business declare 


_ News From West Coast 


that their ships lose money at less than the $12 
rate. Practically all large shippers are taking 
on business at that figure, so that it seems to be 
pretty well stabilized. There is a belief that 
scarcity of logs on the Sound will make it hard 
for the mills to supply enough lumber to fill the 
space being offered for January and February 
by the conference lines. Atlantic coast sched- 
ules are very firm at $22 and $23, the mills not 
being inclined to load up heavily, on account of 
the log shortage. ee rar Sa 


Program of State-wide Importance - 


SEATTLE, WAsSH., Jan. 14.—Outlining a pro- 
gram of interest to the lumber industry, the 
Washington State Chamber of Commerce is 
directing the attention of lumbermen to three 
policies of State-wide importance. 

The first is a constructive plan of land 
settlement, to be approved at a conference in 
Tacoma Jan. 20, for placing desirable settlers 
on the logged-off and semi-arid lands of Wash- 
ington. This plan is of peculiar interest to 
western Washington, where there are now large 
areas of logged-off lands, some of them ex- 
ceptionally fertile, which today are regarded 
as a liability rather than as an asset. With 
the removal of the timber, these lands are of 
no present value, and a considerable aggregate, 
which is steadily increasing, is reverting to the 
various counties for non-payment of taxes. The 
problem faced by the State chamber is to se- 
cure the right kind of settlers for such lands, 
with an easy and practicable plan of payment, 
so that they may become productive. The 
various commercial bodies in the counties are 
being organized for this work, with a prospect 
that definite progress will be made. 

Another aim of the State chamber is to 
bring about proper legislation that will en- 
courage and stimulate the reforesting of much 
of the State’s cut-over areas. 

For those purposes the finance committee 
has budgeted a fund of $100,000, subject to 
the approval of the officers and directors. 

Yet another matter is a proposed tariff on 
shingles. The State chamber takes the ground 
that the commercial organizations ought to aid 
interested groups in their appeal to Congress 
for a tariff on cedar shingles and cedar lumber. 

Tying into the general plan of the State 
chamber is a program including the organiza- 
tion of farm marketing groups, the promoting 
and increasing of flocks of sheep on the logged- 
off ranches of western Washington, beth large 
and small; and the encouragement of essen- 
tial port and highway development and of for- 
eign trade expansion. 


Hardwood Prospects on Pacific Coast 


San Francisco, Cauir., Jan. 14.—In a let- 
ter sent to hardwood mills in the South, the 
product of which he handles on the Pacific 
coast, W. M. Beebe expresses the opinion that 
if approximately 25 percent less hardwoods 
are produced in 1928 than were cut in 1927, 
by the end of the year the hardwood market 
will be in a thoroughly healthy condition. 
Looking back over the last twelve months, he 
says that in the first half of 1927 business was 
good on the Pacific coast, but for the last 
half business was poor from a profit produc- 
ing standpoint, this applying both to the pro- 
ducer and the distributer. December showed 
considerable improvement over November and 
“the general opinion is that prospects will be 
fair for at least the first six months of the 
coming year.” He says that stocks on the 
Coast have been greatly reduced and dealers 
are going into the new year with considerably 
smaller stocks on hand than a year ago, which 
will make it necessary for orders to be placed 
to replenish these stocks as fast as sales from 
them are made. Mr. Beebe further ays: 

Conditions have greatly changed on the 
Pacific coast in the last year. There has been 
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a larger percentage of the sales for so called 
Philippine mahogany, which wood is curtail- 
ing to a large extent the use of genuine ma- 
hogany, quartered figured red gum, plain and 
quartered oak, and will continue to do so. The 
majority of the large buildings constructed on 
the Coast during the last year or so have 
been finished with this wood. Door manufac- 
turers are using it to a very large degree and 
it is being used as an interior finish a great 
deal more than it was a year ago. Other 
woods from South America and Siberia are 
coming to this Coast, so that inroads on vari- 
ous kinds of hardwoods must be felt to an 
appreciable extent throughout the South. 

The demand is and will continue to be 
largely for the following, with a sprinkling of 
general hardwoods and a small percentage of 
the different thicknesses: 4/4 FAS quartered 
figured red gum; 4/4 FAS plain red gum; 4/4 
FAS quartered red gum; 4/4 FAS plain sap 
gum; 4/4 FAS quartered white oak; 4/4 FAS 
plain white oak. 


Good Crops, Good 


(Continued from page 63) 


summer we hope to do a better than normal 
business. Farm buildings are in need of re- 
pair and many new buildings will be put up. 
Diversification has put North Dakota on the 
right track. 


G. A.. LIEBENSTEIN, C. E. McGowan Lumber 
Co., Milbank, S. D.—Conditions are satisfactory, 
with increasingly good prospects. With the 
start of spring building and repairs we ex- 
pect demand to increase. Our stock is usually 
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J. D. McCARTHY, 
Missouri Valley, Ia.; 


Spoke on Selling 
Somplete Homes 


0. D. HAUSCHILD, 
Minneapolis, Minn.; 


Manager Inter- 
Insurance Exchange 


normal or better for decisions to build in this 
territory are usually sudden and we must fill 
orders promptly. 


L. W. Euuis, Ellis Lumber Co., Vinton, Iowa. 
~—Things look encouraging for 1928. Business 
has been improving of late and I look for this 
condition to continue with the coming of spring. 


A. J. ANDERSON, Cloo++ Lumber Co., Cloquet, 
Minn.—Business has Deou u ttle dull, but pros- 
pects during the coming~ season look good. 
Money conditions are not bad and the farmers 
will build and repair as soon as the weather 
permits. 


A. R. GarRpINER, McGregor Bros. Co., Hum- 
boldt, Iowa.—We are looking forward to a good 
season. We have been carrying a normal stock 
and with better financial conditions resulting 
from the corn crop we expect that the volume 
of business will pick up quite a bit. There 
is no reason why we should not have a very 
good season. 


C. H. Hatverson, Thomas Halverson Co., 
St. James, Minn.—Indications are that the com- 
ing season will be a good one. Prospects are 
better than usual, as last summer’s crop was 
excellent. With the coming of spring, I expect 
business to pick up in our line. 


Pau. E. MILueR, Thompson Yards, Aberdeen, 
S. D.—Business through this territory is con- 





Memorial to Lumberman’s Grandson 


SEATTLE, WAsH., Jan. 14—Through J. J. 
Donovan, of Bellingham, vice president and 
general manager of the Bloedel Donovan 
Lumber Mills, there will reach Seattle today a 
life-size statue of “St. Joseph and Child,” ex- 
quisitely done in Carrara marble. This noble 
work of art is aboard the Admiral Oriental 
liner President Van Buren, due in port from 
the Orient today. It will be presented by Mr. 
and Mrs. Donovan to St. Josephs Hospital, 
Bellingham, in memory of their little grandson, 
Jack Donovan. Before transhipment to Belling- 
ham, the statuary, by courtesy of Mr. Donovan, 


will be on display at the Italian Art Gallery, © 


1103 Fourth Avenue, through whom Mr. Don- 
ovan commissioned the sculptor to do the work. 
The statue is the work of Prof. Palla, a re- 
nowned Italian sculptor, who for some months 
has been busy with this commission. It was 
executed among the olive groves of Pietrasanta. 


Trade—Say Dealers 


siderably better. 
ily and our stock is normal. Farmers are in 
better financial condition due to the successful 
crop of last summer and that will be a boon 
to the lumber business as well as every other 
industry. 


F. B. SCHWALEN, Nortz Lumber Co., Wahpe- 
ton, N. D.—Prospects for 1928 are pretty good 
in spite of a lull in things at present. Long 
delayed farm building in Dakota, however, is 
due to start soon and we look for steadily im- 
proving business conditions. 


R. E. Moopy, Botsford Lumber Co., Man- 
kato, Minn.—We have not as yet touched the 
figures for last year, but the outlook is prom- 
ising. Our stock is normal for the demand at 
this time of year. We look for increased activ- 
ity in farm building during spring and summer. 


E. H. BauMAN, Schoenman Bros. Co., Sioux 
Falls, S. D.—We are carrying a normal stock 
and business is a little better than usual for 
this time of year. We expect that with the 
coming of spring farmers will start repairs 
and building; summer and fall prospects are 
also encouraging. 


H. C. Daut, Wilcox Lumber Co., Detroit 
Lakes, Minn.—Prospects for the coming year 
are very encouraging. Farmers have had a 
good year and that means increased building 
activity. Business at present is holding up 
to the average. 


S. M. Hatterstap, Clear Lake Lumber Co., 
Clear Lake, S. D.—Present conditions are not 
bad and prospects indicate a sharp upward 
trend during spring and summer. Our stock 
is about normal. 


James Ler, M. H. Bekkedal & Son (Inc.), 
Westley. Wis.—Business in our territory is 
about normal for this time of year and we look 
for improvement with the coming of spring. We 
are carrying a normal stock. Farm building 
activity is due to pick up and we expect a 
good year. 


J. E. Linpvocren, Rudd Lumber Co., Rock 
Creek, Minn.—We are holding our own at 
present and spring prospects are good. Farm- 
ers are contemplating considerable building dur- 
ing spring and summer and we expect an in- 
crease in business. 


R. O. Meissner, Stearns Lumber Co., Plato, 
Minn.—Things have been a bit slow, but they 
are beginning to pick up now. The crop was 
good and we expect to do a large volume of 
business from now until fall. 


GEORGE W. STEINER, Steiner Co., Sauk Center, 
Minn.—Business has been a little better dur- 
ing the last year and prospects decidedly prom- 
ising. Farmers have to build and repair soon 
and with a good financial season behind them, 
indications are that the building will be done 
this season, 


H. R. Te.essy, Trimble Bros. Co., Hutchin- 
son, Minn.—The improved financial condition 
of the farmers has improved our outlook for 
1928 one hundredfold. We are carrying a nor- 
mal stock and prospects are that the farmers 
will do considerable building during the coming 
season. 


It has been improving stead- . 








The Only Place In The 
World Where 


Calcasieu Pine Grows, 
The Star Is 


ELIZABETH. 


Calcasieu— 
the Low 
Cost Lumber 


Buying CALCASIEU long 
_ pine is economy in the 
end. 


Nature gave to CALCASIEU 
strength and: endurance be- 
yond that of any competing 
wood. For mills and factories 
and bridges and residences use 
long leaf pine to avoid expen- 
sive replacements. 


—AND CALCASIEU IS 
THE: BEST OF. THE 
LONG LEAF. 


INDUSTRIAL 
LUMBER CO. 


ELIZABETH, LA. 


MEMBER SOUTHERN PINE ASSOCIATION 
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NEED ANY 


Maple Flooring 
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WE make a specialty 

of shipping Maple 
Flooring L.C. L. or 
mixed with Oak Floor- 
ing or other building -= 
items. 


Shipments within 24 hours 
guaranteed; 27 R. R.’s toship 
over. 

Remember, if it’s used 
in building we sell it. 


Seidel 






LUMBER CO., 
St.Louis,Mo. 





Cummer Cypress Co. 


Mills: Jacksonville and Sumner, Fla. 


LUMBER 
Grpree® iciucsee 


Shingles and Lath 


| Sales Office, 300 Madison Ave., New York City | 


Poplar 
Oak Beech Gum 


POPLAR BEVEL SIDING 
BOX SHOOKS 


Eastman - Gardiner 
Hardwood Co. 


LAUREL, MISSISSIPPI 
Member Hardwood Manufacturer’s Institute. 


Beuce OAK FLOORING ... 
THE Best Oak doung i 


Mixed car shipments of oak, gum, beech and Ar- 
kansas short leaf pine mouldings, finish and boards; 
beech and gum flooring; Southern hardwoods. 


E. L. BRUCE COo., Memphis, Tenn. 


West Penn Lumber Co. 


Wholesale Lumber 
WHITE PINE YELLOW PINE 
HEMLOCK HARDWOODS 


PITTSBURGH, PA. 
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Books for Lumbermen 


Marine Borers on the Pacific Coast 


The final report of the investigation of the 
San Francisco Bay marine piling committee co- 
Operating with the National Research Council 
and the American Wood-Preservers’ Associa- 
tion has just been published by the committee 
and is now for sale by the University of Cali- 
fornia Press, Berkeley, Calif. 

The purpose of the investigation which has 
extended over a number of years was to de- 
termine the extent of damage from marine 
borers in San Francisco Bay, to determine the 
present distribution of the several marine 
borers and as much of their past history in the 
bay as it was possible to learn; to increase the 
present knowledge of the dissemination, growth, 
and habits of the borers; to study the factors 
influencing the rate of attack and amount of 
damage done, including the effects of climate 
and river discharge upon the salinity conditions 
in the bay; and to throw more light upon the 
effectiveness, both in physical life and economic 
advantage of the various methods of protecting 
wood piling, and the substitutes for it, together 
with the best methods of construction which 
have been developed; and to collect data on the 
relative costs of the different methods of pro- 
tection and construction. 

The report, which comprises more than 350 
pages, includes numerous maps, tables and illus- 
trations. It is supplied by the University of 
California Press, Berkeley, Calif., at $4 a copy, 
paper bound, and $5 a copy cloth bound. 


“Air Seasoning and Conditioning of 
Lumber” 

The above caption is the title of Forest Prod- 
ucts Research, Special Report No. 1 of the 
Department of Scientific and Industrial Re- 
search of the United Kingdom, and is pub- 
lihed under authority of His Majesty’s Sta- 
tionery Office, London, England. The purpose 
of this report as stated in the prefatory note 
is to discuss the fundamental factors governing 
the process of drying lumber and to illustrate 
methods by which such factors can be utilized 
to season it to the best advantage. Credit is 
given in the booklet for the assistance of the 
Forest Products Laboratory, Madison, Wis., a 
pioneer in this work, for the large amount of 
information provided during the stay of the 
author, Maj. S. M. Oliphant, assistant director 
of forest products research, at Madison. The 
price of the bulletin is two shillings, or 50 cents 
net, and it may be obtained directly from the 
stationery office or from the British Library of 
Information, 8th Floor, 44 Whitehall Street, 
New York City, as well as from other agents 
for distribution of similar publications, of His 
Majesty’s Stationery Office. 


New Book on Wood and Lumber 


Many forces have combined during recent 
years to induce lumbermen generally and sales- 
men in particular to inform themselves more 
completely regarding wood. A large part of 
the trade extension program of the National 
Lumber Manufacturers’ Association consists of 
the assembling and the disseminating of reliable 
information regarding wood. In fact, the situa- 
tion has come to be such that the seller of lum- 
ber if he is to be able to meet the competition 
of other materials must be prepared with the 
facts necessary to present the legitimate claims 
of his product. 

It is hardly to be expected that the average 
lumberman or the average lumber salesman will 
be transformed overnight into a technical stu- 
dent, a botanist, a dendrologist or a chemical 
engineer. Nevertheless, there are many facts 
of a somewhat technical nature with which the 
modern lumber salesman must familiarize him- 
self as salesmen offering competing materials 
have familiarized themselves with their prod- 


ucts. Information of the kind needed by lum- 
ber salesmen is abundant enough, but there are 
relatively few books containing the necessary 
facts in a sufficiently systematized and compre- 
hensive form to be readily accessible to 
those whose time for study is limited. 


‘Because of the need that has arisen for a 
work along the lines indicated, it is believed 
that lumbermen of all classes will welcome a 
new book by A. C. Newell, entitled, “Wood 
and Lumber.” This work, which is a some- 
what elementary textbook designed for the use 
of students in manual training schools, con- 
tains in brief compass and in readily available 
form, information about the characteristic 
qualities, methods of manufacture, grading 
and classification of lumber. There is enough 
of botany, enough about seasoning, moisture 
content, shrinking, swelling, and warping of 
wood, with sufficient discussion of durability, 
decay and wood preservation to enable the 
salesman student to make an _ intelligent 
presentation of the merits of wood. “Wood 
and Lumber,” a work of 211 pages, is strorgly 
bound in cloth and is supplied by the AMERICAN 
LuMBERMAN at the publisher’s price, $2.25, de- 
livered. 


Handbook of Illinois Forest Trees 


The Department of Conservation, Springfield, 
Ill., has published in codperation with the 
Forest Service, United States Department of 
Agriculture, a pocket manual describing the 
most important characteristics of the trees of 
the State. The title of the booklet is, “Forest 
Trees of Illinois.” It contains about 92 pages, 
describing 95 species of trees and making brief 
mention or description of nine other varieties or 
species which are either native or that have be- 
come much at home in the State. The booklet 
was prepared by Wilbur R. Mattoon, extension 
forester, of the Federal Forest Service, and 
R. B. Miller, chief forester of the Department 
of Conservation of Illinois. In practically all 
cases, illustrations of the leaves, flowers, buds 
and fruits of the trees are shown so that, with 
the descriptive matter, the average person with- 
out much knowledge of botany should be able 
to identify the trees. Copies of the booklet may 
be obtained from the Department of Conserva- 
tion, Springfield, Ill. 


Wood-Using Industries Standards 


The national bureau of standards, United 
States Department of Commerce, has just 
issued as Miscellaneous Publication No. 79, 
“Standards and Specifications in the Wood 
Using Industries,” a book of about 350 pages in 
which are included the nationally recognized 
standards and specifications for wood and 
manufactures thereof, including paper and 
paper products. Included in the book are 
the standards and specifications for “Timber 
and Other Unmanufactured or Partly Manu- 
factured Wood,” “Lumber for Building and 
Factory Use,” “Manufactures of Wood (ex- 
cept furniture)” “Furniture of Wood,” “Paper 
(except printed matter)”, “Books and Other 
Printed Matter,” “Miscellaneous Wood and 
Paper Products,” and a list of the societies and 
associations issuing standards and specifications 
in the wood using industries. 


It will be seen, of course, that this compila- 
tion includes the grading rules of all of the 
lumber associations as well as the standards 
and inspection rules for timber, piling, poles, 
etc. In this book, therefore, are brought to- 
gether for the first time in an authoritative 
way the numerous rules, patterns, sizes and 
standards used by the various branches of the 
lumber industry. The book is supplied by and 
may be obtained from the Superintendent of 
Documents, Government Printing Office, Wash- 
ington, D. C., at $1.50 a copy. ; 
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The Test of Weather 


I’ve tramped the trail, I’ve faced the rain, 
I’ve ploughed through snow that wet my 
knees ; 
It always seems the things you gain 
You always gain such times as these. 
Of course I’ve had my sunlit ways, 
And they were fine for picnic days, 
But I’ve done better altogether 
In quite the other kind of weather. 


Now you may say that that ain’t so; 
Yet men who have a ship to sail 
Will tell you calms are pretty slow, 
And say they’d rather have a gale 
Than never feel a bit of breeze, 
Than loaf around on glassy seas, 
For ships do better altogether 
In quite the other kind of weather. 


So never mind a bit of cloud, 
A little trouble now and then. 

It lifts a man above the crowd, 
Divides the loafers from the men. 

It’s only when the weather pours 

You find the real folks out of doors, 
And find the real folks work together 
Their very best in rainy weather. 


We See b’ the Papers 


But for a man who gets all het up over foot- 
ball, give us Fred Britten. 

Half a million men need jobs. 
how many jobs need men! 

Now the next thing we need is some life in- 
surance that really does it. 

The president of Cuba is Mr. Machado. 
This isn’t our William, is it? a 

When Ethel Barrymore reported the loss of 
a cigarette case, a cigarette case was~not all 
she lost. 

Six cities are after the Democratic national 
convention. Why not meet a week in each one 
of them? 


The Democratic party has about made up 
its mind to nominate Al Smith and have it 
over with. 

Gene Tunney will box six rounds at a benefit 
in Houston, Tex., Feb. 11. Or. sprint, we 
forget which. 

Just when we are talking about modern 
civilization we wish someone wouldn’t mention 
the submarine. 

Mexican soldiers have killed another rebel 
band. We bélieve it should be done to all 
bands, rebel or. not. 

Now they propose to run Dan Moody, a dry 
Democrat, for vice president. There is noth- 
ing too bad for a dry. 

But might it not be possible, for example, 
that no representation in the Senate would be 
better than some representation? 


We wish to call the attention of the Chi- 
cago police to the market report that lead was 
never as cheap as it is right now. 

In Nicaragua, evidently the only way to 
pacify the native is the way that Huckleberry 
Finn proposed to ransom the captive. 

The female sheriff of De Kalb County 
proved she was boss of the county jail, and 
the Chicago Tribune prints it as news. 


The new president of the Milwaukee is a 
bachelor, so there won’t be anybody sitting in 
the back seat telling him how to run it. 

And the sad thing about it to Mr. Doheny 
is that the only people who made money out 
of the Teapot Dome deal was the Doheny 
lawyers. 

The Michigan-Chestnut Building is to be 
erected in Chicago. We don’t know how many 
stories it will have but, judging by the name, 
quite a lot. 


And, gosh, 





The librarian of the Chicago Public Li- 
brary writes a long letter to prove that said 
library circulates more books than any other 
library in the world. 


It is a common American error to think that 
the biggest is the best. If he had proved that 
it circulates more good books then he would 
have said something. 


Asked his opinion of Bill Thompson, the 
Lord Bishop of Aberdeen said. “He looks to 
me like a man of intelligence.” No one can 
ever trip him up on that. 


From what we hear from a friend of ours 
who is.a friend of a friend of Mrs. Coolidge, 
the Coolidge luncheon to Lindbergh did not re- 
eet the Lincoln-Douglas debate in any par- 
ticular. , 


Chicago’s city council passed a budget of 
$243,144,000 for municipal purposes, the larg- 
est in the city’s history, in 59 minutes. There 
are some things that our politicians are will- 
ing to do in a hurry. 


There are practically no exceptions to Chi- 
cago’s new parking ordinance, but at the La 
Salle Street station cars will be permitted to 
park twenty minutes prior to the arrival of 
the Twentieth Century Limited. Thus do we 
vindicate ourselves as the friends of the com- 
mon people. 


Between Trains 


MINNEAPOLIS, Minn.—By a little fast foot- 
work, assisted by the Twentieth Century Lim- 
ited, we were able to jump from Whiting 
Morse’s dinner party at Rochester right into 
the last day of the annual convention of the 
school teachers of Minnesota, which, you must 
admit, is some jump, in more ways than one. 
About two thousand of them (teachers, not 
jumps) listened while we told them what we 
thought of jazz and such things, and then the 
Minnesota Education Association adjourned, 
which seemed the appropriate thing to do, un- 
der the circumstances. Then the Civic & Com- 
merce Association, of which a lumberman is 
president, President Rogers, lunched some of 
us, and some other kind brother took us out 
to the ’varsity football game, which exhibition 
gave a man from Michigan considerable un- 
easiness as to the future. But most.of the joy, 
to us, of the occasion was contributed by 
Charles H. Barnes, president of the associa- 
tion, and superintendent of schools at Duluth, 
who also contributed his overcoat. Greater 
love hath no man than this—in Minnesota, any- 
way. 


If I Had Been 


I guess if I had been a tree, 

Instead of being what I be, 

I wouldn’t stand in any park 

Where men and maidens come to spark, 
I’d probably have been at most 

A sort of handy hitching-post, 

And never scattered blossoms on 

Some lady’s path or rich man’s lawn. 


I guess if I had been a board 

I’d never got for my reward 

A satin finish. I’d have been 

A board to keep the warmth within 

Or weather out. Or, like as not, 

I’d come in handy in some spot 

Where men store grain or men put coal 
And need a board to plug a hole. 


I guess if I’d been either one 

I guess more good I would have done 
Than if I’d been a kind of king 

But not much use for anything. 
Because, if I can have my way, 
Can have my choice and have my say, 
I’d rather cover up a hole. 

Than never help a single soul. 
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Above is an aisle in our 
flooring warehouse wherein 
we carry well rounded stocks 
of the five kinds of flooring 
we manufacture. 


We can ship Red & White 
Oak, Maple, Birch, Beech 


FLOORING 


in mixed cars with Oak, 
Chestnut, Birch, Poplar, 
Basswood 


INTERIOR TRIM 


All our stock is cut from fa- 
mous West Virginia timber—the 
finest in the land—the first choice 
of scores of furniture factories 
and manufacturers of interior 
trim. We maintain the highest 
standards of manufacture. 


Let us quote you on 
a Meadow River 
mixed car. 


THe Meapow RIVER 
LuMBER Co. 


RAINELLE, WEST VA. 
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26 Railroads 


toShip Over 


By reason of our central location, 
the wonderful railroad facilities at 
our disposal and our complete stocks 
in yard, we are able to offer lumber 
buyers a superlative service. Distri- 
butors from St. Louis for 88° years. 
Straight or mixed cars. Depend- 
able values in 


YELLOW PINE TIMBERS, 
YARD AND SHED STOCK 


West Coast Sidings and Finish, 
Western White Pine Barn Boards 


BOECKELER 
LUMBER COMPANY 


St. Louis, Mo. 
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Fix Your Credit Loss 


in Advance 


_ You can state pretty accurately every 
item in your over-head expense but one— 
your credit loss. That you can only guess 
at. And how often you miss the mark, 
you, only, know! Because of present con- 
ditions, your credit loss is more of a 
problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

_ Thus your credit loss for twelve months 
is determined in advance and nothing can 
increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


ae OF NEW YORK 
Locust St. 1751 Ill. Mer. Bank Bldg. 537 Mer. Exch. Bldg., 
| St. Louis; Me. Chicago. Il. * Ses Pree Cae 























We Know How to 


Plan Sawmills 


If we didn’t, we certainly would not 
have remained in business for thirty- 
seven years, nor would we have been 
employed to design and build mills 
for many of the largest operators in 
the country. 

We have built mills for these firms: 


Weber-King Lumber Co., Barham, La. 
Louisiana Central Lumber Co., Clarks, La. 


Investigate our engineering service 
now without obligating yourself in 
any way. 


“THRALLESHEA 


ICAL SAWMILL ENGINEERS AND DESIGNERS > 
Lake Charles, La. 
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Business Changes 


ALABAMA, 
Co. moving to Birmingham. 


Tuscaloosa—Stringfellow Lumber 


CALIFORNIA, Eagle Rock—Crowell 
Co, sold to Verdugo Lumber Co. 

Los Angeles—Fred Golding Lumber Co. moving 
to larger quarters in Petroleum Securities Bldg.. 
10th and Flower streets, 

COLORADO. Littleton—J. H. Peterson 
ceeded by Arapahoe County Lumber Co, 

FLORIDA. Lake City—Leslie Lumber Co. suc- 
ceeded by Reliance Lumber Co. 


INDIANA. Indianapolis—Brookside Lumber Co. 
moving to 1017 E. 19th St. 

Muncie—Kirby-Wood Lumber Co.; C. A. Wood 
sold interest. 

KANSAS, Abilene—Asling-Wright Lumber Co. 
succeeded by E. B. Asling Lumber Co. 

MICHIGAN. Detroit—F,. J. Barrett Lumber Co. 
changing name to Barrett-Quinlan Lumber Co. 

Detroit—Gordon, Jessup & Co. succeeded by P. A. 
Gordon & Co. 

Grand Rapids—Marquette Lumber Co. succeeded 
by Lyons Construction Co. 

NEW YORK. Kingston—Neice Lumber Yard 
sold to Central Lumber Co., composed of Harry P. 
Dederick and Henry B. Osterhoudt. 

New Brighton—New Brighton Lumber Co. suc- 
ceeded by Latham Lumber Co. 

Sherburne—Thos. P, Gains succeeded by Thos. 
P. Gains & Sons (Inc.); capital, $150,000. 

NORTH CAROLINA. Whiteville—Tillman Lum- 
ber Co., which recently purchased the holdings of 
the Montgomery Lumber Co. at Fair Bluff, will 
move its mill there. Will erect houses for em- 


Lumber 


suc- 


ployees. 

OREGON. Springfield—Palmer-Stevenson Lum- 
ber Co. has purchased the planing mill of the 
Loud Mfg. Corporation. 

PENNSYLVANIA. Brookville—Vanleer Bros. 


Co. succeeded by Vanleer Lumber Co. 

Philadelphia— Wilson Lear has closed his 
yard on Front St. and has sold or moved all his 
stock to his Girard Ave, yard. 

TENNESSEE. Nashville—R. D, Blum and as- 
sociates have acquired plant of Bonner Furniture 
Mfg. Co., Charlotte Pike, West Nashville. 

TEXAS. Amarillo—Prideaux-Platt Lumber Co. 
succeeded by West Side Lumber Co. 

Corsicana—Corsicana Lumber Co. 
Lyon-Gray Lumber Co. 

Garland—Farmers Lumber Co, 
Lyon-Gray Lumber Co. 

Royse City—Royse City Lumber Co. succeeded 
by Lyon-Gray Lumber Co. 

WASHINGTON. Port Townsend—E. Loftus has 
purchased the sawmill and building materials bus- 
iness of Miller & Peach. 

WISCONSIN. Suring—Barker Lumber & Fuel 
Co, succeeded by Mueh!l & Ehlinger Lumber Co. 


Incorporations 


ARIZONA. Phoenix—Reid Lumber Co. of Phoe- 
nix, incorporated; capital, $50,000; old concern. 

CALIFORNIA. Long Beach—Bear State Lum- 
ber Co., incorporated. 

Los Angeles—Drayer & Hanson, 


succeeded by 


succeeded by 


incorporated. 


FLORIDA. Miami—Standard Novelty Works, 
incorporated; millwork. 
ILLINOIS. Chicago—Frazier & Raftery, incor- 


porated; capital, $10,000; lumber and building ma- 
terials; 80 E. Jackson, 

Chicago—Sidell Woodworking Co. 
capital to $100,000. 

Chicago—Henry Frerk Sons, incorporated; 
tal, $175,000. 

Chicago—American Cross-Arm & Conduit Co. 
increasing capital from $500,000 to $750,000. 

Chicago—Gee Sash & Door Co., incorporated; 
capital, $50,000; 3134 S, Hoyne Ave. 


KENTUCKY. Louisa—M. E. Ford Lumber Co., 
incorporated; capital, $1,500. 


LOUISIANA. New Orleans—C. L. Crawford, 
incorporated; capital, $20,000; lumber. 


MISSOURI. St. Louis—General 
Co., incorporated; capital, $2,000. 

St. Louis—Superior Hardwood Floor Co., incor- 
porated; capital, $10,000. 


NEW JERSEY. Bayonne—Bayonne Lumber & 
Masons Supply Co., incorporated; 600 shares, no 
par value. 

NORTH CAROLINA. Henderson—Dryfen & 
Ball Lumber Co., incorporated; capital, $50,000. 

Thomasville—North State Veneer Corporation, 
incorporated; capital, $100,000. 


OHIO, Cleveland—Graham-Erthal & Co., incor- 
porated; capital, $50,000; to manufacture and dis- 
tribute wood specialties and do a general mill- 
work and glass business. 

Cleveland—American Beauty Trim Co., incor- 
porated; capital, $10,000; to manufacture and 
o in lumber, trim, doors, sash and wood pro- 
ducts. 

Hicksville—Crook & Son Co., incorporated; capi- 
tal, $5,000, preferred stock and 1,500 shares, no 
par common stock; to manufacture handles and 
other wood products, 

OREGON. Eugene—Snellstrom Bros., incorpo- 
rated; capital, $100,000; logging and lumbering. 

RHODE ISLAND. Providence—J. F. Heckman 


increasing 


capi- 


Weatherstrip 


& Co., incorporated; capital, 500 shares common 
stock; to deal in lumber and by-products; old 
concern, 


TENNESSEE. Nashville—Lewis D. Johnson & 
Son, incorporated; capital, $125,000; lumber. 

Nashville—Tennessee Cedar Products Co., incor- 
porated; capital, $10,000. 


TEXAS. Pritchett—Williams Lumber Co., in- 
a SS ee cS 
ote—Stahliman Lumber Co., incorpora : . 
ital, $30,000. ¥ os 
WASHINGTON. Everett—Port Hill Boom Co, 
incorporated; capital, $10,000; logging. : 


Everett—Idaho Timber Co., incorporated; " 
tal $250,000. 7” capi 
Seattle—Buckley-Tremaine Lumber Co., incor- 


porated; capital, $10,000; sawmill. 

Tacoma—Scott & Howe Land Co., incorporated; 
capital, $200,000; logging, lumbering and pulp and 
paper manufacture, 

WISCONSIN. Gilman—Gilman Lumber & Sup- 
ply Co., incorporated; capital, $20,000. 

Shawano—Quality Veneer Co., incorporated; cap- 
ital, $50,000; manufacturing. 

BRITISH NORTH AMERICA 

ONTARIO, Windsor—McKenzie, McMillan Lum- 
ber Co. (Ltd.), incorporated; capital, $200,000; to 
manufacture and deal in lumber, timber, shingles, 


etc, 
New Ventures 


ARIZONA, Flagstaff—The Halstead Lumber Co. 
has established a branch yard here with R, A, 
Christie in charge. 


CALIFORNIA. Pasadena—Alexander J. Martin 
has engaged in business at 35 N. Broadway as 
Southern Hardwood Flooring Co, 


IDAHO. Bonners Ferry—HBllersick Bros. will 
open a lumber yard adjoining their service sta- 
tion. 


ILLINOIS. Lyons—Benj. A. Loeb & Son open- 
ing lumber and building material business. 

Ottawa—L. M, Bayne Lumber Co, will erect 
office and salesroom to cost $15,000. 


OREGON. La Grande—Pratt Lumber Co, will 
open a sash and door factory. 

St. Helens—The Copeland Lumber Co., of Port- 
land, Ore., will open retail branch here, 


SOUTH CAROLINA. Leigh—Leigh Banana 
Case Co., of Chicago, has opened its new factory 
here for the manufacture of Leigh-Way bushel 
hampers and banana cases, heretofore made at 
Selma, Ala. 


TEXAS. Coleman—H. H. 
lumber yard. 

Plainview—Panhandle Lumber Co., of Amarillo, 
will open a branch yard. 

Quanah—Pleas Jones & Bros. will open a lum- 
ber yard. 

San Angelo—R. A. Stokes and C. H. Wolfe open- 
ing a lumber yard on Ave. D to be known as the 
Star Lumber Co. 

WASHINGTON. Spokane—Division Street Lum- 
ber Co. opening a yard at Division and Sinto. 

Tacoma—C. E. Boyles, Peder Olson and W. W. 
Morse have engaged in the sawmill business as 
Highway Lumber Co. l 

WISCONSIN. Wittenberg — The Wittenberg 
Lumber & Tie Co. has been organized. 


New Mills and Equipment 


Hardin will open a 


FLORIDA. Daytona Beach—Southern Radio 
Mfg. Co. will establish factory to make radio 
machines. 


Inverness—Carr Lumber Co. plans enlargement 
of crate and veneer plant. 

ILLINOIS. Streator—Streator Cold Storage 
Door Co. plans building an addition to its factory 
next spring. 

INDIANA, Rockport—Rockport Planing Mill 
will be rebuilt and new machinery installed in 
the spring. . 

IOWA. Des Moines—Western Silo Co., which 
recentlv suffered fire loss, will rebuild its plant at 
cost of $75,000. 

KENTUCKY. Louisville—Anderson Mfg. Co. 
will erect factory building at Beech and Wood- 
lawn. 

NORTH CAROLINA. Swannanoa—Dimension 
Mfg. Co. installing additional dry kilns to cost 
about $50,000. 

OKLAHOMA. Altus—Rounds & Porter Lumber 
Co. will rebuild burned plant at estimated cost of 
$250,000. 

WASHINGTON. 
beginning construction of six miles of 
railroad. 

WISCONSIN. Rhinelander—Rhinelander Box & 
Lumber Co. to rebuild plant which was burned 
with loss of about $40,000. 


Casualties 


MARYLAND. Baltimore—George Sack & Sons 
(Inc.), lumber dealers, suffered loss by fire amount- 
ing to over $125,000; three trucks, a storage house, 
machine shop and office with dressed lumber stock 
destroyed. 


Raymond—Sunset Timber Co. 
logging 


MISSOURI. Hermann—tTekotte Bros. Lumber 
Co., loss by fire. 
MONTANA. Toston—Brown Bros. Lumber & 


Implement Co., loss by fire, $15,000. 
.. NEW YORK. Buffalo—Grenzebach lumber yard 
destroyed by fire: loss, $30,000. Owner, John E. 
Grenzebach, 261 Birch Ave., West Seneca. 
OREGON. Warrenton—Warrenton Lumber Co., 
loss by fire in sawmill, $75,000. 
TENNESSEE. Chattanooga—Hamilton County 
Lumber Co., loss by fire, $100,000. 
TEXAS. Temple—C. W. Barrett & Son, loss by 


re. 
WISCONSIN. Stevens Point—Stevens Point Box 
on |” ie Co., plant destroyed by fire; loss, 
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Federal Government’s Building Plan 
The comprehensive building plan of the Fed- 
eral Government in Washington is beginning 
to take definite form. Congress has finally 
passed a bill authorizing the Government to 
purchase all property within the so called tri- 
angle bounded on the north by Pennsylvania 
and on the south by the Mall Park, on the west 
by 15th Street and on the east by the Botanical 
Gardens that remains in private ownership. 
The bill carries an authorization of $25,000,000 
for this purpose. 

Steam shovels are busy excavating over 
several squares already purchased by the. 
Government which have been cleared of the 
buildings that stood upon them. Within a few 
years only beautiful Government buildings will 
be found along the south side of the historic 
avenue. The huge new building that is to 
house the Department of Commerce is one of 
the first on the list for construction, and the 
site for this structure is being cleared. It will 
front on Pennsylvania Avenue between 14th 
and 15th streets and extend southward. 

The general plan now under way has been a 
dream for years past. It took final shape when 
Congress two years ago adopted a large build- 
ing program including $50,000,000 for the Dis- 
trict of Columbia, exclusive of the funds now 
made available for the purchase of the property 
held by private owners in the triangle. 

Completion of the plan will add very sub- 
stantially to the beauty of the national capital, 
and will relieve Uncle Sam of the payment of 
an enormous annual rental on privately owned 
property now occupied by Government offices. 


Wood Utilization in Construction 


Architects, engineers and constructors con- 
tinue to offer full codperation to the National 
Committee on Wood Utilization, Department 
of Commerce, in the compilation of a compre- 
hensive manual on the economics of wood 
utilization in construction. This report was 
made by Dudley F. Holtman, assistant director 
of the committee, upon his return from a week 
of conferences in New York City with leading 
experts of the building profession concerning 
the material to be included in the publication. 
Discussing his New York visit Mr. Holtman 
said: : 

The purpose of the visit was two-fold. I 
wished to gather first-hand impressions from 
architects and contractors as to the kind of 
material they would like to see in the man- 
ual, and to get an idea as to the nature of the 
material they will make available for the de- 
velopment of the publication. 

Through the coéperation of LeRoy E. Kern, 
technical secretary of the American Institute 
of Architects, I was able’ to contact with a 
group of the leading architects and contractors 
in New York, with whom long conferences 
were held. These men were picked as typical 
experts in the various lines of practice and 
were not only able but very glad to furnish 
the information we desire. 

Mr. Holtman added that various representa- 
tives of large concerns visited showed that these 
organizations have developed construction and 
utilization standards of their own and volun- 
teered to place this material at his disposal. 
He declared that the value of this information, 
not only to the construction field, but to the 
consumer and the small home builder as well, 
can not be over-estimated. 

Mr. Holtman is now in Chicago for a similar 
series of conferences with construction experts, 
with the special codperation of N. Max Dunn- 
ing, Chicago architect. He will spend two 
weeks in Chicago and will then go to Boston 
for two or three days for the same purpose. 

The object of the manual is to bring together 
for the first time between the two covers of 
one book comprehensive data on a wiser and 
more efficient utilization of wood in construc- 
tion and full details concerning the best modern 





wood-using practice. Unlike other construction- 
material fields, the lumber industry at present 
is not represented by an up-to-date compendium 
of this character. 

Late this month or early in February the 
manual control committee, under the direction 
of which the treatise is being prepared, will 
hold its first meeting. The date and place have 
not yet been definitely fixed. The main pur- 
pose of the meeting will be to digest a large 
amount of information and material received 
during the last six months in correspondence 
with builders, professional associations, pro- 
ducers, railroads and a long list of other po- 
tential contributors. With this data as a back- 
ground, the committee will discuss editorial 
policies more definitely with a view to having 
the development of the manual manuscript 
start about March 1. 


Saat ataanaaaan 


Policies on Use of National Resources 


Appearance in sharper outline of the prob- 
lem of formulating definite national economic 
policies looking to the use of natural resources 
is put forward by W. DuB. Brookings, man- 
ager of the department of natural resources, 
Chamber of Commerce of the Uniited States, 
as the most striking development of the last 
year: 

The necessity of stabilizing the three out- 
standing basic industries, coal, oil and wood, 
says Mr. Brookings, is becoming more appar- 
ent. There are also problems to be met in the 
establishment of a water power policy and in 
the metallic and non-metallic mining indus- 
tries. 

We are beginning to wrestle with the per- 
plexing question of making the most advan- 
tageous economic use of our natural resources, 
particularly those, such as coal and oil, of 
which the supply is limited. Circumstances 
are such that production is forced beyond the 
limits of judicious use. Oil is pouring forth 
in a flood which presages famine later on. 
Somewhat similar conditions prevail in the 
coal fields. 

Wood shows definite improvement. Prog- 
ress, however slow, is being made in commer- 
cial forestry and the acreage devoted to tree 
growth is increasing, The alteration of tax 
systems by the States to encourage this move- 
ment is going forward. 

The realization of the problems facing the 
basic industries is the most hopeful sign of 
advancement, but much is yet to be done if a 
permanent national policy regarding the utili- 
zation of natural resources is to be estab- 
lished. 


Specifications for Chair Seats 


Whether a chair seat is made of one or 
several pieces makes no difference to the 
“sitter” so long as the chair is solid and com- 
fortable, but it will make a considerable dif- 
ference to his pocketbook and has a direct 
bearing upon the conservation of the forests, 
according to the National Committee on Wood 
Utilization. 

The Quartermaster Corps of the Army 
recently advertised for bids covering a large 
number of plain barrack chairs, specifying that 
the seats be made of not more than two pieces. 
The national committee directed attention to 
the fact that seats would not only be as service- 
able when made of three pieces, but would 
actually cost less. Only a small percentage of 
the best grades of lumber suitable for such use 
is wide enough for seats of only one joint and 
the cutting of such stock would cause consider- 
able waste, it was pointed out. 

Following its established policy of codperat- 
ing in the wood utilization movement, the War 
Department promptly changed its specifications 
to permit chair seats to be made of three pieces. 
This decision will be of considerable interest 
to the furniture industry. 

While the total saving of wood to be effected 
through such an apparently minor step might 


'mever reach any great amount, Axel H. Ox- 


holm, director of the national committee, states 
that it serves the purpose of pointing out to the 
industry one of the thousands of ways in which 
a larger percentage of the felled tree may be 
used. Increased utilization of wood resources, 
as a means of making reforestation on a com- 
mercial basis a profitable undertaking, is one of 
the’ main objectives of the committee. 


Planning Family Expenditures 

Mrs. Chase G. Woodhouse, of the bureau of 
home economics, Department of Agriculture, 
has prepared Farmers’ Bulletin No. 1553-F— 
“Planning and Recording Family Expendi- 
tures.” The bulletin shows how a definite 
record enables a family to judge whether or not 
it is living up to its spending plan; to use not 
only money, but time and energy to better ad- 
vantage; to decide what articles to buy, which 
to make, and which to do without; to recognize 
mistakes in buying, and so avoid them in the 
future; to determine which dealers and which 
methods of buying yield better results. 

The bulletin discusses various systems of 
keeping accounts adapted to different needs. A 
comprehensive classification of income and ex- 
penditures is given, and the reader is shown 
how to prepare a budget or spending plan. 
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TRY OUR 


No. 2 Common S458 


Dimension 


The grade is good—You will 
like it. 

Straight cars any length or mixed 
with other items of yard stock in 
any assortment. 


Shipments “Right Now.” 


Pacific States 


Tas” Lumber Co. 


WASH. 
REPRESENTATIVES : 


S. B.Marvin, 518 Peoples Gas Bidg., Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bidg., Minneapolis, Minn. 
James A. Harrison, P.O. Box 745, Sioux Falls, S. D. 
Frank Probst, P.O. Box, 1187, Fargo, No. Dakota 
oO. G. woe. P.O. Box, 171, Denver, Colorado 
H.E. Wade, - - - - ‘Lincoln, Nebraska 




















The Polleys 
Lumber Co. 


Manufacturers of 


ed Pondosa 


Pine 





Dry Selects 


General Offices and Mills: 
Missoula, Mont. 


Shipments via N. P. 
and Milwaukee Rys. 





SITKA_SPRUCF 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


Our Specialty is Shop 
(Strong to Edge Grain) 
Also Spruce Finish s 4S 
(13/16 x 1/2” Off in Width) 


All KD 8% or Less Mois- 
ture Content. 


Capacity 150,000 Ft. 8 Hours. 3 


WINCHESTER BAY LUMBER co. 


REEDSPORT, OREGON 
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News Notes from Ame 


Portland, Ore. 


Jan. 14.—Logging camps are resuming op- 
erations as the snow disappears, four camps 
in the Columbia River district having gone 
into activity. Others will follow shortly, as 
there is a good demand for logs, no surplus 
on hand, and prices are stiff. Melting snow is 
causing streams to go on the rampage in dif- 
ferent localities, but the heavy flow will soon 
be over. Next week the Charles R. McCormick 
Lumber Company’s camp at Castle Rock, on 
the Washington side of the Columbia River, 
will resume logging operations with two hun- 
dred men. The logs are dumped into the Cow- 
litz River, tributary of the Columbia, and 
towed across to St. Helens. 

George DuBois and associates will begin 
construction of their new sawmill at Rainier 
at once. It is to be on the site of the mill 
owned by L. B. Menefee that was destroyed 
by fire several months ago, Mr. Menefee hav- 
ing disposed of the site to the new owners. 
George Russell, who was general manager of 
the Menefee mill, will superintend construc- 
tion of the new mill and have charge of its 
operation when completed. It will have a 
daily capacity of 75,000 feet. 

The Booth-Kelly Lumber Co., of Eugene, is 
to alternate operation of its Wendling and 
Springfield mills until the market justifies op- 
eration of both. 

House builders here say that 1928 is going 
to be a busy year. They have already a lot 
of work in sight with many inquiries. Fir 
lumber prices have been lower than for some 
time, but it is apparent that they will advance 
soon, as contractors find other building ma- 
terials already stronger. While this may not 
have any effect on shipping orders, it indicates 
the way the wind is beginning to blow. En- 
forced curtailment by unfavorable weather for 
several weeks has strengthened the market 
appreciably, and buyers need not be surprised 
to find quotations taking an upward swing 
before long. There were some signs of in- 
creasing business during the week. 

An improvement in the Mississippi-Warrior 
Barge service, which connects with Pacific 
coast steamship lines at New Orleans, La., 
was announced by the Luckenbach Steamship 
Co. here today. Improvement in the service 
will lessen considerably transit time between 
Pacific coast ports and points along the Mis- 
sissippi. 


Tacoma, Wash. 


Jan. 14.—To settle once for all the “cinder 
nuisance” question which has kept the north 
end waterfront mills continually in difficul- 
ties for the last three years, the Tacoma Lum- 
bermen’s Club decided to meet the issue 
squarely and to have the attitude of members 
fully on record. At the regular meeting of 
the club yesterday, the recommendations of 
the committee which has been investigating 
the subject were adopted, and the lumbermen 
expect the action to put an end to the con- 
stant attacks from certain property owners 
who claim damages from cinders and refuse 
from the mills. The club will ask the ap- 
pointment by the Tacoma Chamber of Com- 
merce of a committee of experts, who have no 
connection with the lumber industry, which 
will be asked to visit all the mills complained 
of, inspect the burners and other devices in 
use, see if boilers and burners are maintained 
at full efficiency and make any recommenda- 
tions for additional improvements deemed nec- 
essary. Such recommendations the mill oper- 
ators agree to carry out. The lumbermen will 
pay the expenses of the committee, and ask 
for a full and complete report on the situa- 
tion. When the mill operators have, in good 
faith, followed the recommendations made 
they expect that the city authorities and the 
public will support them against any further 
attacks from those claiming damages from 
the mill operations. Discussion of the sub- 
ject showed that all the mills are willing and 
anxious to prevent any damages to private 
property owners and that they have already 
spent large sums to minimize this source of 
trouble. They are willing to undertake any 
additional work that an expert committee may 


decide is necessary. The committee report 
was made by Ralph Dickman and was adopted 
by the unanimous vote of the club. 

The club also went on record as favoring 
the bond issue of $170,000 for a city fireboat, 
which will be voted on at the March election. 

Frost Snyder, appearing for the log towing 
committee, reported that the towboat operat- 
ors have asked the lumbermen for a confer- 
ence in an effort to settle the question of log 
rates on Puget Sound. 

The club also voted to appoint a committee 
to investigate certain portions of the city 
building code under which the use of wood 
sash is prohibited in certain types of factory 
construction. 

Cargo shipments of lumber over the Tacoma 
docks last week: From the Baker, Shaffer and 
McCormick docks and Portacoma piers, 4,050,- 
000 feet; Puget Sound Lumber Co., 1,500,000 
feet; Defiance Lumber Co., 1,200,000 feet; Tide- 
water Mill Co., 740,000 feet, and St. Paul & 
Tacoma Lumber Co., 2,550,000 feet—a total of 
10,040,000 feet. Destination: Atlantic coast, 
6,440,000 feet; California, 300,000 feet; Japan 
and China, 2,700,000 feet; Europe, 500,000 feet, 
and the Hawaiian Islands, 100,000 feet. Other 
than lumber: The Atlantic coast took 500 
bundles broom handles, 2,000 doors and 25,000 
feet cross arms. Europe took 10,250 doors, 
1,000 bundles broom handles and a carload of 
plywood. The Hawaiian Islands took 300 tons 
box shook and 3,000 doors. 

Maj. Everett G. Griggs, 
St. Paul & Tacoma Lumber Co., left yesterday 
on a business trip to the East. On his return 
he will sail for Honolulu to attend the annual 
meeting of the United States Chamber of 
Commerce. 

The Manning Cone factory, one of the few 
plants using fir cones for its raw material, 
was destroyed by fire last week. The plant is 
located at Roy and its product is shipped to 
all parts of the world. The plant was owned 
by Manning Brothers and was only partly in- 
sured. The exact damage has not yet been 
ascertained. 

The Clemons Logging Co., a Weyerhaeuser 
subsidiary, has filed amended articles of in- 
corporation reducing the capitalization from 
$60,000 to $30,000. 


Spokane, Wash. 


Jan. 14.—Large manufacturers were en- 
couraged this week by an increased demand. 
Continued warm weather has caused increase 
in the floods of recent weeks and there has 
been considerable inconvenience and some 
property loss but colder weather has checked 
the melting of snow and the waters are sub- 
siding. There have been no logs lost, and no 
damage to speak of so far as booms and mills 
are concerned. Prices remain on the same 
basis as for several months. 

A wholesale lumber department has been 
added to the Keystone Frame & Sash Co., with 
D. H. Robinson, veteran Inland Empire lum- 
berman, in charge. This announcement was 
made today by A. C. Moss, president. “Our 
business during 1927 has been very satisfac- 
tory, showing an increase of 37 percent in 
sales over 1926,” said Mr. Moss. “The out- 
look for 1928 appears bright and our program 
of expansion is an indication of our confi- 
dence.” 

The members of the Western Pine Manufac- 
turers’ Association will be the guests of Spo- 
kane Hoo-Hoo at a banquet Tuesday evening, 
Feb. 7, at the Davenport Hotel, according to 
announcement made yesterday by Dave C. 
Spoor, vicegerent Snark, at the meeting of the 
Spokane Hoo-Hoo club. There is to be a con- 
catenation in the evening. The annual meet- 
ing of the Western Pine Association is to be 
held Feb. 7 and 8. 

Cc. A. Bartleson, president Consolidated Sup- 
ply Co., left Thursday for Minneapolis, called 
there by the serious illness of his sister. The 
Spokane Hoo-Hoo Club, of which he is presi- 
dent, arranged to have flowers sent to his sis- 
ter. 

“No business in my experience has ever 
equalled that of the middle West,” declared 
R. W. Hunt, sales manager Weyerhaeuser 
Sales Co., at Everett, when called upon at the 
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Hoo-Hoo Club meeting yesterday. Mr. Hunt 
was in town for a day on his return from an 
eastern trip. “In my opinion, the retailers of 
the middle West afford the most satisfactory 
customers the lumber business has ever had. 
And I am glad to see a measure of prosperity 
in sight for them.” 

I. N. Tate, general manager Weyerhaeuser 
Sales Co., is expected home Tuesday from a 
month’s eastern business trip. He is accom- 
panied by Mrs. Tate, who went east in No- 
vember. 


Aberdeen-Hoquiam, Wash. 


Jan. 14,.—Logging operations are slowly 
getting under way after the holiday shut- 
down, and are now about 80 percent of nor- 
mal. The supply of logs is below normal, 
but sufficient to meet all demands. Prices 
are firm at the same figures as governed the 
log market for the latter half of the previ- 
ous year, which are as follows: 


: No.1 No.2 No.3 
BY Bits ole sf eacb oe he eee $24.00 $18.00 $12.00 
EE AP ee pee 30.00 19.00 13.00 
Se I ae See ee ee $10.00 
CE, COMM TWEE. os inscckccws $15.00 to 20.00 


Sawmills are cutting about 80 percent of 
a normal output for this district. 

Curtailment of lumber production is due to 
the mill of the Grays Harbor Lumber Co. 
being idle, and no date for resumption has 
been set. The mill of the Hoquiam Lumber & 
Shingle Co., and Neff Lumber Co. are also 
down, as well as several cedar mills. The 
Donovan Lumber Co. has taken off night crews 
at both Aberdeen mills. 

During 1927 about one billion and a half 
feet of lumber was shipped by water from 
Grays Harbor. California ranked first with 
554,000,000 feet; Atlantic Seaboard second with 
416,000,000 feet, and Japan and China took 
about 107,000,000 feet. On Jan. 7, six big 
freighters cleared for Europe, Australia, the 
east and west coasts of South America, the 
Orient and the Atlantic seaboard. 

Construction of Schafer Bros. Lumber & 
Door Co.’s logging railway to brings logs from 
its new holdings near Cedarville is being 
rushed. The road will parallel the Northern 
Pacific between Brady and Satsop, at which 
point it crosses the river, and will then run 
parallel with the Union Pacific. The National 
Lumber & Manufacturing Co., from which the 
timber was purchased, used the Union Pacific 
to bring logs to the Harbor. 

James Dole, Hawaiian pineapple magnate, 
has placed orders on the Harbor for more than 
1,000,000 feet of lumber to be shipped to Hono- 
lulu. Wilson Bros., of Aberdeen, recently des- 
patched 300,000 feet. 


Vancouver, B. C. 


Jan. 14.—Weather conditions having moder- 
ated, several of the largest logging camps 
have resumed operations. However, snow on 
the higher levels and in the northern parts of 
the Province is still too deep to permit re- 
sumption of woods operations, so with mills 
all running, supplies of logs are getting very 
low. This has caused a certain strengthening 
in prices, especially of clears, which are be- 
coming very difficult to secure. Standard logs 
are moving easily at list prices. 

The Provincial log cut for 1927 amounted to 
2,748,645,622, which compared to 1926 shows 
a decrease of 169,473,580 feet. This drop is 
attributed largely to the weak cedar market. 

Export conditions appear excellent for a 
good spring business, with considerable in- 
quiry coming in. The German market is still 
absorbing increasing quantities of clears and 
the United Kingdom is also showing consid- 
erable activity. Japan is in the market for 
fair quantities of lumber for February-March 
shipment and in view of the proposed duty 
which is contemplated in Japan, mills expect 
heavier buying for the next two or three 
months. There is not much activity in the 
Australian market, which is pretty well 
stocked up, although freight rates to Australia 
have stiffened during the last ten days and are 
now quoted at $13, a rise of $1 over previous 
quotations. There is quite an increase in 
shipments to South Africa scheduled for the 


Jerica’s Lumber Centers 


first quarter of 1928. Atlantic seaboard busi- 
ness is also much improved, and prospects are 
good for spring shipments. 

The annual Lumbermen’s Cabaret and Dance 
was held in the ballroom of the Vancouver 
Hotel on Friday, Jan. 13. An excellent din- 
ner and program of specialty dances preceded 
the evening’s social dancing. The affair was 
unanimously agreed to be the most enjoyable 
of its kind ever held in this city. 


Klamath Falls, Ore 


Jan. 14.—All mills in this district are down, 
except those of the Forest Lumber Co., Pine 
Ridge, and the Big Lakes Box Co. and Ewauna 
Box Co., Klamath Falls. While some mills 
will probably start operations soon, it will be 
around March 1 before all are again running. 

Further activities of the Weyerhaeuser Tim- 
ber Co. in this district are indicated by the 
setting up of a portable mill on its property, 
which will cut ties for their logging roads 
and probably timbers for construction of the 
mill. Announcement was recently made of 
the purchase of 40,000 acres of pine timber by 
the Weyerhaeuser Timber Co. from Long-Bell 
Lumber Co. in Klamath County. It is esti- 
mated that approximately 600,000,000 feet of 
timber is involved in the deal. 

Frank D. Lee has opened up a new office in 
the Hotel Willard Building. 


Kansas City, Mo. 


Jan. 17.—Demand for lumber showed a 
gratifying increase last week, and some sales 
managers said volume of business so far this 
year was larger than for the same period in 
1926 or 1927. Under the renewed demand, 
prices have stiffened 50 cents to $1 on most 
items in southern pine, and there have been 
some increases on West Coast items. The 
movement of lumber from the yards in the 
middle West has not been so large in the 
last two weeks; there are fewer rush orders 
for immediate and more for future require- 
ments. The outlook is considered bright. 

Charles A. Pratt, who has represented the 
Louisiana Red Cypress Co. here for nearly 
twenty years, has gone into the commission 
business, and will handle accounts for a num- 
ber of southern and western mills, including 
the Louisiana Red Cypress Co. 

H. P. Jones, sales manager Biles-Coleman 
Lumber Co., of Omak, Wash., was a visitor 
among the lumber officers here last week. 

The annual dinner for the foremen of the 
Dierks Lumber Co. was held at Texarkana, 
Ark., last Saturday. Those from here who 
attended were Herman Dierks, chairman of 
the board; D. V. Dierks, secretary-treasurer; 
Herbert Dierks, vice president; W. S. Cooper, 
assistant sales manager, and Louis Glazer, 
advertising ‘manager. 


Pittsburgh, Pa. 


Jan. 17.—Wholesale and retail lumber deal- 
ers feel very much encouraged over the out- 
look for the spring lumber trade. Inquiries 
for all kinds of lumber are more plentiful, 
and more business is actually being placed. 
There is no disposition an the part of the 
mills to make lower prices, and some mills 
claim to have taken orders at better prices 
than prevailed before the first of the year. 
The curtailed production has placed some 
mills in a position where they feel that they 
do not have to sacrifice their present stocks. 
The industrial institutions are coming in with 
their share of business, and reports from the 
steel industry indicate that the steel mills 
are enjoying a much better volume. Some of 
the bituminous coal mines that have not been 
operating are planning to resume soon with 
non-union labor. Southern pine is stronger 
than it has been in the lower grades, espe- 
cially in boards, Fir is moving at about the 
price levels that have obtained for some time, 
except straight car items, which can be bought 
at variations of $1 to $3. Idaho white, Pon- 
dosa and California white and sugar pines 
continue in about the position as for the last 
sixty days, except as to items in which the 
mills have exhausted their dry stocks. In 
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Douglas Fir 


and Western 
Hemlock 


Lumber and 
Timbers 


Here is the place to 
get any stock you re- 
quire—green or dry, 
rough orsurfaced, any 
size or grade. Just 
send us a memoran- 
dum of your require- 
ments and let us dem- 
Onstrate our service 
to you. 


We cut timbers all 
sizes up to 80 feet in 
length. 


Car and Cargo 
Shipments Anywhere. 


DEMPSEY 


Lumber Co. 
TACOMA, WASHINGTON 














We Can Quickly 
Fill Your Orders 


for all standard 
items in lumber, & % 
lath and shingles & ? 


right from our Se 
large stocks on “) oO 


hand. Our daily ye 
0,6 

000 lath and 50,000 

White River Lumber Co. 


capacity of 225. “ ay a 
shingles keeps well 
ENUMCLAW, WASH. 
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Battens and Lattice 
in straight cars or mixed with other items of 
Mouldings & Fir Yard Stock 


ALSO FACTORY LUMBER 
BOTH SPRUCE AND FIR 


JOHN D. COLLINS 
White Lumber Co. Seattie, 


Bldg. Wash. 


























EVERY LUMBERMAN OUGHT TO HAVE 
in his house at least one book by “the lumberman 
poet,” or more. We suggest ‘“‘Come on Home.” $3. 
postpaid. American Lumberman, 431 S. Dearborn 
8t., icago, Ill, 
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Douglas 
Fir 

We offer prompt, dependable 

service in the items listed at 


Long & the left. Write for prices. 
Dimension = _ sales AGENTS— 
: — Griswold-Grier Lumber Co. 
Long J oist = met pr =. 
Surfaced = . 
Small = The Griswold 
Timbers = Lumber Co. 
Plank = GascoBidg., Portland, Ore. 
— 











Old 
Growth 


Vertical Grain Uppers 


Carefully dried—Well manufactured. 


Mill: - - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE, 
Chicago Representative 
Western Wood Products Co., 2251 S. Loomis St. 











Put 


“a 
Come on Home” 
in your 
Home Town Library 


“Come on Home,” by Douglas 
Malloch, “the Lumberman poet,” 
should be in every public library in 
America. 


Wouldn’t you like to be the one to 
put it in the library in your home 
town? (It ought to be in the high 
school library too.) 


For $5 we will send you, post paid, 
three copies—one for yourself, one 
for the library, and one for the high ; 


school. (Regular price, $2 a copy.) 


Can you think of as fine a thing 
to do, at so little expense ?— anything 
so likely to delight librarian, teach- 
ers and pupils, and to promote a 
love of home in your hame town? 


Address the Publisher, 


Armericanfiunberman 


431 South Dearborn Street, 
Chicago, Ill. 


(If you prefer, and will send us the names 
and addresses with order, we will send the 
books for library and high school direct, 
with a letter from us saying they are a gift 

from you.) 























hardwoods, if stocks on hand are dry, they 
vary in prices $2 to $10 on the better grades, 
and $2 to $5 on the lower grades, depending 
on stocks of the mill quoting. 

A. C. MacCumbee, a well known Pittsburgh 
lumberman, has become affiliated with the In- 
terior Lumber Co., of which John G. Criste, 
secretary Pittsburgh Wholesale Lumber Deal- 
ers’ Association, is president. Mr. MacCumbee 
takes the post of vice president and traveling 
representative. For a number of years past 
he had been connected with the Ellwood Lum- 
ber Co., and previous to that with the Mon- 
ongahela Lumber Co., both of Pittsburgh. 

Since the death of J. L. Kendall, president 
Kendall Lumber Co., 8. A. Kendall, of Meyers- 
dale, representative in Congress of the twen- 
ty-fourth Pennsylvania district, has been the 
acting head of the company, pending reor- 
ganization, which will take place within a few 


New York, N. Y. 


Jan. 16.—The retail and wholesale lumber- 
men of New York are agreed upon one thing— 
they all believe that lumber is due for a come- 
back early in 1928. In the last week, while busi- 
ness has been “nothing to boast of,” there have 
been signs of improvement, and prices were 
reported a little stronger than they were the 
previous week. 

F. M. Johnson, formerly with Currie & 
Campbell, Philadelphia, has joined the local 
staff of the Hedden-Clark Lumber Co., hard- 
wood distributers. 

Incorporation of the J. A. Rice Lumber Co., 
which has virtually taken over the business 
of the Rice & Rockwood Lumber Co., has just 
been announced. Frank C. Rice is president 
and Julian A. Rice, secretary-treasurer. 


Boston, Mass. 


Jan 17—Retail lumber dealers are busier 
than ordinarily in January because of mild 
weather. There is considerable residential con- 
struction under way in the suburbs. Whole- 
sale buying is mostly hand-to-mouth. Boston 
wholesalers said eastern spruce frames keep 
firm although there are very few orders. 
Spruce lath are easy; sales of 1%-inch are 
being made at $7.25, Boston rate. Shingles 
are firm. Cypress prices have been reduced. 
Pondosa pine quotations continue irregular. 
Some improvement in demand for hardwoods 
is noted. There has been a very fair volume 
of business in Pacific coast lumber during the 
last ten days. 

Lumbermen back from visits to the mills 
of northern New England, Nova Scotia and 
New Brunswick say woods operations are 
being greatly hampered by lack of snow. Some 
winter mills have been compelled to postpone 
starting up. 

Two cargoes of about 5,000,000 feet of Dou- 
glas fir and western hemlock, with some red 
cedar shingles and western hemlock lath, from 
British Columbia, arrived here last week. 

A petition filed at Grafton, N. H., for disso- 
lution of the Acer Lumber Co., and distribu- 
tion of its assets by E. C. Hirst, trustee, is ex- 
pected to receive approval shortly. 

Ralph W. Swett, long connected with the I. 
N. Chase Lumber Co., has been with the H. 
E. Locke & Sons Company since the first of 
the year. Warren Y. Slocum has succeeded 
Mr. Swett witih the I. N. Chase Lumber Co. 

Donald B. Hyde, George Towne and Charles 
B. Jordan, of the Nicola, Stone & Myers Co., 
returned to Boston a few days ago from Cleve- 
land, Ohio, where they attended the company’s 
annual sales convention. 


Minneapolis, Minn. 


Jan. 16.—M. J. Scanlon, of the Brooks-Scan- 
lon Lumber Co., is president of a new concern, 
the Mid-Plane Sales & Transit Co., of Minne- 
apolis, which handles sales of the Fairchild 
plane in a large territory. 

The Winton Lumber Co.’s recent annual 
meeting brought as Minneapolis visitors W. S. 
Rosenberry, of Gibbs, Idaho, and D. D. Rosen- 
berry, of The Pas, Man., managers of its mill 
properties. 

F. N. McCarthy, manager Spokane office of 
the Prendergast Lumber Co., was here a few 
days ago on his way to visit its main offices at 
Marion, Ohio. 

W. S. Morrow, sales manager Crosset-West- 
ern Co., Wauna, Ore., has been here, conferring 
with wholesalers who handle its products in 
this territory. 


Birmingham, Ala. 


Jan. 16.—Retail sales of southern pine have 
been satisfactory, but mill and wholesale have 
not. Retailers have fair stocks coming in 
and on hand. Many price lists carry as much 
as $4 advance over last week’s. Manufactur- 
ers claim to have made no profit at December 
prices, and that they had to get more money 
for the product or close down. Few changes 
are noted in pine dimension. Small mills de- 
liver rough stock from trucks at an average 
price of $18 for 16-foot and under. Small 
timbers bring about $20. Flooring, No. 3, 
1x3- and i1x4-inch f. o. b. Birmingham, is 
$14.50; 1x6-inch and wider, No. 3, mixed 
widths, S4S, $17.50; 1x4-inch and wider, No. 
3 or reject roofers, mixed working, $13, and 
1x4-inch and wider, No, 4 boards, S4S, $10; 
1x3-inch, No. 2 common flooring, $19; 1x4-inch, 
No. 2 flooring, $20.25; 1x3- and 1x4-inch, No. 
1 longleaf flooring, $36, with $2 off for short- 
leaf; 6-inch drop siding in regular No. 2 
stock, $23, with $5 added for dropping grade; 
1x8-inch shiplap, $21.50 for No. 2 air dried 
stock, with an occasional car kiln dried at 
this figure. For 2x4-inch 16- to 20-foot di- 
mension there is good demand at $21, only 
this item of dimension selling at a fair price. 
No. 1 and C finish, rough or S4S is $36, and 
1x4-inch and wider mixed Bé&better rough 
are $40. No. 1 green lath are $3.90 but a few 
ears sold at $3.75, with kiln dried selling 
at $3.80. 

Thomas R. C, Wilson, Forest Products Lab- 
oratory engineer, Madison, Wis., spent two 
days in Birmingham this week looking into 
the use of end-matched form lumber as well 
as other uses of common stocks. Mr. Wil- 
son found contractors in most cases enthu- 
siastic over end-matched form lumber, which 
effected a total saving of lumber and time 
of 20 to 33 percent. Sub-floor and roof deck- 
ing work carried a similar saving. Mr. Wilson 
had been in the plants of Pioneer Lumber 
Co., Elrod, Ala., and the Kaul Lumber Co., 
Tuscaloosa, Ala., and expected to spend a day 
at the Jackson Lumber Co. plant at Lock- 
hart, Ala., and then go to Memphis, Tenn. 


Jackson, Miss. 


Jan. 16.—The southern pine producers of 
this section are feeling a bit more optimistic. 
Orders last week were in large volume and 
covered items of yard and shed stock. Upper 
grades of flooring and finish are now being in- 
quired for. Nos. 2 and 3 common items are 
in strong demand, and their prices are hold- 
ing firm. The movement of lath has been 
rather unsatisfactory, but a great number of 
the manufacturers are cutting tobacco and 
snow lath. These lath net good prices. The 
export market has been quite active. Kiln 
dried saps have been in greater demand. Deals, 
3- and 4-inch have moved freely. Prime is 
also being inquired for, and sawn timbers have 
been placed on a basis of $46, port. The 
mills have nice order files covering timbers. 
A number of the manufacturers are putting 
their smaller logs into car framing, which 
item is now in strong demand and bringing a 
nice price. In this immediate territory, 4 
good many mills are still closed down. 


Brookhaven, Miss. 


Jan. 16.—Orders have continued a little 
scarce, but there has been a decided upward 
turn in prices and buyers are much more re- 
sponsive to requests for additions in price 
where offers are below list. The export mar- 
ket is holding up quite well, especially as to 
sawn timbers. 

Pine flooring sales have been very encourag- 
ing, especially those of rift. Stocks are ex- 
tremely low, and orders have been far in ex- 
cess of production. Sales of the flat grain 
have been fairly heavy, but production keeps 
pace. Drop siding items have moved with 
very little snap, and rather heavy stocks are 
held by the mills. Ceiling items appear to 
move quite well, especially in No. 1 and lower, 
while B&better grade, in both %x4- and %x4- 
inch, has been rather sluggish. The move- 
ment of %x4-inch partition, and square edge 
siding has been very light. Molding orders 
have been holding up fairly well but prices 
are very discouraging. The mills are pretty 
well sold ahead on moldings. Finish items are 
still moving in very light volume, especially 
5/4 and thicker. 

There is absolutely no profit whatever at 
present prices of lath, and it would not be 
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surprising to see a number of operators dis- 
continue their lath mill operations. Pine shin- 
gles have been selling rather freely, and the 
surplus of all grades is down to practically 
zero. 

No. 2 strips, 4-inch, remain fairly firm, and 
there is a good call. No. 2 fencing strips and 
flooring, 6-inch, continue to move in nice vol- 
ume, and prices are only fair. No. 2 boards, 
8- and 10-inch, have shown excellent move- 
ment in both longleaf and shortleaf, but 12- 
inch have been rather sluggish, and 5/ and 6/4 
have shown very little activity. No. 3 fenc- 
ing, 4-inch, remains pretty well oversold, with 
plenty of inquiry, but in 4-inch the movement 
is light and mostly of longleaf. No. 3 floor- 
ing, 6-inch, has moved in better volume than 
have fencing strips. No. 3 longleaf items, 8- 
and 10-inch, are just a little draggy, while 
shortleaf stock is still ‘sold ahead, while 12- 
inch longleaf have been in good demand, and 
have moved up $1, over the last two weeks, 
though shortleaf have remained about station- 
ary. Grain door operators have taken up all 
of the surplus of No. 4 boards in this section, 
and the mills will be out of the market for 
sixty days. Box shook business has been com- 
ing in nice volume, but local demand had a 
severe jolt from a very hard freeze that de- 
stroyed vegetable crops 

No. 1 dimension stocks are extremely badly 
broken, especially in longleaf. Shortleaf 
stocks are not very much better, there being a 
heavy oversale of 14- and 16-foot in 2x10- and 
12-inch No. 1. There has been fair activity in 
No. 2 longleaf and shortleaf, and No. 3 has 
shown considerable pick-up. 


; New Orleans, La. 


Jan. 17.—Local building permits for resi- 
dence construction show an upward trend, and 
realty activity is increasing. Orders for the 
filling of retail stocks are said to be slow, but 
there are a good deal cf contracts being placed 
for special construction work, principally of 
a public nature. Among the construction 
items of interest is the work on the State 
highway bridges at Chef Menteur and Pass 
Rigolets, east of New Orleans, which will 
probably require about 500,000 board feet. The 
Missouri Pacific Railroad plans the construc- 
tion of extensive waterfront terminals at Belle 
Chasse, below New Orleans’ port limits on the 
Mississippi River, where freight cars will 
be transferred to the Overseas Freight Ferry 
Co., which will operate a service to Havana 
similar to the car ferry now operated from 
Key West to that point. A saving of several 
hundred miles in freight car haul by rail from 
middle western and western points is ex- 
pected. 


Shreveport, La. 


Jan. 16.—The pine market seems to be in 
fairly satisfactory condition. Volume of or- 
ders is improving somewhat. Prices are tol- 
erably firm. Shipments have begun to move 
in larger volume. The mills are taking on a 
lot of business, and an increase in production 
generally is expected within thirty days. The 
weather is improving and roads are in better 
condition, but logging is still handicapped. 


Norfolk, Va. 


Jan. 16.—North Carolina pine demand last 
week was not as poor as during the first 
week in January. Many mills are not 
operating and do not intend to start up un- 
til lumber is moving faster. Millmen at the 
first of the year looked for higher prices, 
while buyers were looking for still lower 
prices. 

Sales of 4/4 edge No. 2 and better band 
fawn have been a little larger. The price 
remains the same. No. 2 and better 4/4 stock 
widths have been quiet, although inquiries for 
mixed cars have been more numerous. Edge 
4/4 No. 3, also No. 3 stock widths, are mov- 
ing a little better. In No. 2 and better, 5/6 
by 10- and 12-inch are very scarce. No. 2 
and better 4/4 bark strips, rough, are moving 
better, and there is also a better demand for 
partition. Inquiries for No. 2 and better mis- 
cuts are coming in, but orders are slow. 

There have been very few sales of 4/4 
edge No. 1 box, kiln dried rough, but box 
makers are more interested in good bright air 
dried edge and willing to pay a little better 
Price for it. They are also interested in 
kiln dried No. 2 box without red heart and 
pitch. Mills are not pleased with present 


offers for kiln dried No. 1 4/4 stock box. 
There is a good demand for air dried, several 
large contracts having been placed. Box bark 
trips, 4/4, have not been very active and are 
not as strong. . There is a brisk demand for 
low grade poplar, dressed and resawn. 


Sales of flooring, thin ceiling ete. have been 


light but show improvement. One or twa 
mills, oversold on dressed lumber, have ad- 
vanced their prices, but most quotations are 
unchanged. Kiln or air dried roofers have 
been rather quiet. The roofer mills are hold- 
ing prices firm. Dressed framing is moving 
better, although solid cars of one length are 


preferred. 
Atlanta, Ga. 


Jan. 16.—Southern pine output is still well 
below normal. Orders have been picking up 
steadily with Southwest retailers the most ac- 
tive buyers. There is also a steadily improv- 
ing demand from railroads, and officials of the 
Southern predict 1928 will be one of the larg- 
est construction years southern railroads ever 
enjoyed. Roofer demand has shown decided 
improvement, and orders from eastern and 
southeastern buyers are well in excess of pro- 
duction. Prices, however, are still weak, the 
6-inch bringing $17@17.50. Larger cypress 
mills are curtailing, as stocks are heavy, with 
inquiry poor. 


Macon, Ga. 


Jan. 16.—Roofer manufacturers throughout 
this territory report a continued steady de- 
mand for their products. Most manufactur- 
ers are getting $17.50 and $18.50, but whole- 
salers are endeavoring to shave that to meet 
conditions in certain sections of the country. 
Production is still below normal, and most 
of the output is from the smaller mills. 

Longleaf mills in southwest Georgia and 
southeastern Alabama are working to full 
capacity again. There is a steady demand, 
but the movement is not quite up to produc- 
tion. Logging conditions are generally satis- 
factory, there having been a marked improve- 
ment in weather conditions. 


Milwaukee, Wis. 


Jan. 17.—Some new business is being devel- 
oped here on account of mild weather. The 
retailers are being given orders for immedi- 
ate delivery to construction jobs. West Coast 
lumber is firming up, and advances were made 
on certain building items last week. Operators 
are not reluctant to give concessions because 
of difficulty in. securing certain grades and 
sizes. Retailers are not buying too far ahead, 
but are covering themselves comfortably on 
some items. Contractors are not chary about 
putting too many jobs under way so early in 
the year. Much work is in the architects’ offi- 
ces, however. Hemlock is moving in good vol- 
ume for this time of year, to yards in other 
parts of the State. Rural yards hope to have 
another good year, as farmers have money to 
spend. Hardwood prices are firm but low. 
No. 1 common basswood is scarce at mills. 
Northern manufacturers look for an increased 
volume in the next few weeks, as they believe 
automobile body plants will start buying. 
Some inquiries are now in the market. 

Elmer E. Meyer, of the Standard Lumber & 
Millwork Co., Green Bay, Wis., and Mrs. Meyer 
have announced the arrival of Elmer Ephraim 
Meyer, jr., on Jan. 4. 


Philadelphia, Pa. 


Jan. 16.—The regular semimonthly luncheon 
meeting of the Retail Lumbermen’s Associa- 
tion of Philadelphia was held at the Bellevue- 
Stratford, Wednesday, Jan. 11. The New Year 
spirit seemed to prevail, and the tendency was 
to forget the lean past and to look hopefully 
toward the future. 

George E. Lippincott, Vicegerent Snark of 
Hoo-Hoo, announced yesterday that a concate- 
nation would be held at 6:30 p. m., Jan. 27, at 
the City Club. 

Joseph P. Dunwoody, who represents the 
Butz Lumber Co., is now maintaining an office 
at 20 South 15th Street. 

Mayor Joseph E. Champion, prominent lum- 
ber dealer of Ocean City, N. J., was slightly 
injured when his automobile collided with an- 
other car at Collingswood. 


(Continued on page 97) 





era wees 
PROFITS for DEALERS 


"THERE are seven houses re-roofed for 
every new house built. One lumber 
dealer we know, is supplying EDGWOOD 


Shingles to three re re crews at a 
nice ore. We'll be lad to tell you 
about his Plan and supply you cn full 
information re the laying ‘of ED WOooD 
Shingles right over the old a les. A 
request on your letterhead is all that is 
necessary. 


THE CONSOLIDATED SHINGLE MILLS 
OF BRITISH COLUMBIA, LIMITED 
907-8 Metropolitan Building, 
VANCOUVER, B. C. 


ENG, YOOD 


Grange ALe 


























MIXED CAR 


Shipments from our 


Minnesota 
Transfer 
Yards 


are not only a convenience, but by 
usually filling orders the same day we 
get them assures prompt arrival. 





“Bridal Veil” Bungalow Siding 
Big Timbers—Long Fir Joist— 
Fir—Cedar—Spruce—Pondosa 
Pine Lumber and Red Cedar 
Shingles. 





Shipments may also be made from our 
Mills at Granite Falls, Wash. 





A request for prices promptly given. 


H. B. WAITE 


LUMBER CoO. 
Minneapolis, - - - 
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and 


IN AMERICA 


factory producers. 
territory covered an 
permanent connection. 


COMMISSION 
SALESMEN! 


Do you, or would you like a side-line which 
sells to EVERY retail lumber concern and 
carries a good commission on every sale ? 


THE FINEST AND BEST 


Carpenter Aprons, 
NAIL SACKS 


TARPAULINS 


Some good territory open for capable, satis- 
rite for proposition, stating 
details of importance to a 


Allied Cloth Specialties, Inc. 


GREENVILLE, OHIO 








that field. 


Established 1857. 


ST. LOUIS 


New York Chicago Denver 
San Francisco 





Dependable Wire Rope 


The one red-strand in Hercules 
Wire Rope is our guarantee that 
it isa product of the highest qual- 
ity. That it is a dependable and 
economical logging rope has been 


proven by its years of service in 


A. Leschen & Sons Rope Co. 














convenience of the book form 
style explains why. 


Send for tab 
of specimens, 
detach them 
one by one 
and observe 
their sharp 
edges and gen- 
eral excel- 
lence. 


The John B,. W 


Established 1857 
Engravers Makers 
1108 South Wabash Avenue 





Every Business 


of consequence ought to have proper card representation. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s largest card 
users—superiority of engraving and the 


OTEEL COMPANY 


J 
PITTSBURON. PA 






Company 


Die Embossers 
CHICAGO 








WARREN AXE & TOOL CO. 


WARREN, PA. 


Wer 


honors Panama-Pactic GRAND PRIZE 
—_————— 


International Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP F > 5 - 
AXES-LOGGING TOOLS Foe eee ores eres 

















Howard A. Shead, of the Howard A. Shead 


Lumber Co., Grand Rapids, Mich., was a Chi- 
cago visitor last week. 


Guy Benson, of Ross & Benson, Spooner, 
Wis., was in Chicago this week getting a ine 
on the local lath situation. 


James R. Andrews, of Escanaba, Mich., was 
in Chicago this week calling on the local dis- 
tributers of northern hardwood products. 


John M. Richards, western pine manufac- 
turer of Spokane, Wash., spent a day in 
Chicago this week in the course of an eastern 
business trip. 


L. H. Levisee, of the Levisee Lumber Co., 
Oshkosh, Wis., spent several days in Chicago 
this week calling on northern hardwood dis- 
tributers in local territory. 


P. L. Berke, president of the Zenith Box & 
Lumber Co., Duluth, Minn., when in Chicago 
on Wednesday of this week reported that the 
company was enjoying a good volume of 
business. 


John Binford, well known ere dealer of 
Crawfordsville, Ind., recently was installed as 
president of the Kiwanis Club of that city. 
He has been an active worker in the club for 
some years. 


H. C. Eaton, of Tyler, Tex., southwestern 
field representative for the Long Leaf Yellow 
Pine Manufacturers’ Association, New Orleans, 
La., spent several days in Chicago last week 
on association business. 


C. E. Klumb, general sales manager of the 
Finkbine Lumber Co., Jackson, Miss., when in 
Chicago this week reported that the volume 
of business in southern pine is much better 
than it has been for several weeks. 


Sam A. Hall, sales manager of the Pan- 
handle Lumber Co., Spirit Lake, Idaho, stopped 
over in Chicago on Tuesday of this week 
en route East on business. While here he con- 
ferred with E. B. Wingate, jr., manager of 
the company’s Chicago office. 


Ed Mullen, of the Brunswick Lumber Co., 
Ewen, Mich., when in Chicago on Monday of 
this week on business reported that the com- 
pany was pretty well sold up on most northern 
hardwood items, and had not put in as heavy 
a stock this year as last season. 


M. H. Bissell, sales manager of the Mara- 
thon Lumber Co., Laurel, Miss., after attend- 
ing the annual convention of the Retail Lum- 
ber Dealers’ Association of Indiana at Indian- 
apolis this week stopped over in Chicago for a 
day or two before returning to headquarters. 


S. M. Nickey, of Nickey Bros. (Inc.), Mem- 
phis, Tenn., passed through Chicago Jan, 18 
en route to Vancouver, B. C., to inspect the 
red cedar operations of the Capilano Timber 
Co. Mr. Nickey was accompanied by E. L. 
McLallen, jr., secretary manager of the Nickey 
company. 


Milton V. Johns, sales manager of the Red- 
wood Sales Co., left for an extended business 
trip on Tuesday of this week, stopping at Indi- 
anapolis to attend the Indiana retail conven- 
tion, Philadelphia, Washington, D. C., New 
York City and Boston. He expects to be away 
about ten days. 


W. S. Rosenberry, of the Winton Lumber 
Co., Idaho white pine and Engelmann spruce 
manufacturer of Gibbs, Idaho, passed through 
Chicago Jan. 17 on his return to headquarters 
following a visit to his father at Kalamazoo, 
Mich., who is recovering from an operation 
for appendicitis. 


E. Samuels, president of the Douglas Lum- 
ber Co., retailer of Chicago, returned this 


week from an inspection trip to various south- 
ern manufacturing plants, and plans to leave 
Jan. 22 for a vacation in California. Before 
returning he expects to visit some of the 
Coast operations. 


Charles E. Foster, president of the Chicago 
Lumber Sales Co. and the Foster Lumber & 
Coal Co., of Valparaiso and Gary, Ind., was 
among the numerous local lumbermen who at- 
tended the annual convention of the Retail 
Lumber Dealers’ Association of Indiana at In- 
dianapolis this week. 


Ed Rich, sales representative for the North- 
ern Hardwoods Sales Co., spent a couple of 
days this week at the plant of the Thunder 
Lake Lumber Co., Rhinelander, Wis., looking 
over the new dimension unit which the company 
has recently installed in connection with its 
operation at Rhinelander. 


C. Leary & Co., wood brokers, 85 Grace- 
church Street, London, England, announce 
under date of Jan. 2 that John Roland Wright, 
youngest son of the firm’s late senior partner, 
has been admitted as a partner. The new 
member of the company has been actively en- 
gaged in the business for some years. 


George D. Griffith, of the Griffith-Hubbard 
Lumber Co., accompanied by Mrs. Griffith and 
their daughter and son-in-law, L. J. Wash- 
burn and wife, also George D. Dilks, kitchen 
cabinet manufacturer of Richmond and Bor- 





The services of a man whose work has 

attracted attention in all branches of the 

lumber business are available. See the 

Want Ads. Employers seeking high 

grade employees meet their men through 
the Want Ads. 





den, Ind., plan to leave Jan. 22 for an automo- 
bile trip through the South, stopping en route 
at Cairo, Memphis, New Orleans and Pensa- 
cola, Fla.. Mr. Griffith expects to be back in 
Chicago in about six weeks. 


The board of trustees of the Lumbermen’s 
Club of Chicago held a meeting on Jan, 13 
and adopted resolutions of condolence on the 
demise of Moiuris Joseph, president of the 
Joseph Bros. Lumber Co., who passed away 
suddenly in Palestine on Dec. 29, 1927; Wil- 
liam Bader, president of the Bader-Peterson- 
Cook Co., who died Jan. 1, 1928, and Charles 
Darling, president of Charles Darling & Co., 
who was taken on Nov. 21, 1927. 


Roy A. Dailey, of Seattle, Wash., manager 
North Coast district of the National-American 
Wholesale Lumber Association, reports the 
addition of three members: Rat Portage Lum- 
ber Co., Vancouver, B. C.; Wood & English 
Lumber Co., Vancouver, B. C.; Doty Lumber 
& Shingle Co., Portland, Ore. These additions 
increase the total membership by fifteen lum- 
ber organizations, which have joined the asso- 
ciation during the last two months. 


Walter Vanlandingham, of the Vanlanding- 
ham Lumber Co., returned last Saturday from 
a two weeks’ trip through the southern pro- 
ducing centers. He reported small stocks gen- 
erally at the plants he visited, and stated that 
many operators have been predates less lum- 
ber recently than for some time. any manu- 
facturers find the demand picking up, accord- 
ing to Mr. Vanlandingham, and more remu- 
nerative prices are being received for the 
stock sold. 


H. E. Frost, of Milwaukee, Wisconsin rep- 
resentative for the Exchange Sawmills Sales 
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Co., was in Chicago this week conferring with 
Frank R. Linroth, manager of the company’s 
local office. Mr. Frost stated that business is 
rather slow at present in Wisconsin territory, 
as retailers, while through with inventory, have 
not yet figured out their spring needs. Sash 
and door plants at Oshkosh are not particularly 
active right now, but as their stocks are low 
a considerable volum of orders is expected 
from this consuming suurce within a few weeks. 


New Issue of Consumers’ Register 


The National Hardwood Lumber Association 
has this week issued Volume 22 of the Consum- 
ers’ Register, containing the lumber require- 
ments per annum of several hundred selected 
factory consumers of hardwoods of the United 
States and Canada, freshly collected, revised 
and tabulated, and representing a total demand 
of over one billion feet of lumber. The Con- 
sumers’ Register is published quarterly by the 
association from its executive offices in the 
Straus Building, Chicago, and Volume 22 rep- 
resents the quarterly section of the 1928 edition. 
The new issue is arranged alphabetically ac- 
cording to States and cities, the lumber require- 
ments being listed under the firm name, and in 
most cases the name of the lumber buyer is 
also given. 


Saf aaBaaa: 


District and Branch Sales Offices 


A new district sales office has been opened at 
Phoenix, Ariz., by the Allis-Chalmers Manu- 
facturing Co., of Milwaukee, Wis. The office 
is located at 308 Heard Building, with J. B. 
Cooper, formerly with headquarters in Los 
Angeles, as manager. The Phoenix sales office 
will cover Arizona, New Mexico and the north- 
ern part of the Repubiic of Mexico. 

The Allis-Chalmers company also announces 
that a branch office has been opened at 619 Frost 
National Bank Building, San Antonio, Tex., 
with Earle R. Hury in charge. This is a 
branch of the district office at Dallas, Tex. 

A branch office is also being opened in the 
Weiss Service Building, Grand Rapids, Mich., 
with G. G Culver in charge. This is a branch 
of the Detroit district office. 


Lumberman Entertains Noted Visitor 


Commodore Herbert Hartley, commander 
of the Leviathan, the largest liner afloat, and 
Mrs. Hartley were guests of Edward Hines, 
head of the lumber interests bearing his name, 
and Mrs. Hines at a dinner held at the Black- 


stone Hotel, Chicago, on the evening of 
Jan. 17, attended by twelve people. Fol- 
lowing the dinner the guests were driven 


to the Great Northern Theater, where they 
enjoyed the operetta, “The Desert Song.” 
On Jan. 18 Commodore Hartley made a talk 
before the luncheon meeting of the Chicago 
Association of Commerce, and in the afternoon 
a visit was made to the Edward Hines, jr., 
Hospital at Maywood, where the distinguished 
visitor addressed the patients. In the evening 
Commander Hartley and Mrs. Hartley at- 
tended a dinner in their honor at the Drake 
Hotel, at which Mr. Hines, Judge Joseph 
Sabath, Tracy Drake, and others were hosts. 


Organization Changes Announced 


ScHenecrapy, N. Y., Jan. 16:—Announcement 
has been made that H. F. T. Erben, assistant 
vice president of the General Electric Co., re- 
tired on Jan. 1 after over forty years’ service 
with the company. At the time of his retire- 
ment he was also vice chairman of the General 
Electric manufacturing committee. B. L. De- 
lack has been appointed manager of the Sche- 
nectady plant, and E. A. Wagner manager of the 
Pittsfield (Mass.) plant, both effective Jan. 1. 
Sales organization changes include the appoint- 
ment of C. N. Gregory as manager of the New 
Haven (Conn.) office, succeeding Frederic Cutts, 
and R. B. Ransom has been named resident 
agent in charge of the Hartford office, suc- 
ceeding Mr. Gregory. 


To Represent Eastern Wholesale Firm 


Effective early this month, John C. Hardaway 
became Chicago manager for the Gardner W. 
Taylor Lumber Co. (Inc.), prominent whole- 
saler of New York City, and will specialize 
in railroad and car material. It is planned in 
the near future to add a yard and industrial de- 
partment to the local office in Suite 536 Peoples 
Gas Building. Mr. Hardaway has been identi- 
fied with the local lumber industry for nine 
years, seven of which were spent with L. F. 
Driver & Co., and the last two years as sales 
representative of the Chicago Lumber Sales 
Co., which latter position he resigned the first 
of the year to represent the Gardner W. Taylor 
Lumber Co. 


To Manufacture Auto Parts 


Escanasa, Micu., Jan. 16—The I. Stephen- 
son Co. Trustees, of Wells, will begin the 
manufacture of wood automobile parts in its 
flooring plant about Feb. 1, G. N. Harder, gen- 
eral manager, announced today. The plant was 
closed down on Jan. 14, to permit the installa- 
tion of machinery necessary to cut dimension 
stock. 

This is another step in the policy of the 
company to get nearer at every opportunity to 
the finished product in the lumber business. The 
cutting of dimension stock in the plant has been 
successfully carried on in other lines and it is 
believed that a brisk demand for automobile 
body parts will result from this latest move. 
It is quite likely that furniture parts and other 
“dimension” products will be added later. 





Advantages of New Shovel-Crane 


The American Hoist & Derrick Co., of St. 
Paul, Minn., has recently issued a 4-page 
booklet illustrating and describing the new 
“American Gopher” shovel-crane manufac- 
tured by this concern. Among the advan- 
tages of this new all-steel machine are: All 
heavy duty shafts are nickel chrome steel, 
heat treated; all shafting over-size; SKF ball 
bearings used wherever practicable; all cast- 
ings annealed, carbon or alloy steel; fewer 
parts, less danger of delay waiting for re- 
pairs; all gears nickel chrome or high carbon 
steel; all spur gears above deck have cut 
teeth; parts are interchangeable wherever 
possible; crawler treads, cast chrome steel; 
machinery deck, one large single piece steel 
casting; high pressure lubrication used all over 
the machine. 

A copy of the booklet, together with addi- 
tional information on the “American Gopher” 
shovel-crane, will be sent to interested parties 
by addressing the American Hoist & Derrick 
Co., St. Paul, Minn. 





Hymeneal 


ISON-HACKWORTH. Boyd Ison, a young 
lumberman of Defeated Creek, Ky., was mar- 
ried there Friday, Jan. 13, to Miss Frona 
Hackworth, daughter of John H. Hackworth, 
also a lumberman of that section. They will 
reside at Defeated Creek, and will be at home 
to friends after Feb. 15. 


PEARNE-LEACH. The marriage of Shelley 
Laine Pearne, lumber buyer of Tacoma, Wash., 
and Miss Cynthia Leach was celebrated Jan. 
12 at the home of Mrs. Henry Victor Morgan, 
mother of the bridegroom, at Tacoma, The 
bride is the daughter of Mr. and Mrs. F. W. 
Leach of Tacoma. The ceremony was at- 
tended only by relatives and close friends of 
the young couple who are now on a wedding 
trip in British Columbia. On their return 
they will make their home with Mr. Pearne’s 
family until their own residence is completed. 


HUTCHINS-PAYNES. Miss Margaret 
Paynes, only daughter of W. G. Paynes, whole- 
sale lumberman, Toronto, Ont., was married 
recently in the Church of the Redeemer, To- 
ronto, to A. E. Hutchins, the ceremony being 
performed by Rev. R. A. Armstrong. Mr. 
Hutchins and bride have taken up their resi- 
dence on Sheldrake Avenue, Toronto, and are 
receiving the congratulations of their many 
friends, 





















Lumber Club 
That’s Known 
Nationally 


“Do you knowMr. So and So?” 


“Oh, yes I meet him at the 
Lumbermen’sClub of Chicago” 


You've heard this conversa- 
. tion yourself. There’sno better 


place to meet the lumbermen 
of the country than here on 
the 23rd Floor of the Builders’ 
Building. 


Come up and have your 
luncheon here and enjoy our 
luxurious lounge. 


Remember, the very next 
time you’re in Chicago. 


Lumbermen’s 
Club of Chicago 


Wacker Drive at LaSalle St. 


E. A. THORNTON, Pres. 
M. E. COWPER, Sec. - Mgr. 











Why Risk Your Profit 


—and possibly your invested capital, by selling 
without reliable credit information? 


Lumbermen have depend- 
ed on Clancy’s Red Book 
Service for more than 50 
years, and they find our 
average of accuracy high- 
er than any other. 


Write today for rates and 
Pamphiet No. 49-S. 


Try ourCollection Depart- 
ment any timeon ordinary 
past due or disputed ac- 
counts; whether or not 
you are a subscriber. 


Lumbermen’s Credit Association 
608 So. Dearborn Street, CHICAGO 
Eastern Headquarters: 35So. William St., 
NEW YORK CITY 











’ poet.”’ 





GILBERT NELSON & CO. 


Public Accountants 
I! SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 











THE CLASSIC OF THE LUMBER BUSINESS 


As long as there is a lumber industry, lumber- 
men, and others as well, will read and re-read “In 
Forest Land,’’ by Douglas Malloch, “‘the lumberman 
Into it the poet laureate of the lumber 
business has put the humor, philosophy and senti- 
ment of the woods and the lumber-camps. If you 
know these things, how you will enjoy this book! 
$1.25, postpaid. American Lumberman, 431 8S. 
Dearborn S8t., Chicago, Ill. 
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SIMONDS 


Inserted Tooth 


SAWS 


For better grade lumber and 
faster cutting with less power—the 
Genuine Simonds Inserted Tooth 
Saw is unequalled. It gives perfect 
clearance. The teeth fit the plate 
perfectly. 


Order from any Simonds Branch 
or Service Station. 









, 








Simonds 


Saw and Steet Co. 


Established 1832 
“The Saw Makers” 


FITCHBURG, MASS. 


San Francisco 
Los 























BENJAMIN FRANKLIN NELSON, nearly 
85 years old, head of the B. F. Nelson Manu- 
facturing Co., pioneer Minneapolis, Minn., 
lumberman, paper manufacturer and a Con- 
federate veteran of the famous Morgan’s Bri- 
gade, died at his home in Minneapolis on Wed- 
nesday, Jan. 11. He had been ill three weeks. 
Few men have figured so largely in the in- 
dustrial development of the northwest as Mr. 
Nelson. Born in Kentucky in 1843, he worked 
as a boy on the Ohio river as a logger, and 
on the outbreak of the Civil war joined the 
Confederate army, taking part in several fa- 
mous cavalry raids under Generals Morgan, 
Forrest and Wheeler. After the close of the 
war he went to Minneapolis and began work 
in the Minnesota woods. He soon got into 
business on his own account, beginning with 
an interest in a planing mill. He was head 
of the Nelson & Tenney Lumber Co., which 
had a saw mill in Minneapolis, later operating 
under the name of Nelson-Tuthill Lumber Co. 
When timber supplies began to wane, Mr. 
Nelson turned his mill property to the manu- 
facture of fabricated shingles and other prod- 
ucts. Later he promoted the Hennepin Paper 
Co. with a large paper mill at Little Falls, 
Minn. Mr. Nelson served with distinction in 
a number of civic and public relations. He 
was a regent of the University of Minnesota 
for 11 years, and a trustee of Hamline Uni- 
versity. He served as president of the Min- 
nesota Agricultural Society, which has charge 
of the State fair. He was always a democrat 
in politics, and served on the resolutions com- 
mittee of the 1916 National convention which 
nominated Woodrow Wilson. He is survived 
by his widow and three children, William E. 
Nelson and Guy H. Nelson, associated with 
him in business, and Mrs. Carl E. Sager, also 
by seven grandchildren and nine great grand- 
children. 


KENDALL BURCH, of the Farley & 
Loetscher Mfg. Co., Dubuque, Iowa, died on 
Jan. 15 at the age of 34. Mr. Burch had been 
operated on for appendicitis several weeks ago 
and had never recovered, though hope had 
been entertained up to the last. Kendall 
Burch was the son of Mr. and Mrs. James M. 
Burch, of Dubuque, his father having been 
one of that city’s most distinguished citizens 
and head of the Farley & Loetscher Mfg. Co., 
who died in June of last year. The son gradu- 
ated from Lake Forest Academy and the Uni- 
versity of Wisconsin, where he was active in 
the athletic and social life of the school and 
was very popular. With the declaration of 
war in 1917, Kendall Burch was one of the 
first to go from Dubuque into the officers’ 
training camp. He served through the war as 
instructor at Camp Dodge and after the armis- 
tice was discharged with the rank of captain, 
after which he devoted his time to the organi- 
zation of Dubuque Post of the American Le- 
gion. He served in the city council and had 
already become a notable figure in the local 
Republican organization. Mr. Burch was mar- 
ried three years ago to Dorothy Hoag, of Du- 
buque, who survives him, with one son, James 
Kendall Burch. His mother, two sisters and 
one brother, also survive. Though still a 
young man, Mr. Burch had made an enviable 
place for himself in the esteem and affection 
of his fellow citizens and his premature pass- 
ing will be deeply regretted in business and 
social circles of Dubuque. 

F. S. BIDWELL, president and senior mem- 
ber of the F. S. Bidwell Co., lumber and hard- 
ware dealer of Windsor Locks, Conn., died at 
his home there on Jan. 5 in his 79th year. Up 
to a year ago Mr. Bidwell had been active in 
the business, going to his office every day. He 
was born in Hartford, Conn., June 24, 1848, and 
in his early years lived in Stafford Springs, 
Conn. At 16 he entered the employ of T. 
Pease & Sons Lumber Co., at Thompsonville, 
Conn., and in 1875 was placed in charge of the 
company’s branch in Windsor Locks. He pur- 
chased that business in 1888 and ran it alone 
until 1900 when he formed a partnership with 
James D. Phelps. His son, F. S. Bidwell, jr., 
was admitted in 1909 and in 1916 the F. S. 
Bidwell Co. was incorporated. Mr. Bidwell 
had a long and successful career in the lum- 
ber business and was held in high esteem 
among his business associates. He is sur- 
vived by four sons, three of whom are active 
in the business which he established. 


LOUIS J. KORPER, president of the Capitol 
Lumber Co., of Hartford, Conn., died at his 
home in that city on Friday, Jan. 13, after an 
illness of about nine months. Mr. Korper was 
one of Hartford’s most prominent citizens in 
business and financial affairs, and was highly 
regarded. He was born in illington, Conn., 
Nov. 13, 1875. He entered the lumber busi- 
ness in Willimantic but in 1905, with his 
brother, Leo A., he removed to Hartford, pur- 
chasing the controlling interest in the Capitol 
City Lumber Co. Another brother, Leslie E., 
joined them later, and he is now the only sur- 
vivor, Leo A. Korper having died about a year 
ago. A widow, with two children, his mother 








and a sister also survive. Mr. Korper was a 
thirty-second degree Mason and a member of 
the Shrine and had other affiliations. He was 
associated with various business enterprises 
and was a director of the City Bank & Trust 
Co., of Hartford. 


FRANK E. SHELDON, a partner in the firm 
of T. H. Garrett Lumber Co., of St. Louis, 
Mo., died suddenly on Wednesday, Jan. 18, 
while attending a meeting of the board of di- 
rectors of the Boatsmen’s National Bank, of 
which he had been a director for the last 
twenty-one years. Mr. Sheldon, who was 66 
years old, was apparently in the best of health 
and took an active part in the meeting. While 
talking to one of the other directors he 
collapsed and died within a few minutes, 
Frank E. Sheldon had been engaged in the 
lumber business for more than forty years. 
About thirty-two years ago he had become 
associated with T. H, Garrett as a member of 
the T. H. Garrett Lumber Co. He also had 
large interests in southern lumber manufac- 
turing enterprises. Mr. Sheldon was born in 
Billerica, Mass., July 15, 1861, the son of Oren 
and Jane Wright Sheldon, and was educated 
in the public schools there and at a private 
school in Lowell, Mass. He began his busi- 





THE LATE FRANK E. SHELDON 


ness career at St. Paul, Minn., in 1880 with 
a party surveying the Northern Pacific through 
Yellowstone Valley. He was in the explora- 
tion survey for the Canadian Pacific Railway 
in 1881 and 1882 and was engineer in charge 
of construction for that road until 1887. The 
first experience in the lumber business for Mr. 
Sheldon was as member of the firm of George 
E. Snell & Co., of St. Paul, from 1887 to 1892. 
In the latter year he removed to Summerville, 
Tenn., where he organized the Lawrence 
County Lumber Co., continuing there until 
1895 when he went to St. Louis to join T. H 
Garrett. Mr. Sheldon was a man of culture 
and was greatly interested in travel. Several 
years ago he made a trip around the world. 
He frequently described for AMERICAN LuUM- 
BERMAN readers his experiences in various 
parts of the wérld. He is survived by his 
widow, who was Miss Jennie Maude Hammett, 
of St. Louis, and a brother and two sisters. 
The funeral took place on Friday, services be- 
ing read by Rev. Ivan Lee Holt of St. John’s 
Methodist Church. Mr. Sheldon was a director 
of the Bienville Lumber Co., and treasurer of 
the Sheldon-Campbell Lumber Co. 


CLARENCE H. STEVENS, 54, of Memphis, 
Tenn., died suddenly in Paducah, Ky., on 
Thursday, Jan. 12. Funeral services were 
conducted from the funeral chapel of Cole- 
Carlin, of Memphis, Friday afternoon with 
Rev. A. U. Boone officiating. The body was 
sent to his old home in Magnolia, Miss., for 
interment. For the last ten years, Mr. Stevens 
had been connected with the Finkbine and 
Trenton lumber companies, of Jackson, and 
had been identified with the lumber business 
practically all of his life. He was an active 
member of the First Baptist Church of Mem- 
phis and was vice-president of the Men’s 
Stewardship and Mission Class. He was a 
most faithful and consistent Christian, a very 
quiet and unassuming man, but popular and 


(Continued on Page 99) 
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This Week’s 


Lumber Prices 




















SOUTHERN PINE 


Following are f.o.b. mill sales prices as reported from Kansas City, Mo., for the week ended Jan. 11: 
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Te’ Oo. cada 24.00 gee eee 37.50 | Me GIS oes cccece 16.00 | cn 28.25 
1x4”— r No. Dy tk dl eh hie BES 35.50 | 1x10” eeeeboeee 16.75 SE iit 30.75 
E.G. B&btr hrt .... 69.00 SOUS seanwasidtnns aad 25.25 ME. weseneces 18.25 2x 6”, 19° x pbb og hshs 20.25 
B&bt eal 4 | Pini B& | } i sankec eon bea 
FG. B&btr sap... 38.00 _ btr, | Roofers & OM, | ea. 21.75 
No. 1 & C..... 33.25 | 40 nee | ws 1x6 19000" «....... 23.50 
he Apaeene? 22.50 x4” rake wate weus 43.00 | No. DT asennad ted 35.75 | 29&24" ........ 26.75 
SS , eS Seen onenere ae So eee ae 22.00 
Ceiling te aaslesheddenpernes St. Sh. O senecmeneins 13.00 __ PAE npneee 24.25 
%x4"— + all 53.50 | 1820" ooo... 27.75 
MR cy Carehceests 31.75 | LeLeP oe eee eee e eee 62.25 | Longleaf Dimension, | 2x12”, 12’ ........111! 22.00 
ag Ieeerecesay er: 29.75 | 5/4x4, 6&8"........... > S1E | apne 27.00 
a rrenesnagtare: 18.50 | 5/4x5810" ........... 11.50 | No. 1— | 
‘ GONE bined aidavctens 73.50 xe’. ... a6.se | Shortleaf Dim 
an oe Finish, C, Surfaced fy es 25-50 | yg 51818 
gap & B--...-, 82.00 | ihee III Bee 18890" 2222221 $0.95 | 2 4", 10" Lees, 24.75 
aya ile. Tis os acu dowsieas 39.00 yp 22RAA owen 87.50 | , ee 23.2 
chad CY Ds to 45.25 | 2x 6”, i. perncneneede ed A ase’ rennenewes gL 
Random Fencing, S18  xgoards, S18 or S28 mae, oe 22&24° |....:') 32°50 
Sy eee 82.75 i? 18&20" 1111117! 97.50 | 2x6”, 10’ ............ 22.00 
eee ieee 34.25 Ix 8% rdm......... 33.25 29624’ ........ 34.00 EP sconces tae 21.85 
No. 2. 1x4" we... esse, 17.00 1x10”, rdm.......-:: 36.50 | 2x 8”, 12’ ............ 24.75 a caine SOR 22.50 
Be sex nsrnesa 18.75 1x12”, rdm.......... 45.75 Paseo 26.50 | on seers 23.50 
No. 3, ini” SNe ea 13.50 | No. 2— 18&20° 1.1.1.1! 29.00 | $9484" <:...... 32.25 
Ras. 14.00 Ix 8” Pam... +. 19.50 al 22624" aa: 85.25 | ax 8”, 10° 3 pees. 24.75 Dia = prea 
a Sen % DU is. ctkkeiiaeses c | ae ensi : 4 be 
oun & Base 1x12” 10-16"). ... 1. 24°50 16’ 29°95 | 6’ 26.50 | 2x4” 15.00 | 8" & i oe 5.00 
B& 1x12”, 18&20’....... 25.25 : 23.50 ; 8x4&10” 5x10/i0xi0.. + 2. 15 
oes or ee ee aidews 49.00 | No. 3— 2x12”, &4x12” ** 38°00 
Gece ameeens 52.75 Oe ar... Mites cvcube 15.25 
Re sete 65.00 1x12”, rdm.......... 17.25 
Seattle, Wash., Jan. 14.—Prices for mixed San Francisco, Calif. Jan. 7—The follow- Duluth, 


cars, new bundling, 8- to 18-foot, f. o. b. mill: 
Bevel ee. %-inch 


Width— “a” “BR” 
 ccncetawnes S37 00 $23.00 $16.00 
| ee ee 26.00 23.00 20.00 
errr ree 27.00 23.00 20 @ 22 

Clear Bungalow Siding 

%-inch %-inch 
BEE co cdesdena ceeeaeurene’ $40.00 $23.00 
DEE tong eenenenabiws oben 50.00 0.00 
SE. chet céonnndvasegesens 60.00 50.00 





WEST COAST LOGS 


[Special telegram to American LumBERMAN] 
Portland, Ore, Jan. 17.—Log market quota- 


Fir, yellow: No. 1, $22.50; No. 2, $17; No. 


$11, $12 and £28. 


tions: 

8, $12.50. 
Fir, red: egeneen, $15@16. 
Cedar: $15@16 
Hemlock: Ungraded, 
Spruce:. No. 1, $25; 


No. 2, $19; 


No. 8, $13. 


Everett, Wash., Jan. ae og ey and strong: 


Fir: 
Cedar: 
ber logs, $29. 
Hemlock: No. 
Spruce: 


No. 1, $25; No. 2, $19; No. 3, $13. 
Rafts of shingle iB, ‘caly $17; lum- 


2, $14; 
$1 higher than fir. 


No. 3, $12. 


Vancouver, B. C., Jan. 14.—Latest log mar- 
ket quotations are as follows: 


Fir: No. 
Cedar: 

Hemlock: $11. 
Spruce: 


1, $22; 


No. 2, $16; No. 3, “, 
No. 1, $23; No. 2, $15; No. 3, $8. 


No. 1, $30; No. 2, $18; No. 3, $12. 





ing average prices f. o. b. mills, those on com- 
mons covering l-inch stock only, were re- 
ported by the California White & Sugar Pine 
Manufacturers’ Association for the period 
ended Jan, 4: 


California White Pine 





All widths— 
- 0.1&2clir. Csel. Dsel. No. 8clr. 
4/4 . .$71.40 $66.55 $53.90 $43.75 
5/4 -. 74.40 64.95 53.65 52.50 
CFE: sods 73:25 57.00 49.60 57.75 
8/4 .... 78.60 72.80 58.50 Gane 
California Sugar Pine 
4/4 - $93.25 $86.20 $62.00 wens 
5/4 «ee. 89.75 weds 60.50 oe 
6/4 86.50 aa $58.00 
8/4 . 96.55 73.25 oes 
White Pine Shop bea x Pines 
DOOR. 2cccseures -$28.25 Com 
No. 1, 5/4xa.w.. 34.35 No. L "1486. $41.50 
No. 2, niet or w.. 23.95 wee. De wawnes> 27.00 
Wt -Gecnewns 21.25 
Inch Sania eal errs 25 —_—, aus 
No, 1, 5/4xa.w.. ts 75 30” | ceececs 110 
No. 2; 6/4xa.w.. 28.20 ° ‘ 
Douglas Fir -= 2 aim 15 
Commons Ft ai25 -1-9/16xa-w. .. 26. 
Dimension .... 16.85 White Fir 
Cedar No. 1 com......$19.00 
Other than pen- No. 1 dimen, 
Ge seniecweue $10.00 1-9/16xa.w. .. 16.40 J 


Minn., Jan. 14.—Following are prices 
on northern white pine f. o. b. Duluth: 


CoMMON BOARDS AND FENCIN 


10&12ft. 14 ft. 16 ft. 
Se ccc $43.00 43.00 $49.00 
BRE. nAsks a 46.00 46.00 48.00 

ed Ree: 50.00 50.00 48.00 
eh 58.00 55.00 63.00 
pats 73.00 68.00 68.00 

|S ey Aaeeengen 34.00 34.00 40.00 
SE Dn ae 36.00 26.00 29.00 

SOK. b vidas 40.00 39.00 38.00 

Ss 5 cvans 42.00 40.00 38.00 
ee 48.00 43.00 42.00 

We. 8 ia 2.5... 26.50 26.50 27.50 
Ne a 29.50 29.50 30.50 

Ee oo. cna. 32.00 2.00 32.00 

a keke 33.09 32.00 32.00 
Ee ns 34.00 33.00 33.00 

For all white pine an Pg 2 and 8, add $1; 
ix4 & wadr., 6 to 20’, 4, $26.00; No. 5, $18. 


$1. 


For SiS or S2S maa. $1. 
S48, 


For resawing add 


D&M, drop siding etc., add $1 
No. 1 PIECE 7 es $1S1E— 


12’ 14’ 16’ 18&20’ 
2x 4” $38. $0 $32.50 $31.50 $31.50 $33.50 
am 6? ..< $2.60 30.50 30.50 30.50 32.50 
2x 8” 33.50 33.50 31.50 31.50 33.50 
2x10” 35.50 35.50 35.50 33.50 35.50 
2x12” . 36.50 36.50 36.50 34.50 36.50 

No. 2 " piece stuff, $3 less than No. 1. For 
rough, deduct $1. For D&M, add $1.50. 
Smprne 4- AND 6-INCH, 4- TO 20-FrooT— 

- Pe iad 
Oe stieiade ah Hic $365 50 s270 00 $17.00 Cen 00 


46.00 


41.00 


31.00 20.00 35.00 
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DOUGLAS FIR 


[Special telegram to American LumBeRMAN] 
Portland, Ore., Jan. 18.—I’.0.b. mill prices on 
actual sales of fir, Jan. 14, 16 and 17, direct 
and wholesale, reported by West Coast mills 
to the Davis Statistical Bureau, were as fol- 
lows: 
Vertical Grain 


B B&btr. Cc D 
SE SY och reece wbed - 4.00 $33.75 $29.00 4am 
| eee ue 36.00 ‘ek 
SFE wietcosxes ees 35.00 
Flat Grain Flo 
OO on 64% 0 dees eas 23.00 19.25 
Se “Sands trams ah 28.00 24.75 
Mixed Grain Flooring 
Se cs vetehusen’s vive $15.00 
Ceiling 
0 een wee 23.50 18.00 
ga Pra awe 23.50 19.25 
Drop Siding, 1x6” 
aS ee ea bade 27.25 24.00 
[ae dedubidause or nate 28.75 24.00 eee 
OR ae 15.75 
Finish, Kiln ‘Driea and Burfacea 

1x6” 1x8” 1x12” 

NO os caedanne ate a $41.50 $42.25 $50.75 
Common Boamge, and Shiplap 

a_e6COlUlCae©6=—s 3's 3” 
SG a ae sie 2s $14.75 $15.50 $18.75 
DC hatnnenages 10.50 10.75 12.25 12,25 
ar 8.00 6.50 6.50 bane 


No. 1, 2” eae 7 Dimension 

12 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
4”.$15.50 “s > 50 $17.25 $18.00 $18.00 . 
6”. 14.50 50 16.25 16.50 16.75 $19.25 $21. 25 


8”. 15.25 is: 50 16.50 17.00 16.50 20.00 19.50 
10”. 16.25 16.50 17.25 16.75 17.25 18.75 21.25 
12”. 16.75 17.00 17.75 17.50 18.25 20.75 21.50 
2x4”, 8’, $15.25; 10’, $15.50; 2x6”, 10’, $14.25 

2x10” 2x12” 


eae 2x4” 2x6” 2x8” 
9 





2 -$ 9.00 $ 9.75 $ 9.75 $13.00 $12.25 

Ne BS «ce Gun 6.00 Ss ee elke 
Ho. 1 
3x3 to 4x12” to 20’, surfaced ......... $18.50 
525 tO 125127 to 40°, FOUMM .ccccccecss 17.00 
5x5 to 12x12” to 40’, surfaced ......... 18.75 
Pir Lath 
th. See we. Me, « vcenthenewneescanativn $2.25 
Bé&better, Flat Grain Car Siding, 9 

Dt ‘ie Che Coe bs cwawe skins 4albe oe © « deck $30.50 
Eins a in Sec hh dk dae beara ak oie ake we 06.6.0 35.75 


Norfolk, Va., Jan. 16.—Following are typical 
average f.o.b. Norfolk prices, made during the 
week ended Jan. 13, as reported by the North 
Carolina Pine Association: 


Rough: 
a 4/4— 
ee rt ee, So in so tg. eo aco 0 & 6 o'banee $47.72 
EY cited cae aware we kw ae od 66 640d ben eed 34,28 
Og a ee ee eer * 23.97 
No. i =e Ore ras 20.19 
No.2&btr. No.3 No.1 box 
Eo 24, wale waia nies $47.24 $35.25 ary 
SEY shalecee cae weil 50.09 ‘eee $26.25 
ie ain elie ae ora d cone riniate 26.38 
a5 Gs dine aie Mia 't > 45.50 29.50 
Edge, No. 2 and better, 6/4 iti ad te rire ae ee aa $56.00 
eee, 1 and 3 bark Strips... scccccces 32.11 
ee Ces « S.aidia's gweld. s63-s cddh's'e- 5.26 
Dressed: 24%” Over 
Flooring, #”— Width 2%” 
No. 2 & btr. and B&btr..... $40.50 $41.84 
No. 1 com, and No. 3....... 36.72 35.83 
Se WE POE, 5 cob ccntacect®ecveen $35.84 
Box bark strips, dressed and resawn... 17.40 
Roofers: *Air 
No. 1 dried 
gE a ee) eee $27.58 soe 
Di” cpetiudades kaniwe eee feed 27.71 $19.00 
EL, ort ai is «ak « Male Ca ou ard 29.25 18.89 
a EE a eee 30.25 18.44 


*F.o.b. Georgia-Alabama mill points. 


ENGELMANN SPRUCE 


Prices f.o.b. ae on kiln dried Engelmann white 
spruce boards, S4S, D&M, shiplap, ay 2 siding, ceiling 
and standard patterns in lengths 6- to 16-foot, con- 
taining not more than 10 percent of shorts nor more 
than 50 percent of 16-foot: 





D&better No.1 No.2 No. 8 
4/4 6/4 68/4 4/4* 4/4° 4/4* 


, TT $56 $82 $82 $53.00 $40.00 $83.00 

O -veses 61 82 82 654.00 40.50 365.00 

OS dese 65 82 82 64.00 39.00 36.00 
| ree 80 86 85 65.00 40.50 35.00 
SS” oo cces 91 96 85 60.00 47.00 5.0 


*For 5/, 6/ or 8/4 in ie. 1, od $10 to price of 
bs Bo same width; in No. 3, add $6; in No. 8, 


Random Widths, 6- to 16-foot lengths— 
ook hh 4, 4/4, $31.50; 6/4, $36.50; 6/4, $88.60; 8/4, 


No. 5, 4/4, $06.50; other thicknesses, $29.50. 
For all r add $2.50. 
Spruce lath, Pr No. 1, $8.45; No. 2, $6.96. 





WISCONSIN HEMLOCK 


The following are f. o. b. mill prices: 
No. 1 Hemlock Boards, 51S— 


8’ 12’ 14’ 16’ 
are rrr $27.00 $28.00 $28.00 $29.00 
SD enccees ee 30.50 30.5 32.00 
2 ARS 31.50 32.50 32.50 34.00 
TTS 32.50 33.50 33.50 35.00 
BESS” = oc ncoes 33.50 34.50 34.50 36.00 


For merchantable S1S deduct $3 from price 
of No. 1; for No. 2, deduct $5. 


For shiplap or flooring, add 50 cents to 
prices of No. 1 boards. 


Crating stock, Sl or 2S, 6” and wider, 6’ 


and longer, No. 2, $26.00; No. 3, $22.50. 
No. 1 Hemlock, S151E— 

°. Le $29.00 $3100 
i 5. ans out 30.00 $31.00 y . 
ox ae. Wei ndate +700 28.00 28.00 30.00 
? eee 29.00 31.00 30.00 31.00 
a 29.00 32.00 32.00 33.00 
le 30.00 33.00 33.00 34.00 


No. 2 hemlock, rough, 6’ and longer, 2x4” 
and wider, $22.00; 1x4” and wider, $22.00. 


For No. 2 dimension, deduct $4 from price 
of No. 1. 


RED CEDAR SHINGLES 


Seattle, Wash., Jan. 14.—Eastern prices per 
thousand, four or five bunches, f.o.b. mill: 


First Grade Stock 





Standard Rite-Grade 
Extra clears, 6/2. -- A 05@2.10 et .10@2.15 
came, G/3.. +6 .20 

moe eeere Vewéutes 2.20@2.35 2. i @2. 70 
Perfects, 5/2 ....... 2.80@3.00 3.00 
ss obec gee es 2.95 @3.00 3.45 

Perfections ......... 3.70@3.80 3.80@3.90 

 cunneaekee ct em 1.76@8.00 i ceccccces 

Dimensions, 5”, 5/2.. 3.10@3.15 =... we ee es 

Second Grades, B. C. Stock, at 

Standard ttle 

Com. stars, > 2a rer $2.90 

eee $ .85@ .95 2 > 2 GN 3.20 

1.00@1.10 WureKkaS .c.--ce 3.80 


2 
ng ‘Cirs. 1.45@1.60 Perfections .... 4.00 


WEST COAST SPRUCE 


[Special telegram to American Lumserman] 


Portland, Ore., Jan. 17.—The following are 
prices for mixed. carlots prevailing here today: 





Finish— Factory stock— 
ee a eae > » 833-00 
—s 69.00 The TIIIIITD 2900 

Bevel siding— a >  shipbiinn . 30.00 

mE” cccocss Se Sh cenee as. ae 
SP ssaceee 26.00 al box Imbr. 17.00 





WESTERN PINES 


[Special telegram to American LumBERMAN] 
» Ore., Jan. 17.—The following are 
f.o.b. Chicago prices 7 Pondosa pine shop, aoe: 


0.1 No. 
Se 8, Seer 50.00 er 00 $32.00 
/4 Sefioviarees wn wine +0. 00 48.00 32.00 
Above shop prices are for shipments of No. 
3 and better. For straight cars of specified 
grades, add $6. 


POPLAR BEVEL SIDING 


Louisville, Ky., Jan. 16.—The poplar siding 
market is steady in price and a trifle more 
active. As a result of fine weather, retailers 





are beginning to stock more freely. Local 
prices: 

FAS Select No. 1 No. 2 
ee bes aie $50.00 $38.00 $28.00 $22.00 
GO secccens 50.00 36.00 26.00 20.00 
SONG seccces 50.00 35.00 22.00 18.00 





WEST VIRGINIA WOODS 


Philadelphia, Pa., Jan. 17.—Prices of West 
Virginia hardwoods, secured from authoritative 
sources exclusively for the AMERICAN LUMBER- 
MAN, are as follows: 


Ash: FAS, 4/4, $100@105; 5/ and 6/4, 


$115@120; 10/ and 12/4, $135 @ 140. Common, 
4/4, $60; 5/ and 6/4, $70; 8/4, $85. 
Chestnut: FAS, 4/4, $90@95: 5/ and 6/4, 


$110. Common, 4/4, $58@62; 5/ and 6/4, $66@ 
308” wormy, 4/4, $4 0@48. No. 2, 4/4, 
2 : 


Poplar: FAS, 77-inch up, “(+ $115@120: 
5/ and 6/4, $130. Clear saps, 4-inch up, 4/4, 
$85; 5/, 6/ and 8/4, $105@115. Common, 4/4, 
$63@68. Common, 6-inch and up, 5/ and 6/4, 
$70@75; 8/4, $78@80. No. 2-A common, 4/4, 
$43@46; 5/ and 6/4, $49; 8/4, $51@54. No. 2-B 
se 4/4, $30; 5/ and 6/4, $33@36; 8/4, 





NORTHERN HARDWOODS 


Following are prices of northern hardwood, 
f. o. b. Wausau, Wis.: 


FAS Sel. No. 1 No. 2 No. 8 
AsH— 
4/4 ...$ 85. +4 $ Ly + $ 55. a $ ~ 00 $ 19.00 
BFE. cee SOO 65.0 0.00 20.00 
6/4 ... 110. 00 56,00 86,00 40:00 20.00 
8/4 ... 115.00 100.00 75.00 45.00 
Basswoop— 
4/4 72.00 62.00 47.00 31.00 22.00 
5/4 72.00 62.00 47.00 32.00 23.00 
6/4 75.00 65.00 52.00 35.00 24.00 
8/4 ... 82.00 72.00 58.00 35.00 24.00 
10/4 ... 90.00 80.00 65.00 45.00 
12/4 ... 100.00 90.00 75.00 55.00 


Key stock, 4/4, $75; 5/4, $80 or on grade; 


FAS, $90; No. 1,’ $70. 


1x4-inch No. 1 face clr. & btr., $60; 1x5- 
inch, $75. 


BiIRcH— 
4/4 86.00 66.00 44.00 28.00 19.00 
5/4 91.00 71.00 52.00 34.00 20.00 
6/4 96.00 76.00 658.00 36.00 20.00 
8/4 - 101.00 81.00 70.00 44.00 21.00 
10/4 - 110.00 100.00 90.00 60.00 cove 
12/4 - 115.00 105.00 95.00 60.00 
3/4 ... 80.00 65.00 40.00 25.00 
5/8 ... 77.00 62.00 35.00 25.00 


For 10-inch & wdr., add $30; 8-inch & nes 
$9 $15; for 5-inch & wadr., 8- foot & lgr., add 


Price of 4 & 6-foot lengths, $28. 
red, add $15. 


Rough birch, 1x4-inch, two face clear, $80; 
one and two face clear, $65; 1x6-inch, two 
face clear, $90; one and two ‘face clear, $70; 
run of pile, $68 


For sel. 


Sorr ELmM— 
4/4 65.00 55.00 45.00 24.00 21.00 
5/4 70.00 60.00 48.00 30.00 22.00 
6/4 80.00 70.00 58.00 28.00 22.00 
8/4 85.00 75.00 63.00 35.00 23.00 
10/4 90.00 80.00 73.00 40.00 wen 
12/4 95.00 85.00 78.00 45.00 
Rock ELtmM— 
4/4 70.00 45.00 25.00 19.00 
5/4 75.00 50.00 28.00 20.00 
6/4 75.00 50.00 28.00 20.0 
8/4 80.00 60.00 35.00 25.00 
10/4 ... 95.00 75.00 50.00 és 
12/4 ... 105.00 85.00 55.00 30.00 
*Bridge plank. 
Sort MaPpLe— 
4/4 ... 62.00 52.00 42.00 24.00 19.00 
5/4 ... 70.00 60.00 50.00 33.00 20.00 
6/4 ... 80.00 70.00 58.00 30.00 20.00 
8/4 ... 85.00 75.00 62.00 34.00 21.00 
RED OaK— 
4/4 ... 100.00 80.00 65.00 40.00 17.00 
5/4 ... 105.00 85.00 70.00 42.00 19.00 
6/4 ... 110.00 90.00 75.00 45.00 19.00 
8/4 ... 115.00 95.00 80.00 50.00 20.00 
Harp MAPLE RovuGH FLOORING Stock— 
No. 1 No.2 No.3A 
com. com. com. 
7 Se rs Pe $40.00 $30.00 $20.00 
DN démnsecbsbewensaye a 43.00 33.00 23.00 
HARD MAaPLe— 
Sel. No. 1&Sel. 
FAS 6”&wdr. 6”&wdr. No.2 No. 3 


4/4 ...$ 63.00 $ 52.00 $ 42.00 $ 30.00 $ 17.00 
ace 5.00 65.00 45 33.00 


5/4 7 0 00 3.0 19.00 

6/4 80.00 70.00 68.00 33.00 19.00 

8/4 85.00 75.00 62.00 34.00 21.00 
10/4 ... 103.00 93.00 78.00 45.00 30.00 
12/4 ... 108.00 95.00 83.00 50.00 30.00 
14/4 ... 135.00 125.00 110.00 60.00 5.0 
16/4 ... 160.00 145.00 130.00 60.00 35.00 


Add for straight FAS, $10; 8-inch and wider, 
$153 10-inch and wider, 330; 12-inch and wider, 


Regular stock contains 50 percent or more 
14 and 16 foot, and the following ey 
of 12-inch and wider, 4/4, 10 percent; 5/, 6 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 


BEECH— 
FAS Sel. No. 1&Sel. No.2 No.3 
s/s Ne. 2 com. & better. .... $33.00 $16.00 
4/4 “08 55.00 $40.00 $35.00 25.00 19.00 
5/4 60.00 50.00 40.00 30.00 22.00 
6/4 ... 70.00 60.00 50.00 35.00 22.00 
8/4 ... 80.00 wee 60.00 40.00 25.00 
END DRIED WHITE MAPLE— 
FAS and 
Nos.1 & 2 Nos. 1& 2 
Dn vsti ndie aathetaede -$110.00 $ 86. 4 
en S60 5s esate oe oe ass 90.0 


ee is khenwewedeeees ee - 2 95 00 
8/4 105.00 
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OAK FLOORING 


Following are average carlot prices, Mem- 
phis base, obtained for oak flooring during 
the week ended Jan. 7, as reported by the Oak 


Flooring Manufacturers’ Association: 


t§x1%” }x2%” %x1%” %x2” 


lst qtd. wht.... ; $111.04 $71.58 $91.00 
Sah Cth, WIE. «seins Tae wceaw! * Seach 
ist pln, wht... .$64.14 73.47 51.38 59.85 
ist pln. red.... 63.08 72.42 48.67 58.00 
2nd pin. wht.... 55.28 64.14 40.34 42.69 
2nd pin. red.... 53.40 62.74 39.71 44,21 
ae WE cesda<% 33.91 39.22 33.14 31.65 
en eee 15.27 Eee” “Geers | Senos 

%x1¥%” %x2” fx1%e” fx2” 
a Ob: WR emis! deen Sake $57.00 
See a en ee ee ee 75.00 
“S&S. See... Meee rear er 63.25 
ee We. Wces se2  } aes 55.90 
Ta MEM ONy 6 cc seas! shb0mme  \ ewlalen 48.25 
Se WEF 26 5<0u% ee 37.00 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple, beech and birch flooring, as 
reported to the Maple Flooring Manufactur- 
ers’ Association, averaged as follows, f. o. b. 
cars flooring mill basis, during the week ended 
Jan. 14: 

MFMA MFMA MFMA 
First Second Third 
2 aidtieiniel me ahaa sa een $70.70 $61.07 $41.25 


Maple 
1x2” 


PHILADELPHIA PRICES 


Philadelphia, Pa., Jan. 17..-Wholesale prices 
secured from authoritative sources exclusively 
for the AMERICAN LUMBERMAN are as follows: 


Southern Pine, Merchantable—1905 
(Steamer Delivery) 
3x4” and 4x4”..$48.00 10x10” ........$49.00 





8x6” and 6x6”.. 41.00 ”” wasnt eee 58.00 
3x8”, 4x8” and Eee -- 56.00 

=p 42.00 BEES” cccee -+- 68.00 
BME cé06sa0cex BOGS “S6REE”  wcccccee GW 


Lengths 22 to 24 feet, add $2. 
— 2 feet additional, add $1. 00 to 32-foot 
pric 
Each 1 foot over 32 feet, add $1. 
Longleaf Pine Flooring, 25/32x2%-inch Face 
(Rail Delivery) 


B&btr. ht. rift.$82.00 No. 1 sap flat.. 40.00 
B&btr. sap rift. 70.90 No. 2 sap flat.. 29.00 
B&btr. flat .... 50.00 No. 3 sap flat.. 19.00 
Air Dried No. 2 Common Roofers 
1x6”, %x5%...$26.00 1x10”, %x 9 . - $28.50 
1x8”, %x7%... 27.00 1x12”, %xl1l1 . 29.00 
Shortleaf Dimensions, S848, %-inch Scant, 10- 
to 16-foot 
Se -cenhbweeae See MEE sccvicecas $29.50 
sss sweeees SE EE see cacckas 31.00 
we” (0 acesueevn 7.00 
North Carolina Pine Flooring 
No. 2&btr. No.3 No. 4 
x2 4. Oe occsee $67.00 $63.00 pears 
eSTL? Tak. ccces -- 49.00 39.00 $29.00 
Kiln Dried North Carolina Roofers 
a ¢ %x + - $29.50 1x10”, %x 9%.. 31.50 
%x 7%.. 30.50 1x12”, %x11%.. 32.50 
i. ae thick, $1 more. 
Bed Cedar Bevel Siding 
Y%x 6”, Clear ......+00- eee ecccceees - + - $42.00 
%x 8”, clear ....... seeees eee ceneccces 62.00 
Se GD ococctccvecewrstseoresanar 69.00 
ple Flooring f.o.b. Philadelphia 
ay 1¥,x2 
MFMA First grade........... 7.00 85.0 
MFMA Second grade...,..... 68.00 77.00 
MFMA Third grade........... 48.00 55.00 
Pondosa Pine Dressed 
D No.2 No.3 
rere $ 67.50 $57.50 $44.25 $36.75 
DE tide chin eue 72.50 62.50 41.25 38.25 
Te _L are : 72.50 62.50 41.25 38.25 
Se sb exsedeans 82.50 72.50 41.25 8.25 
SS ow ie oe es 97.50 87.50 44.25 39.25 
13” and up...... 102.50 92.50 48.25 43.26 
Lath, 4-foot No. 1 
See $6.75 c.i.f.—$7.25 delivered 
NS ee 6.15 c.i.f.— 6.75 delivered 





BLACK WALNUT 


Cincinnati, Ohio, Jan. 17.—The following are 
today’s prices on American black walnut f.o.b. 
Cincinnati: 


FAS, 4/4, $240; 5/4, $250; 
$265. 


s18 180. 4/4, $160; 5/4, $165; 6/4, $170; 8/4, 


1, 4/4, a Nea 5/4, $105@110; 6/4, 
$115@130: 8/4, $13 
No. 2, 4/4, $45; ca6/6, $50; 8/4, $55. 


6/4, $255; 8/4, 





Memphis, Tenn., Jan. 14. 











HARDWOOD INSTITUTE PAST SALES REPORT 


Chicago/Cleveland average hardwood prices obtained durin eek 
ended Jan. 10, as reported to Hardwood Manufacturers’ Institute: 2 ee 





Chgo. Clev. Chgo. Clev. Chgo. Clev. Chgo. Clev. | Chgo. Clev. 
RED GUM SAP GUM WHITE OAK POPLAR SOFT ELM 
Quartered Plain—Contd. Plain—Contd. Plain—Contd, | No. 1 com. & sel. 
FA No. 1 com. & sel. No. 1 com. & sel. 6-4 74.50 86.00 | 8-4 57.00 
4-4 104.00 6-4 46.50 4-4 56.25 2.00 8-4 77.75 $96 No. 2 com. 
5-4 116.00 8-4 52.75 5-4 61.75 82.25 | No. 1 com. sel 6-4 38.50 
No. 1 com. & sel. No. 2 , 6-4 71.00 25 4-4 & 60.50 ~~ run 
4-4 67.00 4-4 26.25 8-4 — 79.25 esee | No. 1 com. 4-4 35.75 
5-4 60.00 No. 3 com. No. 2 com. 4-4 52.25 58.50 | 5-4 40.75 BL: 
6-4 63.75 4-4 19.00 _4-4 44.00 -T5 | No. 2 A com. 
8-4 64.50 ede Crating No. 3 com. fig. grade 4-4 37.00 44.00 | COTTONWOOD. 
No. 2 com. 4-4 24.75 eS: 4-4 29.75 82.75 | No. 2 Bcom. a a 4g 17” 
4-4 38.50 =... BLACK GUM RED OAK 4-4 29.00 | was 1.25 
Plain Quartered . Quartered ASH | 4-4 56.25 
FA FAS No. 1 com, & sel. FAS | 
4-4 100.25 Ne 4-4 52.50 pfs 4-4 64.50 Aare 4-4 86.50 92.75 CHESTNUT 
5-4 108.00 otoe | Be 2 em, fe ok Plain 5-4 91.50 = Plain 
6-4 103.50 owt 4-4 43.00 coe | WAS 6-4 96.50 | FAs 
No. 1 com. & sel. 4-4 71.00 109.50 8-4 100.50 4-4 94.75 
4-4 53.00 TUPELO 5-4 125.75 | No. 1 com. & sel > a 105.50 
5-4 59.00 Quartered 6-4 110.00 186.25 4:4 52.00 . : 105.00 
6-4 67.75 + 8-4 108.00 146.00 5-4 54.75 No. 1 com. & sel 
8-4 66.75 _4-4 52.50 -+++ | No. 1 com. & sel. 6-4 57.00 | 53.25 
No. 1 com. .& sel. 4-4 52.50 65.00 8-4 62.75 ** 7" | Sound wormy 
SAP GUM 4-4 42.50 5-4 58.75 71.75 4-4 sone 42.25 
Quartered Plain 8-4 74.00 yee SOFT MAPLE 5-4- cane 47.00 
F No. 2 com. FAS 6-4 ae 43.25 
4-4 59.75 wane 4-4 45.50 jake 4-4 41.75 42.00 8-4 75.50 bese 8-4 pom 4.00 
5-4 66.00 od No. 1 com. & sel 12-4 hese 115.75 No. 2 com. & sound 
6-4 65.00 HX 4-4 86.75 oS WHITE OAK -~ d com. & sel . - wormy 
8-4 87.50 pn ound wormy - ote . 4-4 39.25 
No. 1 com. & sel. WHITE OAK 4-4 36.75 $1.25 | 8-4 60.50 eo, _ BASSWOOD 
4-4 47.50 olan | POPLAR 12-4 85.75 | 
5-4 49.25 . aati HARD MAPLE | 4545.25 17.75 
-4 4 5-4 138.75 ; Panel & wide No, 1 FA No. 1 com. & 8 
8-4 = 52.75 6-4 140.75 4-4 z 143.00 _ 8-4 +++. 85.00 4-4 44.25 55.75 
Plain 8-4 144.50 .... | Box boards, 18-17” No. 1 com. & sel WILLOW 
Box boards, 13- ad No. 1 com. & sel. 4-4 5 117.75 6-4 nese 00 
4-4 4-4 74.00 86.00 | FAS BEECH 4-4 74.50 
FAS 13” & i 5-4 79.75 cite 4-4 85.00 106.00 | Log run 2 
4-4 1.25 6-4 80.50 5-4 100.50 119.50 6-4 48.25 MAGNOLIA 
AS 8-4 86.75 6-4 100.75 121.75 SOFT ELM FAS 
4-4 56.75 Plain 8-4 106.75 185.75 | FA 4-4 69.25 
6-4 63.50 FA Saps 6-4 65.75 No. 1 com. & sel. 
8-4 67.75 aed 4-4 83.00 110.50 4-4 80.00 ‘ 8-4 72.00 4-4 48.75 
No. 1 com. & sel. 5-4 116.50 135.25 Saps & sel. No. 1 com. & sel. BIRCH 
4-4 42.00 ; 6-4 115.5 aa 4-4 74.25 ald 4-4 43.25 FAS 
5-4 44.25 8-4 182.25 130.25 5-4 ede 6-4 48.25 4-4 100.00 











SOUTHERN PINE TIES 


New York, Jan. 17.—Following are quota- 
tions on southern pine ties, f. o. b. New York: 


All 8’ 6”— Sap Heart 
Dt psesknes cohen ane ekveenans $1.35 $1.65 
ST Gina pipe wee anne nae bare 1.25 1.55 
Mt édsacaus Rene Pr oe 1.26 





APPALACHIAN HARDWOODS 


Cincinnati, Ohio, Jan. 19.—Average whole- 
sale prices, carlots, Cincinnati base, on Ap- 
palachian “soft texture’ hardwoods today: 


QUARTERED WHITE OAK— 


4/4 5/4&6/4 8/4 
DD cctace wes $135@145 bed diy errs doy 
ee 105@110 110@11 115@120 
No. 1 com 80@ 85 85@ 30 90@ 95 
No. 2 com... 45@ 50 54@ 59 55@ 60 
Sound wormy 43@ 45 52@ 57 55@ 60 


QUARTERED RED OAK— 
ee. 000.000.6000 eer > 
60@ 65 


40@ 45 
PLAIN WHITE AND RED OAK— 


!) Jaa $105@110 $115@120 $125@135 
eS 70@ 75 75@ 80 85@ 90 
No. 1 com 60@ 65 70@ 75 75@ 80 
No. 2 com 42@ 45 47@ 50 48@ 52 
No. 3 com 22@ 24 23@ 25 24@ 27 
Sound wormy 46@ 48 60@ 62 60@ 65 
Basswoop— 
7. 2a See $ 65@ 70 $ 70@ 75 $ 80 85 
No, 1 com 48@ 50 53@ 56 60 65 
No. 2 com 28@ 31 33@ 38 38@ 43 
CHESTNUT— 
eee ae $ 90@ 95 $105@110 $115@120 
No. 1 com 55@ 60 60@ 65 65@ 70 





No. 3 com... 20@ 21 21@ 22 21@ 22 
Sd. wormy and 
No. 2 com. 32@ 34 36@ 38 38@ 40 
Sd. wormy and 
No. 1 com. 
& better .. 38@ 42 43@ 45 45@ 47 
BircH— 
0 aE $100@110 $105@115 $110@120 
No. 1 com, 
and sel. 65@ 70 70@ 75 70@ 75 
No. 2 com.. 31@ 33 33@ 38 388@ 40 
BEECH— 
TEE new amc $ 60@ 65 $ 65@ 70 $ 70@ 75 
No. 1 com... 40@ 43 45@ 48 45@ 560 
No, 2 com... 25@ 28 28@ 30 30@ 33 
PoPLAR— 
Panel & No. 1, 18” & 
wider ...... $135 $150 $160 
ayo 105 120 130 
Saps & Sel... 80 100 105 
ie eer &0 65 70 
SY eee 40 45 47 
PEG a OP rete opm 28 30 30 
MAPLE— 
ee $ 3@ Hes $ Te 82 $ He 90 
No. 1 com.. 48@ 5 60@ 65 65 70 
No. 2 com... 31@ 38 35@ 40 40@ 45 





For Editorial Review of Current Market Con- 
ditions See Page 39 


NORTHERN PINE 


MINNEAPOLIS, MINN., Jan. 17.—While the 
total stocks on hand at the mills are somewhat 
larger than they were a year ago, some mills 
are decidedly short of dimension. All com- 
mon boards are more or less in short supply, 
but some mills are short of low grades and 
others have fairly good piles. Some conces- 
sions are being made to move surplus stock, 
but generally speaking prices are holding 
about the same. There has been some activity 
in factory buying since the first of the year, 
and some retailers have come into the mar- 
ket. Wholesale trade is on about the usual 
winter basis, however. 


BUFFALO, N. Y., Jan. 18.—Northern pine 
demand has picked up to some extent and 
quite an amount of stock has been moved out 
of wholesale yards. The buying continues in 
rather small lots. A firm market prevails and 
some items are quite strong. 


EASTERN SPRUCE 


BOSTON, MASS., Jan. 17.—Mild, open 
weather is encouraging building but restrict- 
ing production of eastern spruce. Frames re- 
main firm at $42 base. Prices of random 
lengihs are pretty well maintained. Dry 
boards are scarce and firm. Quotations: Di- 
mension, rail delivery, S- to 20-foot, 8-inch 
and under, $42; 9-inch, $43; 10-inch, $44; 12- 
inch, $46. Provincial random, 2x3, 2x4 and 
2x7, $33; 2x6, $34. Covering boards, 5-inch 
and up, 8-foot and up, DiS, merchantable, $34 
@34.40; matched, clipped, 8- to 16-foot, $37@ 
38.  Furring, 1x2-inch, $32@33. Lath, 1%- 
inch, $5.75@6; 15-inch, $6.25@6.50. 


HARDWOODS 


CHICAGO, Jan. 18.—Within the last week 
automobile body plants have bought some 
thick No. 1 and better maple, birch and elm, 
and heavier buying from this source is looked 
for between now‘and Feb. 1. Interior finish 
factories have started taking 1- to 2-inch se- 
lect and better birch. Flooring maple is mov- 
ing fairly well to the flooring manufacturers. 
The box factories are more actively in the 
market for No. 3 hardwoods, and there are 
quite a number of inquiries out. Northern 
hardwood prices remain unchanged. Oak 
flooring demand is improving and prices have 
advanced from $3 to $65. 


ST. LOUIS, MO., Jan. 16.—Demand for 





southern hardwoods is failing to maintain a 
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Stro 


Here’s the 
Proof — 


The air-dried 
Spruce and 
hand split and 
shaved rungs 
make the dif- 
ference. 














This trailer is preferred by lumber- 
men who use tractors for hauling trains 
of logging trailers because it gives a 
steel center line draught through the 
entire train. 


operations. 
Write for Complete Catalog Today. 








Hemming ss. 8-Wheel Trailer 





The sturdy construction of all Hemming 4-, 
6-, and 8-wheel log wagons and trailers insures 
long wear at rock bottom maintenance cost. 
They are especially designed to meet the needs 
of lumbermen. That’s why so many of them 
are in use today on the most difficult logging 


HEMMING WAGON FACTORY, Meridian, Miss. 


| pu. on, ‘s 





SPECIFICATIONS: 
AXLES 4” x6” split hickory. 
SKEINS 3%4”’ x10” or 4” x 12”’, long sleeve 
malleable. 
WHEELS 34” diameter, with 5’’, 6” or 8”’ tire. 
BOLSTERS 4’’x 11” 6’ long; side bars, 4” x 6’; 
center bar, 444’’x6¢”’, with 3’’x5” built-up 


bars. 
TONGUE 4’’x6’’, 5’ long; reach,4’”’x6”, 11’ long 
CAPACITY 10 tons. 




















‘ tively in the market. 





steady improvement. Inquiries are fewer and 
there are not many orders on file. Autcmobile 
plants, wanting thick elm and maple, are 
actively in the market, but the furniture trade 
is inclined to hold off pending the outcome 
of this month’s shows. Oak flooring is a 
trifle firmer and more is selling, but low 
grade stock for box factories and industrials 
is not moving as freely as it was a few 
weeks ago. Planing mill trade is quiet. 
Prices, on the whole, are unchanged. Local 
observers talk “bullish” but admit that or- 
ders have not materialized as yet. 


CINCINNATI, OHIO, Jan. 17.—Prices are 
steadier, minor changes generally being ad- 
vances. Inquiries are reported from body 
builders and automobile factories generally. 
Furniture factories are getting ready to buy. 
Inventories of consumers show that stocks 
are low. 


MINNDAPOLIS, MINN., Jan. 17.—Whole- 
salers are receiving inquiries which give 
promise of developing into orders by the end 


of the month. There is quite a call for box 
grades of basswood, and some of the sash and 
door people are picking up supplies of birch. 
The price situation is far from favorable. 


BUFFALO, N. Y., Jan. 18.—The hardwood 
demand has been a little more active and in- 
dustrial plants seem more willing to add to 
their stocks. In some items much strength 
is shown. Thick maple, for example, is re- 
ported quite scarce. An improvement in de- 
mand for plain oak has taken place. 


FIR, SPRUCE, CEDAR 


CHICAGO, Jan. 18.—Fir orders from coun- 
try yards are beginning to come in, but de- 
mand from local retailers is still somewhat 
slow. Prices are firming up, particularly on 
dimension. The Coast mills have advanced 
common lumber $1 a thousand in the last 
three weeks, and upper grades, with the ex- 
ception of vertical grain flooring and finish, 
have been marked up about $2. Considerable 
car material business has been placed with 


the mills during the last two weeks at $1 
to $3 above the prices ruling the last two 
weeks. Orders for mixed yard stock of En- 
gelmann spruce are coming in quite freely, 
and prices remain on a steady basis. 


SEATTLE, WASH., Jan. 14.—Log shortage is 
a contributing factor to strength in the fir 
lumber situation. Rail trade is little changed 
under slack demand. Atlantic coast business 
is showing a distinctly firm tendency. Cali- 
fornia is without material change. Offshore 
trade, which is fairly good as to volume but 
not satisfactory as to price, may be due for 
added strength under present conditions. Buy- 
ers have been dictating the price of clears, but 
they may not be able to do so if log shortage 
continues any great length of time. 





BALTIMORE, MD., Jan. 16.—The last week 
has been productive of a fair amount of busi- 
ness in fir for this time of year, the weather 
here being exceptionally favorable. Available 
supplies rather exceed requirements, with com- 
petition active not only between rival distribu- 
ters of fir, but with sellers of eastern woods. 


KANSAS CITY, MO., Jan. 17.—Fir orders 
picked up a little last week, and the inquiry 
indicates a good volume of business in the 
next two weeks. Prices have stiffened as 
much as $1 on some items, and others are 
50 cents higher. 


CYPRESS 


CHICAGO, Jan. 18.—Retail and industrial 
consumers of cypress are placing some orders, 
and inquiries for spring needs are becoming 
more numerous. Planing mills are more ac- 
Prices hold steady. 


HEMLOCK 


CHICAGO, Jan. 18.—There is a good demand 
for northern hemlock from country yards and 
industrial consumers, with only small stocks 
of dry material at most mills. The ruling 
price remains at $4 off the Broughton list. 


BOSTON, MASS., Jan. 17.—Offerings of east- 
ern and northern hemlock .boards are very 
light and prices are firmly held. For desir- 
able clipped boards $32 is rock bottom, and 
$30 is low for random. There is a fair busi- 
ness in Coast lumber, mostly transits, some 
at modest figures; few orders for mill ship- 
ment are being secured. 


WESTERN PINES 


CHICAGO, Jan. 18.—Sash and door interests 
are putting out some inquiries for California 
white pine, prices on which are steady. There 
is a seasonable demand for Idaho and Pon- 
dosa pines, with retailers buying fill-in items 
for early spring needs. The market is hold- 
ing firm, as some items are rather scarce. 
Arizona white pine is moving fairly well in 
local territory, the volume so far this month 
being considerably better than in the closing 
weeks of 1927. The outlook for the next few 
months is promising. 


BUFFALO, N. Y., Jan. 18.—The western 
pines market is not doing much though a lit- 
tle yard stock is moving. Some items are 
scarce at mills. Sugar pine stocks 10/4 and 
thicker are badly broken. Twelve-inch No. 2 
Pondosa is very scarce and it is difficult to get 
ear orders filled. Buyers are taking small 
quantities in most cases. 





KANSAS CITY, MO., Jan. 17.—Retailers 
have followed industrial consumers into the 
market, and last week saw a good increase in 
the volume of orders. Prices have stiffened 
somewhat as a result. 


REDWOOD 


CHICAGO, Jan. 18.—Retailers are beginning 
to place a few orders for redwood since in- 
ventory is completed. Demand from indus- 
frial consumers is on a normal basis for this 
time of year. Mill stocks are in pretty fair 
shape. Prices hold firm. 


SOUTHERN PINE 


CHICAGO, Jan. 18.—Industrial trade is the 
feature of the southern pine market, orders 
from this source being received in increaséd 
volume during the last week. Local retail 
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yard demand is picking up, there being an 
especially good call for 6-inch No, 3 boards. 
Prices show more firmness than for some 
weeks, the market generally being 50 cents 
to $2 higher on most of the popular items. 


ST. LOUIS, MO., Jan. 16,—Inquiries for 
southern pine are fairly large and local ob- 
servers concede the outlook is brighter than 
it was thirty days ago. Many potential buy- 
ers are seeking to cover at today prices for 
future delivery, but sellers are protecting 
themselves. Prices are firming up a little 
even now. Most of the inquiries come from 
country yards in the middle West—interested 
in general items of yard stock. Only a few 
are industrial inquiries. ' 


KANSAS CITY, MO., Jan. 17.—There was 
a good increase last week in the volume of 
orders for southern pine, and prospects are 
considered good for the remainder of the 
month. Prices are about $1 higher than they 
were two weeks ago, and there is a prob- 
ability that they will continue to stiffen. 
Buyers have been taking all items of yard 
stock, and some orders indicate that stocks 
are pretty low. 


BOSTON, MASS., Jan. 17.—Dull demand and 
easy prices feature the southern pine market. 
Yard stocks are generally quite low. Bé&bet- 
ter rift shortlead 1x4-inch flooring is quoted 
down to $69, longleaf up to $82. C rift floor- 
ing is $51@75, B&better flat, $45@48. Parti- 
tion is moving slowly at $44@48 for B&better 
11/16 inch. For 8-inch air dried roofers, cur- 
rent range is $28.50@29.50. 


SHINGLES AND LATH 


SEATTLE, WASH., Jan. 14.—Winter condi- 
tions in the East are holding back demand for 
red cedar shingles. Stars are in small supply, 
but demand is not large. Perfections and 
royals seem to be showing a little strength. 
Probably 75 percent of the machine capacity 
of Puget Sound is now operating. 


MINNEAPOLIS, MINN., Jan. 17.—Buyers 
generally are holding back until the mills re- 
sume. Prices show little change, but what 
there is tends to reduce the spread in quota- 
tions. Stars have shown some strength lately, 
while clears hold about the same and XXXXX 
are somewhat off. 


KANSAS CITY, MO., Jan. 17.—The shingle 
market has improved slightly, and prices are 
5 cents stronger than they were a week ago. 
Clears now being quoted at $2.30, and stars 
up to $2.15. There is a better demand for 
lath, with business divided between the south- 
ern pine and western pine mills. Siding de- 
mand has shown little change, but prices 
have stiffened a little. 


BOXBOARDS 


BOSTON, MASS., Jan. 17.—Boxboard buy- 
ing is quiet. Moderate dry stocks and the 
restricting of production this winter are fac- 
tors that tend toward steady prices. Round 
edge white pine boxboards, inch, are $27@30. 


CLAPBOARDS 


BOSTON, MASS, Jan. 17.—Wholesalers are 
booking few orders for clapboards. Retail 
yards are carrying light stocks and making 
few deliveries. Eastern spruce and native 
white pine are very scarce and prices are 
firmly held. Plenty of redwood and red cedar 
clapboards are available and some are offered 
at attractive prices. 





News Letters 


(Concluded from page 89) 


Duluth, Minn. 


Jan. 16.—Shipments of mixed cars of north- 
ern pine have been greatly in excess of expec- 
tations, as retailers found it necessary to sort 
up their stocks. Demand for box lumber con- 
tinues the outstanding market feature, and 
mill stocks are shorter and prices higher 
than at any time during the last three years. 
Shipments have been going forward to an in- 
creasing number of middle West box factories. 
Inquiry for timber has been on a substantial 
seale during the last ten days, as a result of 
the letting of contracts for several large in- 
dustrial projects. The railroads have begun 
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Now Is The Time To Buy 


At this particular season there is usua'ly a very marked de- 


When dealers begin to restock a heavy demand is made 
on manufacturers—in fact this demand often exceeds sup- 
ply and so often causes a rise in prices. 

We suggest you avoid paying a. premium—now is the 
time to buy. Wire or write for prices today. 


We solicit your inquiries and orders for 


OAK—ASH—GUM—ELM—COTTONWOOD— 
CYPRESS 


Turner-Farber-Love Company 


MEMPHIS, TENN. 


BRANCH OFFICES: 


New Orleans, Hibernia Bank Bldg. Chicago, 612 North Michigan Ave. 
Mills at Memphis, Tenn., Leland, Charleston, Tchula, Miss. 
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to take deliveries of ties and are in the mar- 
ket for more, so both hardwood and softwood 
ties are firm. No changes have been reported 
in the northern pine list. Sales officials re- 
ported that no price concessions are being 
made. Woods operations have been interfered 
with by heavy snowfalls and soft bottom 
lands. The milder weather since Jan. 1 was 
favorable to contractors, as the settling down 
of the snow enabled them to set more crews 
at work. Conditions are now normal, with 
sawmill companies at Cloquet, Virginia and 
International Falls, Minn., resuming full time. 


Baltimore, Md. 


Jan. 16.—Louis Gerlinger, jr., of Portland, 
Ore., who represents the Gerlinger Lumber 
Co., Willamette Valley Lumber Co., Corvallis 
Lumber & Manufacturing Co., and the Ameri- 
can Lumber & Box Co., was in Baltimore last 
week and called on some of the wholesalers. 
Mr. Gerlinger’s corporation is engaged in the 
wholesale trade, and. he had come East to look 


over the situation in this section with a pos- 
sible view to extending operations. 


Laurel, Miss. 


Jan. 16.—Both Nos. 1 and 2 common pine 
dimension may be considered at least $1 
stronger. No. 2 boards, especially in 6- and 
8-inch, are also about $1 higher. Lath prices 
have been advanced 25 cents. The local mills 
report receiving orders for considerably more 
than they have either produced or shipped. 
Export sales are easier than for some time. 
Stocks in the hands of manufacturers here are 
not large and any preceptible increase in de- 
mand is certain to be immediately reflected in 
prices. A great many of the small mills in 
southern Mississippi have entirely ceased oper- 
ations, and this lack of production will un- 
doubtedly be felt, especially in the dimension 
and car material markets. Special cutting is 
very firm, and car material is beginning to be 
sought after, so producers of this class of 
stock expect a very active market with large 
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volume. Weather during the last week has 
been very good for logging, manufacturing and 


shipping. 
Toronto, Ont. 


Jan, 16.—The president and directors of the 
Montreal Lumbermen’s and Hoo-Hoo Club held 
a reception for all members on the morning of 
Monday, Jan. 2. A large number attended. 

The headquarters of the Shantymen’s Chris- 
tian Association has been removed to 366 Bay 
Street, Toronto. 

J. A. Cadenhead, of Toronto, formerly of the 
inspection staff of the National Hardwood 
Lumber Association, is now representing in 
Ontario the Payson A. Smith Lumber Co., of 
Minneapolis, Minn. 

F. M. Thompson, vice president R. Bury & 
Co. (Ltd.), Toronto, and family, have sailed 
from New York on an extended trip to Eu- 
rope. 

Sam McCandless, of Robert Bury & Co., To- 
ronto, who was taken ill on the train at Fort 
Wayne, Ind., has been brought home to To- 
ronto and is now regaining his health. 





BeNneFits of pruning, under a selective 
method, have been successfully demonstrated 
on two stands of white pine trees in New 
Hampshire, where operators have been prun- 
ing for the last 35 years. Trees to be marketed 
within 15 years are not pruned. At an early 
age trees which are dominant or soon to be- 
come dominant in the stand are pruned up to a 
height of 6 feet; later the same trees are 
pruned up to 16 feet. Specimens of logs from 
trees so pruned show that after pruning off the 
lower branches the subsequent growth is in 
clear lumber. 





LUMBER TRANSPORTATION 











Midwest Shippers’ Board Annual 


The fourth annual meeting of the Midwest 
Shippers’ Advisory Board held in Chicago on 
Jan. 12 was attended by about 1,200 shippers 
and receivers of freight and railway officials 
from the entire territory covered by the 
board. A number of prominent executives 
gave brief talks on the state of business, 
while the principal address was made by Gen. 
W. W. Atterbury, president of the Pennsyl- 
vania Railroad. : 

A detailed forecast of freight car loadings 
in Midwest territory in the first quarter of 
1928 as compared with the same period in 
1927 gives 127,685 cars of lumber and forest 
products loaded during the first three months 
of 1927, with a forecast of 135,200 cars for 
that commodity during the first quarter of 
1928. 

From the reports furnished by the 49 com- 
modity committees comprising the Midwest 
board, agriculture and industry in general in 
the coming three months will show some gain 
in activity as compared with the corres- 
ponding period a year ago. These predictions 
of future business activity covered Illinois, 
Iowa, Wisconsin, western Indiana and north- 
ern Michigan. Comparing the first quarter of 
1928 with the same period of 1927, the fol- 
lowing lines of activity predicted increased 
business: An increase of approximately 10 
percent was reported for the agricultural im- 
plement industry. Reports from members of 
the grain products committee indicate a busi- 
ness increase of 7 percent. The lumber in- 
dustry predicts a rise of from 5 to 6 percent 


in business, while a gain of 5 percent is ex- 
pected by the paper and pulp committee, and 
also by the petroleum and petroleum products 
industry. 


Inquiries and Orders for Freight Cars 


In the latest issue of the Railway Age ap- 
peared notices of inquiries and orders for 
freight cars as follows: 


INQUIRIES—Fruit Growers Express, 480 steel 
underframes for refrigerator cars; Texas & 
Pacific, 10 caboose cars; Northern Pacific, 50 
caboose car underframes; Atchison, Topeka & 
Santa Fe, 150 to 200 underframes; Chesapeake 
& Ohio, 500 hopper car bodies of 70 tons’ 
capacity and repairs to 500 sets of 70 ton 
trucks; Union Pacific, about 500, 50-ton flat 
cars; South African Railways, 100 gondola 
cars of 40 tons’ capacity. 

OrpDERS—Texas & Pacific, 10 caboose cars from 
American Car & Foundry Co.; Atchison, To- 
peka & Santa Fe, 100 air dump cars of 30 cu. 
yd. capacity from Magor Car Corp. and 100 
caboose cars from American Car & Foundry 
Co.; Louisville & Nashville, 100 ballast cars 
from Rodger Ballast Car Co.; Southern, 500 
automobile cars from the American Car & 
Foundry Co. 


Coast Rates to Middle West 


WASHINGTON, D. C., Jan. 17.—Division 3 of 
the Interstate Commerce Commission in an 
opinion in Docket No. 18,501—Badger Lumber 
& Coal Co. et al. vs. Atchison, Topeka & Santa 
Fe Railway Co. et al.—finds that the evidence 
presented is insufficient to support a finding 
of unreasonableness or unjust discrimination in 
the rates on lumber and lumber articles from 
Oregon and Washington and other northwestern 
States to destinations on the Kansas City Rail- 
ways and the Missouri & Kansas Railway. 
Upon the record Division 3 finds that the 
rates were, are and for the future will be 
unduly prejudicial to complainants to the ex- 
tent that they exceeded or may exceed the 
rates contemporaneously maintained on like 
traffic to destinations on the steam railway 
lines in the Kansas City switching district. 
Proof of damage in direct consequence of the 
undue prejudice is held to be lacking and for 
this reason reparation is denied. The new 
rates will become effective on or before March 
21 on not less than 30 days’ notice. 


Transit Rules in Central Territory 


CINCINNATI, OHIO, Jan. 18.—Tyler W. Elmes, 
district manager of the Southern Hardwood 
Traffic Association with headquarters at Cin- 
cinnati, was notified this week that the Inter- 
state Commerce Commission had suspended the 
proposed rule of carriers in the Central Freight 
Association territory by which transit privi- 
leges were to be made prohibitive to lumbermen 
of the Ohio River crossings. The rule pro- 
posed an increase of reconsignment rates to a 
minimum of $7.50 a car from $3.60 a car, and 
took away transit and reconsignment privi- 
leges from all shippers who paid less than 
2% cents a hundred pounds as their rate. The 
rule was to have become effective Jan. 14 and 
under it charges to wholesalers in the recon- 
signment business from South to North would 
have to pay from $30 to $60 a car additional 
freight. The date for the hearing has not 
yet been set. 


Gain in Revenue Freight Loadings 


WASHINGTON, D. C., Jan. 18.—Loading of 
revenue freight for the week ended Jan. 7, 
which included New Year holiday, totaled 754,- 
062 cars, according to reports filed today by 
the railroads. This was an increase of 74,462 
cars above the preceding week (Dec. 31, 1927,) 
which included the Christmas holiday, with 
increases being reported in the total loading of 
all commodities. 

The total for the week of Jan. 7 was, how- 
ever, a decrease of 179,828 cars under the same 
week in 1927, while it also was a decrease of 
153,560 cars compared with the corresponding 
week two years ago. 

Coal loading amounted to 174,979 cars, a 
decrease of 38,356 cars under the same week 
in 1927 and 18,334 cars below the same period 
two years ago. 

Grain and grain products loading totaled 
36,600 cars, a decrease of 17,537 cars below 
the same week last year and 11,489 cars under 
the same period in 1926. 

Forest products loading totaled 44,732 cars, 
17,096 cars below the same week last year and 
14,600 cars under the same week in 1926. 
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Review of Overseas Lumber Markets 


WASHINGTON, D. C., Jan. 16.—‘“Lumber has 
now recovered normal stability.” This cheer- 
ing cablegram was received by the Depart- 
ment of Commerce from Alexander V. Dye, 
-American commercial attaché in Buenos Aires. 

The Buenos Aires market has been over- 
stocked and sluggish for a period of months. 
In a cablegram dated Dec. 23 Mr. Dye re- 
ported improvement, with lumber moving 
more actively into consumption and stocks 
being gradually decreased. At the end of the 
first week in.January the situation had again 
changed for the better, resulting in the tele- 
gram quoted above, 

Buenos Aires is an important market for 
longleaf yellow pine, which is the preferred 
wood there. A considerable volume of Dou- 
glas fir has been finding its way to the Ar- 
gentine capital, and more recently Soviet Rus- 
sia took a flier at that market by sending 
down a cargo or two. Quite a little Austrian 
lumber gets in there, but “pitch pine” contin- 
ues to be greatly preferred. 


Japanese Lumber Imports in 1927 


With actual figures for most of the year 
and estimates for the last two months the 
Japanese market in 1927 apparently took a to- 
tal of approximately 1,250,000,000 feet of for- 
eign lumber, about 90 percent of it from the 
United States. In the early spring Japanese 
estimates of probable takings were placed at 
some 800,000,000 feet. Later estimates indi- 
cate that those of last spring were quite con- 
servative, and that the year’s total imports of 
foreign wood were about 138,000,000 feet un- 
der those of 1926. Stocks of foreign lumber 
in all districts of Japan were heavier than 
normal at the end of 1927. It is not expected 
that heavy buying of American lumber will 
start before late February or early March. 
However, Joseph H. Ehlers, acting commer- 
cial attaché in Tokio, reports that there is 
every reason for believing that the sales of 
American lumber to Japan this year will be 
as large as if not larger than those of- 1927. 
The financial stringency during the last year, 
he adds, affected many firms and without 
doubt much construction work was postponed 
on this account. 

The Tokio-Yokohama district, Mr. Ehlers 
states, will require more lumber during the 
coming year than in 1927. Imports into “this 
district in 1927 showed an increase over 1926. 
The Nagoya district, which also showed an 
increase last year, buys only sufficient quanti- 
ties to keep a steady and conservative stock 
on hand and will, it is believed, show an in- 
crease in imports during 1928. The Osaka 
district imported less lumber than normal dur- 
ing the last year and with the settlement or 
adjustment of financial difficulties their buy- 
ing should increase in 1928. 

Mr, Ehlers adds that the Japan Sea district 
is using more American lumber than ever be- 
fore and as firms in this section become more 
familiar with direct importing it appears 
that imports into that district should grow 
steadily. He believes the Kobe district also 
will, in all probability, require at least as 
much American lumber this year as last. 

The proposed increase in the lumber tariff, 
if passed at the present session of the Diet, 
will become effective in April. It is the opin- 
ion of lumber importers that there will be an 
increase in the duties on imported lumber 
which will probably bring the import duty to 
10 percent, but they do not think that the ex- 
tremely high tariffs which have been sug- 
gested from time to time will be adopted. ‘The 
passage of a bill increasing import duties 
would no doubt cause buying earlier in 1928 
than would otherwise be the case, as many im- 
porters would order to capacity for shipment 
prior to the effective date of the new duties. 

Large and medium squares and flitches will 
be imported into Japan whether or not an in- 
crease in lumber duties occurs, for Japan has 
no domestic lumber to take the place of these 
specifications and can not do without them. 
Likewise, red cedar logs will continue to be 
imported without regard to duty, although 
possibly in lesser quantities than at present. 

On the other hand, it is expected that any 
large increase in duty on lumber such as baby 
squares, inch boards and flooring will ad- 
versely affect the importation of these specifi- 


cations. In the opinion of all importers, how- 
ever, any increase in the duties on foreign 
lumber will cause a like boost on the domes- 
tic product, so that the increase will not 
appear large on the product from outside. 

Freight rates would be an important factor 
in any revision of tariff duties upwards, since 
duties are levied on the c. i. f. prices of lum- 
ber at ports of arrival. 

A cablegram from The Hague states that 


building in the Netherlands has been active,- 


though probably less in total in 1927 than the 
year before, and that employment in these 
trades is lower. The woodworking industries 
show improvement. Shipbuilding is less ac- 
tive, due to foreign competition. Lumber con- 
sumption has been good, but the market is 
glutted and sales are often made below cost. 


United Kingdom Lumber Trade 


William L. Cooper, commercial attaché, 
London, cables that the United Kingdom lum- 
ber trade is still in the state of examining its 
position and estimating the probable demand 
for 1928. Eleven months’ imports show the 
situation for 1927 quite accurately. European 
softwood imports were the greatest for many 
years. Also, imports from the United States 
increased, eleven months’ receipts being 188,- 
000,000 feet of hardwoods and 165,000,000 feet 
of softwoods, showing gains of 15 percent and 
35 percent, respectively, over the same period 
of 1926. Total lumber imports from all coun- 
tries were valued at £47,000,000, of which the 
United States’ share was £6,000,000. The gen- 
eral opinion of the lumber trade is that the 
peak is past for subsidized house construction. 


Belgian Demand for American Lumber 


The demand for American oak in the Ant- 
werp (Belgium) market is better than for 
other woods from this country, says Vice Con- 
sul D. M. McKey. American oak sales have, 
as usual, been affected by heavy competition 
of Polish oak. Latest available statistics 
show that in September arrivals of American 
lumber comprised 1,971 pieces of oak, 1,546 
pieces of pitch pine, 921 logs and 66,606 pieces 
of miscellaneous lumber. 


Lumber Exports for Eleven Months 


A healthy increase in lumber exports during 
the first eleven. months of 1927, with a lessened 
import, indicate that American mills are im- 
proving manufacturing and merchandising, 
says Alice Marlowe, of the lumber division. 
Exports of sawmill products increased $10,- 
200,000, while imports of sawmill products 
showed a decline of $9,600,000 for the same 
period. The decline in domestic demand may 
reflect the decrease in imports, which come 
mostly from Canada, but imports have been 
falling because of the large quantities of 
West Coast lumber shipped through the Pan- 
ama Canal to the northeastern States. 

Exports of each of the three main classes 
of products increased during the first eleven 
months of 1927 as compared with the same 
period of 1926. In value, logs, ties and other 
unmanufactured timber amounted to $11,600,- 
000, against $10,100,000 a year earlier; saw- 
mill products totaled $99,000,000, compared 
with $88,800,000, and cooperage, box shook, 
doors and other manufactures $35,200,000, 
against $34,500,000. Softwood lumber exports 
were up by $6,000,000, softwood timber by 
$1,500,000 and softwood logs by $800,000. Hard- 
wood lumber gained $2,700,000 and hardwood 
logs $470,000. Hardwood timber exports, 
never large, dropped by approximately one- 
half. Exports of cooperage gained by 11 per- 
cent and doors by 20 percent. 

Decrease in Quebec Timber Cut 

The chief of the forestry service of Quebec, 
G. C. Piehe, has recently stated that the tim- 
ber cut this winter will be about 40 percent 
under normal, according to a report from 
Vice Consul George H. Barring. This esti- 
mate is based upon the belief that the pulp 
and paper industries will reduce this season’s 
cut about 20 percent under their cut of last 
year, which was about 20 percent under nor- 
mal. The entire timber cut therefore has 
been reduced in proportion, for there will be 
no increase in the saw mill cut and a decrease 
is looked for, owing to the crisis still prevail- 
ing in the lumber industry. The entire tim- 
ber cut for the Province for the 1926-27 sea- 


son has now been fixed at 2,092,146,380 feet, 
board measure, by the department of lands 
and forests. Of this amount the cut on pri- 
vate lands was 502,196,971 feet and on public 
lands 1,589,949,409 feet. One reason given 
for the diminution of the pulpwood cut by 
paper companies is that the reduced com- 
sumption has enabled some of the paper com- 
panies to accumulate large supplies of pulp- 
wood. The tendency to close down certain 
sawmills and hold the timber for paper re- 
serves still exists. ; 


Necrological Record of the Week 


(Continued from page 92) 


highly esteemed by those who knew him for 
his real strength and dependability. Mr. 
Stevens had unnumbered friends in the lum- 
ber business throughout Mississippi, Louis- 
iana, Arkansas, Tennessee and Kentucky who 
mourn his loss. 


EDWIN E. DOLES, 62 years old, Greens- 
burg, Ind., manufacturer of spokes and rims, 
a retail dealer in building materials and lum- 
ber and one of the most prominent business 
men in that city, died there Jan. 12. He was 
born east of Greensburg, April 23, 1866. After 
receiving his education at More’s Hill College 
and Valparaiso University, he returned to 
Greensburg to become assistant county treas- 
urer. For more than a quarter of a century 
he had been identified with the lumber and 
building supply business and was also a hard- 
wood manufacturer. Mr. Doles was affiliated 
with several fraternal orders and served three 
terms as a city councilman. Surviving are 
the widow, a daughter, a son, his mother and 
one sister. 


JOHN I. GRIESMER, a veteran lumber 
dealer and the foremost home builder of Ham- 
ilton, Ohio, died recently at Christ Hospital, 
Cincinnati, following an operation. Mr. <sries- 
mer had been in ill health for several years 
but his condition was not believed to be se- 
rious. Associated with his brother, the late 
Charles Griesmer, he engaged in the retail 
lumber business in Hamilton and Monroe, and 
laid out and built several large additions to 
Hamilton. The company is credited with 
building about 750 homes. At the time of his 
death he was president of the Hamilton Lum- 
ber Co., and was connected with many civic 
and philanthropic associations. He leaves his 
widow, two daughters, a son, two brothers 
and a sister. 


TOM BLACK, pioneer lumberman of Okla- 
homa, died at his home in Oklahoma City, 
Jan. 4, at the age of 53. He had been in ill 
health for some time but his death was not 
expected. Funeral services were held at the 
high school auditorium Jan. 5 and the body 
was sent to Girard, Kan., for burial. 

Mr. Black was a member of the firm ot 
Morris & Black Lumber Co., and formerly 
lived in Oklahoma City and Chandler. He 
went to Oklahoma in 1898. The deceased is 
survived by his widow, three daughters and 
one sister. 


JOHN S. PARKER of Tacoma, Wash., for 
many years superintendent of the Carman 
Manufacturing Co. and recently connected with 
Buffelen-Hubbert & Loonam Co. (Inc.), died 
suddenly at Paradise Valley, Mount Tacoma, 
Jan. 7. Mr. Parker was 66 years of age 
and on his birthday left for a trip to the 
mountain. Accompanied by two of his sons 
Mr. Parker made the climb from Longmire 
Springs to Paradise through deep snow. He 
reached Paradise Inn safely but there his 
heart gave out and he died almost immediate- 
ly. Mr. Parker is survived by his wife, three 
sons and four daughters. ; 


ROBERT G. ESTERLY, 79 years of age, 
pioneer lumberman of the Pacific Northwest, 
died at Olympia, Wash., Jan. 5 after a short 
illness. Mr. Esterly went to Olympia more 
than 50 years ago and established the first 
sawmill at Tumwater which he operated for 
several years until the plant was destroyed 
by fire. He then started a furniture factur3 
at Olympia which he operated until his re- 
tirement from active business in 1911. Mr. 
Esterly was a native of Wisconsin and _ is 
survived by three sons, Ray Esterly of Ta- 
coma, Wash. and George and Claude Esterly 
of Olympia. 


JOHN LESLIE CRUIKSHANK, formerly in 
the lumber business at Hannibal, Mo., and of 
late years a resident of Birmingham, Ala., died 
at his home in that _— on Saturday, Jan. 7, 
at the age of 66, following a lingering illness. 
Mr. Cruikshank was a brother of C. A. Cruik- 
shank, president and general manager of the 
Cruikshank Lumber Co., of Hannibal, Mo., and 
was formerly a member of that company. He 
removed to Autaugaville, Ala., in 1906, where 
he engaged in the lumber business, opereas 
a@ sawmill for several years. Because of il 
health he retired several years ago, making 
his home in Birmingham. A. widow, one 
daughter, a granddaughter, his'.mother and 
his Crother survive him. 
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Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 
75 cents a lime for three consecutive weeks. 
Sg ht oh to ghey 
w th one 
line. Count in signature. ” 
Heading counts as two lines. 
No display except the heading can be ad- 
mitted. 
’ Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than ednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be sees 
under heading Too Late to Classify. 


























BANKRUPT STOCK, GALVD., FIRE BUCKETS 
New, heavy, round bottom. Only 20 cents each. 
Lots of 25 or more. Send draft and shipping in- 
structions with order. ROBERTS SALES CoO., 1718 
Chestnut St., St. Louis, Mo. 
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LOGGING EFFICIENCY ADVICE WAN 
By a saw mill operating in Southern Yellow Pine, 


capacity about three million feet per month, a 
man capable and experienced in logging, to spend 
thirty to sixty days in our Logging Department 
making suggestions on efficiency. Not that we 
contemplate making changes in our organization, 
but because we feel that a competent man can 
give us new ideas and correct mistakes we may 
be making. 
Address “K. 4," care American Lumberman. 


WANTED SUPERINTENDENT 
Of sawmills and manufacture, by large pine and 
hardwood manufacturer located in Louisiana. Only 
men thoroughly experienced who possess executive 
and mechanical ability, know how to handle men, 
how to organize his crews and how to keep quality 
and quantity up and costs down, will be considered. 
Give list of previous employers with names of 
officials worked under, as well as character ref- 
erences, also state salary expected and when could 
start to work. 
Address “H. 7," care American Lumberman. 


MILLWORK ESTIMATOR WANTED 
Man thoroughly familiar with drawings. Must 
have wide experience. State age, salary and 
experience. Pittsburgh district. 
Address “K. 3,” care American Lumberman. 


WANTED—BY WISCONSIN 
Sash and door factory, an’ experienced foreman. 











State age, experience. references and all details 
first letter. 
Address “H. 4.” care American Lumberman. 





WANTED—DRAFTSMAN 
Who understands making details, laying out cab- 
inet and stair work. 
Address “K. 16,” 


WANTED—CABINET ROOM FOREMAN 
Who is capable of handling all kinds of cabinet 
work for general job shop. 

Address “H. ” care American Lumberman. 


PLANING MILL WANTED 
Long cut ahead.. Electric mill. Thorough experi- 


care American Lumberman. 








ence on high speed machines required. 
Address “H 9,” 


care American Lumberman. 





A HARDWOOD SALESMAN 
Wanted by a thoroughly reliable lumber concern 
with an enviable reputation. [Illinois, Indiana, 
Michigan and Wisconsin territory. Must own a 
good respectable car and make his headquarters 
in Chicago. A good position for the right man. 
Give references'.as to honesty, ability, character, 
salary, etc 


Address ““——. 7,.° care American Lumberman. 








SALESMAN WANTED BY ST. LOUIS 
Wholesaler to travel Western Illinois and Eastern 


Iowa. Prefer man about 35 years of age, must 
have experience selling buyers of mixed cars. 
When applying state salary expected, whether 
married or single, amount of experience and last 
employer. Position open Feb. 15th. 
Address “K. 1,” care American Lumberman. 
WAN 8) 

One who knows retail and industrial trade in 
northern portion and has thorough knowledge of 
Southern Pine, West Coast and Inland Empire 





products. Salary and profit sharing basis. State 
age, experience, salary expected. 
Address ‘“‘K. 20,” care American Lumberman. 





SALESMEN WANTED BY 
Well known maker of cedar closet lining. 
liberal commissions paid; sales help given. 
age, experience, territory covered. 
be kept strictly confidential. 
Address “K. 5,” care American Lumberman. 


SALESMAN WANTED 
Hardwood trim and glued up dimension stock ter- 
ritory north and east of New York City. State 
age, experience and references. 
EO. M. SPIEGLE & CoO., 
Sts., Philadelphia, Pa. 


ENERGETIC SALESMAN 


Very 
State 
All replies will 





19th and Somerset 





To sell lumber to Industrial Plants in Ohio on 
salary or commission basis. State age and quali- 
fications. Experience not essential. 


Address “H. 19,” care American Lumberman. 
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SALESMAN, ASSISTANT SALES MANAGER 
Young man, now employed by manufacturer of 
North Carolina pine and hardwoods, desires post- 
tion as salesman or assistant to sales manager 
with well established wholesaler. Two years on 
the road and handling office sales. Three years 
previous experience in the mill of one of the largest 


manufacturers of Southern Yellow Pine in the 
South. Age twenty-nine. College education. 
Married. 

Address “K. 18,” care American Lumberman. 





THAT KNOWS THE TRADE 
in Ohio, Indiana and Kentucky, wants well rated 


saw mill account to sell on a commission basis 
to well rated trade, expect to work out of Cin- 
cinnati and work the trade within 100 miles 


around into Ohio, Indiana and Kentucky. Knows 
Yellow Pine, Cypress, Hardwoods, White Pine, Red- 
wood, Fir and Hemlock, Pondosa Pine, Red Cedar. 
Proposition must be exclusive in the territory. 
Address “K. 2,” care American Lumberman. 


SOUTHERN REPRESENTATIVE 

If your business demands a Southern Represen- 
tative, or if you expect expanding your business 
to this point in 1928, get in touch with me at 
once, as I am open for a proposition starting 
Feb. Ist. Have had several years’ experience in 
all lines of the Yellow Pine business and will con- 
sider a proposition on any fair working basis. 

Address “K. 8,’ care American Lumberman. 


LUMBERMAN 
With more than twenty years’ experience as au- 
ditor and sales manager for manufacturer and 
wholesaler of yellow pine open for position as 
sales manager or buyer for good organization. 
Capable of taking entire charge of office and pro- 
ducing results. Go anywhere. 
Address “K. 10,” care Amerigan Lumberman. 











CLASS 
Saw mill superintendent will be open for position 
January ist as general superintendent or plant 
superintendent of either pine or cypress operation, 
pine preferred. Have had about twenty years’ ex- 
perience in the building and operation of some of 
the best plants in the South. 
Address “F. 4,” care American Lumberman. 


EXPERIENCED LUMBERMAN 
Desires connection with high grade mill manufac- 
turing Southern Yellow Pine, cut to length for 
automobile export trade, also dimension stock in 
Southern Hardwood for body trade. 
Address “K. 9,’ care American Lumberman. 


ESTIMATOR—SALESMAN—MILLMAN 
Wants position; has a thorough and practical 
knowledge of the millwork business from kiln to 
finished product, especially in high grade millwork; 
can give exceptional references. 

Address “H. 156,”’ care American Lumberman. 


EXPERT RETAIL YARD MANAGER 
Open for management. Thorough knowledge all 
phases of business and can handle yard profitably. 
Age 28; 9 years’ experience, 3 years past, successful 
record as manager new yard. Highest references. 
Address “H. 18,” care American Lumberman. 


GENERAL MILLWORK SUPT. OR FOREMAN 
Thoroughly experienced on special millwork, cabi- 
net work, machines, plans, details, billing, layouts, 
latest production methods in quality and quantity. 

Address “H. 17,” care American Lumberman. 

















LOGGING SUPERINTENDENT OPEN 
For position. Very highest references furnished 
on neguent. 6” 


Address care American Lumberman. 





WANTED 
Position by A-1 mill work estimator familiar with 
Cost Book A. sR 
Address “H. 8,” care American Lumberman. 





W. ITION 
With large Industrial Concern as Physician and 
Surgeon. Have owned and operated General Hos- 
pitals. Have done large industrial corporation 
work always. Now open for another location be- 
cause of completion of work where located. Can 
do and have done large volume of major surgery 
for fifteen years. Also have complete hospital unit 
of 25 beds if needed. Want only ethical position 
with reliable concern where there is plenty of work. 
Best of professional and financial references upon 
request, and am qualified both professionally and 
financially to carry out any contract undertaken. 
Address “D, 28,” care American Lumberman. 





LUMBERMAN—15 YEARS EXPERIENCE 

In buying and selling Northern Pine and Hard- 
woods, Southern Hardwoods, Mahogany and Wal- 
nut, Pondosa, Idaho and Calif. Pines. Familiar 
requirements Industrial trade as well as yard, sash 
and door, furniture, etc. Now located in east but 
will locate anywhere opportunity warrants. Con- 
sider salary or salary and share profits in capacity 
of salesman or sales management for reputable 
mill or wholesaler. 


Address “G. 1,’”’ care American Lumberman. 


SALESMAN—EXECUTIVE 
Qualified by over twenty years’ experience in the 
manufacturing and marketing of stock and special 
millwork. Have a thorough knowledge of sales 
and general management, estimating and cost ac- 
counting. Now employed, but desire a change of 
locality. 
Address “H. 20,” care American Lumberman. 


LOGGING SUPERINTENDENT 
Now employed by South Arkansas Company cut- 
ting pine and hardwoods. Wants job because our 
timber will soon be exhausted. Age 40. Good 











health. References, satisfactory to you, will vouch 
for my qualifications, honesty and dependability. 
ms * cGOUGH 
Wesson, Ark. 
WANTED 


Position in sales department, either manufacturer 
or wholesaler. Have had several years’ experience 
in both Southern Hardwood and Pine; am fast 
and accurate stenographer and typist, and have 
had some experience on the road. 

Address “G. 16,” care American Lumberman. 


YOUNG MAN WITH FIVE YEARS 
Retail lumber selling and one year wholesale sell- 
ing in eastern markets would like to make change 
to responsible selling position with retail or whole- 
sale concern. Willing to go anywhere. 
Address “K. 17,’ care American Lumberman. 


BUYER AND INSPECTOR 
Experienced cruising, operating stump to car, 
managing yard, dry kilns, now employed. 
Thorough knowledge poles, ties, piling, hardwoods. 
Familiar southern states and eastern Canada. 

Address “K. 19,” care American Lumberman. 


EXPERIENCED 
Retail lumber and office man desires connection 
as assistant mandger or manager of smaller yard. 
Best of references. Preferably in southern city. 
Age 36. 
Agdress “F. 6,” care American Lumberman. 


MR. RETAIL YARD OPERATOR: 
What have you to offer a man who wishes to 
learn the retail lumber business? Seventeen years 
experience as sawmill yard superintendent. 
Address “‘K. 12,” care American Lumberman. 


RETAIL LUMBERMAN 
Young, married, experienced, wants position as 
manager in town of 1,000 to 3,000 population. Good 
education and references. 
Address ‘“‘K. 15,” care American Lumberman. 


MANAGER RETAIL LUMBER YARD WANTS 
Position, at present employed, good reason for 
changing, 15 years’ experience, best of references. 

Address “G. 15,” care American Lumberman. 


Al BAND SAW FILER WANTS POSITION 
Can furnish very best of references. Service guar- 
anteed. Have filed some of the largest mills in 
the south. L. W. BONE, Wesson, Miss. 


YARD SUPERINTENDENT OR INSPECTOR 

Twenty-five years’ experience handling retail and 
mill yards and inspector hardwoods. Address Box 
305, Georgiana, Ala. 





























LUMBER STORAGE 
Large Yard for Air Dried Lumber 
Modern Sheds for Kiln Dried, 
Competent Inspectors and delivery 
facilities; also Sales organization 


Located on 2 Railroads; 
Connected with all 


to help market. 
I. C. and Santa Fe. 


roads through Belt Line. 
NK I. ABBOTT, 
Chicago, Ill. 


FRA 
2600 Archer Ave., 





WANTED—100,000,000 FEET 
Of timber located Gulf Coast territory. BOX 176, 
Mobile, Ala. 

















